


MARCH, 1942 


Inventory Your Inventory Methods—11 « Duplicator Demand Rising—12 
¢ Bargain Package Service!—_13 «+ Do a Better Selling Job in 1942! 
Save—Serve—Conserve—15 «+ Competition—16 + Old Time Typewrit- 
ers—16 ¢ Complaints Are Welcome—Or Are They?—18 ¢ Mark Twain's 
Writing Toolsk—19 + 1942 Federal Purchases of Furniture May Reach 
Ninety Million Dollars—20 + O. A. Special Information Service—28 





of cane 
sewn ” 
yhet ure \ eps x ‘ aro! ns nd pro" 
tot ever) ot eequit nen no 
ae of Cor 1 C An yp ys vt 
wo" nd! \ vel al «sa? \e $ 








om 

seer 

Lon nema, 
. 





i 
' 





0 RT Rg 


TE 


* 


{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, ot- 
fice furniture, office supplies 
and the entire range of com 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
t also reaches some dealers 
in thirty-three other coun- 
tries who deal in American 
office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub 
jects fairly, and to furnish 
its readers reliable informa 
tion concerning the progress 
and development of the of 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign —one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
"CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application — only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second - Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
‘|“Office Appliances”’ is regis- 
teredin the United States Pat- 
ent Office, Washington, D. C. 
‘COPYRIGHT. Contents 


covered by Copyright, 1942, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot 
They do, however, offer their services in resolving 


customers 
A 
Ace Fastener Corp 
Acme Staple Co 
Acme Visible Records, In« 
Aigner, G. J., Co 
Allen Caleulators, Ine 
Allen & C« 
Allied Carbon & Ribbon Corp 
All-Steel-Equip Co., In« 


Amer, Automatic Electri: 
Sales Co. 


Hair & Felt Co 
Machine ¢ 


American 
Amer. Number 
Passbook Co 
American Photo 


Writing Machine C« 


American 


Laboratorie 


Amer 
Ames Supply Co 

Anderson-Hickey Co., 
Art 
Art 
Atlas 


Automatic 


Ine 
Metal Construction ( 
Steel Co 

Inc 


Index Co 


Stencil Files, 


File & 


B 
Bankers Box Co 
Barkley, C. L., & Co 


Bassick Company 


Bates Mfg. Co., The 
Beach Publishing Co 
Bentson Mfg. Co 
Bickett, L. M., Co 
Blaisdell Pencil Co 
Bolens Products Co 


Pease C 


Boorum & 
Bright Chair Co 


Bristow, Stanley R 


British Stationery Exporter 
148 

Browne-Morse Co 

( 
Clarotype Co., The 
Codo Mfg. Corp 
Collier-Keyworth Co 
Columbia Rib. & Car. Mfg. Co 


Equip. Co 
Works 


Steel 
Art 


‘onsolidated Staple Co 


‘olumbia 


Solumbian 


‘ontinental Ink Co 


Cook, The H. C., Co 
Copy Right Mfg. Corp 
Corona Typewriter 
Corry-Jamestown Mfg. Corp 
Cotterman, I, D 
Cramer Posture Chair Co 
Cushman & Denison Mfe. Co 
D 
Daco Card & Index Co 
Darnell Corp., Ltd 
Dawn Mfg. Corp., The 
Dayton Stencil Works 
Dick, A. B., Co 
Dixon, Jos., Crucib'e ( 
Domore Chair Co 
Doppelt, Charles, Co 
Downey, C. I Co 
E 
Eaton Paper Corp 
Ehrlich Upholstery Works 
Esterbrook Pen Ce The 





any disagreements whi 


through the journal. 


I M 
Faber, A. W Inc 5 Manifold Supplies Co 
Fair Furniture Co. 1 Markilo Co 
Fibroin Stencil Corp 150 Markwell Manufacturing Co 
Fox, George E., & Co ” Mashek, Frank, & Co 
Fritz-Cross Co., The 119 Master-Craft L. L. Div. 
Meilicke Systems, In¢ 
G Meilink Steel Safe Ce 
General Fireproofing Co., The Melind, Louis, Co 
52. 5 Metal Specialties Mfg. Co 
Globe-Wernicke Co., The. .93, 101 Metalstand Co 
Graff, Geo. B., Co 132 Meyer & Wenthe, Inc 
Guide System & Supply Co 4 Miami Systems Corp The 
Gunlocke, The W. H., Chair Co. 64 Michigan Desk Co 
Midwest Naturlite ( 
H Mimeograph, The 
Hammer Mill Sales Co Llé mites © Voiger, Inc 
Hanson Scale Co 149 Moore Push-Pin Co 
Harding, Milo, Co 14 Mosler Bate Co., Th 
Harter Corporation, The 82 Mutsehier Bros. Co 
Heyer Corporation, The 
Higgins, Ink Co., Ine N 
Hotchkiss Sales Co 120 National Blank Book ( 
Hunt, C. Howard, Pen Co 146 Nat'l Brief Case Mfg. Cx 
N: Office Cushion Ce 
I Ne Clog Products, Inc 
Imperial Desk Co 88 New Indiana Chair Co 
Imperial Mfg. Co. 118 Niemann, Ine 
Imperial Methods Co 81 Norcor Mfg. ( 
Indiana Desk Cx 134 Nucraft Furniture Product 
Ink Specialties Co., Inc if 
Inter-State Rib. & Carb. Corp...15 oO 
J Old Town Rib. & Car. Cx 
Jasper Chair Co 60 a ee ee ae 
Jasper Desk Co Ri) 
Jasper Office Furn. C: 116 P 
Jasper Seating Co. 14 Pacific Cb. & Ribbon Mfg. C. 
Peerless Key-Imperial Mfg. ¢ 
x Peerless Steel Equip. Co 
Kilian Mfg. Corp 141 Pelouze Mfg. Co. 
Phillips Process C« Ine 
I. I ir Mfg. Company 
Leopold Co 12¢ Post, Frederick, Ce 
Little, A. P., Ine 149 Pronto File Corp 

























THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of deSirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle 
tin which is mailed frequently to leading manufac- 
turers 
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undertake to guarantee transactions between advertisers and 
result from 


relations established 


Q 
Qua Park Envelope ( OR 
RK 
Reliable Typewriter & A. M 
Corp. 143 
Remington Rand, Inc 113 
Rex-O-Graph, Inc. 142 
Rite-Rite Mfg. Co. 149 
tivet-O Mfg. Co. 150 
Roberts Numbering Mach. Co..124 
Roberts, Weldon, Rubber Co.....149 
Rockwell-Barnes Co 102 
Ross Laboratories 151 
Royal Typewriter Co 51 
- 
St. Johns Table Co 139 
Sengbusch S. Cl. Inkstand Co... 56 
Service Industries, Inc. 150 
Shaw-Walker Co 63, 86 
Sheaffer, W. A., Pen Co 106 
Sheppard, C. E., Co 115 
Shipman-Ward Mfg. Co 127 
Sikes Co., Inc., The 89 
Sloane, W. & J 95 
Smith, L. C., & Corona Type- 
writers, Inc 45 
Speed Key Mfg. Co 150 
Speed-O-Print Corp 137, 138 
Speed Products Co 79 
Standard Record Co 140 
Stationers Loose Leaf Co 129 
Stein Bros. Mfg. Co. 142 
Storms, H. M., Co 130 
Sturgis Posture Chair Co 123 
Sundstrand Back Cover 
, 
Technygraph, The 146 
Toledo Metal Furniture Co 126 
Triner Scale & Mfg. Co 140 
{ 
Underwood Elliott Fisher 
Back Cover 
S. Defense Bonds—Stamps..154 
I S. Typewriter Ribbon Mfg. 
135 
\ 
Va Mfg. Co 9] 
Van Dyke Industries 108 
Varat, Murray, Co 150 
Veit Mfz. C« 150 
Vietor Adding Machine Co 151 
Victor Safe & Equipment Co... 90 
Ww 
W 2 Mfg. Co 151 
Warshaw Mfc. Cx 1 
Webster, F. S., Co 9 
Weis Mfg. Co 69, 70, 71, 72 
Wilson-Jones Co 67 
Wonder Loc! 149 
¥ 
Yawman and Erbe Mfg. Co.....114 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 

obligation. 


Adding Machine Parts 
Amer. Writing 
Ames Supply Co 
Shipman-Ward Mfg. 12 


Adding Machine Rolls & Paper 
Rockwell-Barnes ¢ 102 
Adding Machines 
Allen Calculators In 
Amer. Writing Machine Co 58 
Remington Rand Ine 113 


Sundstrand Back Cover 
Victor Adding Machir Co 

Adding Machines, Rebuilt & Used 
Reliable Typewr, & A. M. Corp 
Shipman-Ward Mfg Co. 


Adding Typewriters 


Underwood Elliott Fishe Back ¢ 
Adhesives 
See Inks, Adhesives, et 
Arch and Clip Board Files 
Amer Automati Electri Sa 
ey 


Cushman & Denison Mfg. ¢ 
Globe-Wernicke Co The 





Rockwell-Barnes Co 102 

Service Industries I 

Shaw-Walker Co Rt 

Yawman and Erbe Mf ‘ 
Autographic Registers 

Miami Systems Corp rhe 


Ball Bearings for Drawer Slides, ete 


Kilian Mfg Co 4] 
Banker's Note Cases 

Art Steel Ce 148 

General Fireproofing C« rhe 

Globe-Wernicke rhe 


Victor Safe & 
Billing Machines 
Remington Rand Ir 
1 Elliott Fisher 


Equip. Co 90 


Back C« 


IU nderwoo 


Bincers, Catalogue and Periodical 
Aigner G J Co 
Master-Craft L. L. Di St 
National Blank Book C«¢ 59 
Sheppard, The ¢ I ‘ 

Binders, Permanent Storage 
Bankers sox Ce 
Master-Craft L. L. Div Rt 
Sheppard, The ¢ } ‘ 

Binders, String 
Bankers Box Ce 


Blank Books 
Boorum & Pease Co 
National Blank Book ( 
tockwell-Barnes C¢ 0 
Wilson-Jones Ce 

Blue Print Papers 
Post, Frederick, C« 

Blue Print and Plan File Cabinets 


All-Steel Equip. Co 





rson-Hickey C¢ 





I 
Col 2 
Corry p 0 
General The..52 
Globe 9 10 
Peerless Steel Equip. ¢ ) 
Pronto File Corp 19 
Shaw-Walker C¢ 63, 8 
Yawman and Erbe Mf ( 
Bond Boxes 
Art Steel ¢ is 
General Fireproofing ¢ The 
Globe-Wernicke ¢ rt , 
Book Cases 
Art Metal Construction ¢ 
Browne - Morse Co 
Corr Jamestown Mfg. ¢ 
Ger al Fir oofing ¢ I 2 
( be-Wernicke ( rT ) 
Mi r Desk (¢ ‘S 
Nucraft Furniture Prod 8 
Peerles e Equip. ¢ 
Shaw-W ker (¢ g 
W Mf ( Jae | 
Yawmar r Erbe Mf ( 
Bookkeepirg Machines 
Underwood Elliott Fisher Back ¢ 
Box Letter Files 
Art Ste ( 8 
Globe-Wernicke ( The 
Rockwell-Barnes C 102 
Weis Mfg. ¢ 70. 71. 7 
Brief and Zipper Cases 
Doppelt, Chas & Co i4 
Mashek, Frank, & ( 
Master-Craft L. L. Di 8 
National Brief Case Mfg. ¢ 
Stationers Loose Leaf Co 2 
Stein Bros Mfg. C 142 


Varat 


Machine Co 58 


Calculating Devices 
Meilick 


Ss} 


Systems In 


Ward Mfg ( 





ipmat 
Calculating Machines 
Aller Cal t s 
Sundstrand 
Victor Adding Machine Ct 
Calculating Machines, Used 
Reliable Typew & A. M. Corp 
Shipman-War Mfg. ¢ 


i 
pi 


Calendar Pads & Stands 
Fox, George |} & Co 
Carbon Papers 


See Kibbons and Carbons 
Card Index Boxes and Trays 

All-Steel Equip. Ct 

Art Metal Construction Co 





Art Steel ¢ 
tSentson Mfg. ¢ 
Colun i Steel Equip. 
Corry-Jamestown Mfg Corp 
General Fir Ofing Ce The 
Gl Wernick ( lhe ) 
Gu Systen Supply ¢ 
l Mie ( 
Nor Mf ( 
I’ Ss Equity ( 
] I Cort 
s Wall ‘ 
Warshaw M ( 
Weis Mf ( 69, 70 
) 1 i I Mr ( 

Cash Boxes 
Art Stee ( 
Gener I roofing Co The 


Casters, Caster Bearings, Slides 


Bassick (C¢ 


Darnell ¢ I 

Kx I Mfg ( 
Celluloid Envelopes 

See Envelope ( 
Chair trons 

Bassick ¢ 

Boler I’ ucts (€¢ 

( er-Ke ' ( 


Chair Mats 


\ Autr k Sales Co 
Bick L. M ( 
] Mfg ( 
S I Ir 
Chairs, Folding 
Nor I Mfg ( 
Chairs, Office 
Br (} ( 
Cra! P e Chair ¢ 
Dor ( " ( 
Ehrlich Uy er Work 
I (ro ( 
G il | " g Co The 
Gunlock rt W H Cha ‘ 
Harte Co 
lasper Cha ( 
| Seati ( 
M n Desk ¢ 
New I ar Chair ¢ 
Nie nr I 
s Walker (¢ 
Sik ( Ir I 
Stur Posture Chair Ce 
rol Me I ( 
Chairs (Posture) 
Amer Aut Ele Sales ¢ 
Brigt ( ( 
Cran P Cha ( 
Dor ‘ { { ) 
I Cr ( 
( } ofing Ce The 
Gu ‘ I W. H., Cha ( 
iH ( 
i ‘ i ‘ 
I ss ¢ { ‘ 
Shaw-Walk ( ' 
Sike ( I rt 
Stur Postur ( ir (¢ 
Pole Metal Furr Cc 
Check Covers & Passbooks 
\ n Passbook (¢ 
Checks, Stamped Metal 
Dayt Stencil Work 
Ml r & Wer ¢ Ir 
Clip Boards 
See Ar Clip Board Fi 
Coin Bags, Trays and Wrappers 
\ Ste ( 
Downe ( L. ¢ 
Copyholders 
\ t \ } Ss Co 
( R Mfg Cort 
D Mf ‘ Tt 
~ Ww ve ‘ 


“1 bo 


105 


Back Cover 


Costumers 
Fair Furniture ¢ 74 
Globe-Wernicke C¢ r ) 101 
Peerless Steel Equip. ¢ 130 
Shaw-Walker ¢ 63, 86 
Crayon 
Dixon, Jos., Crucible ¢ 139 
Cushions and Pads, Chair 
Bickett, L. M ( 141 
Fair Furniture Co 74 
Fox, George E & ¢ 99 
Nat'l Office Cushion ¢ 151 
Polar Mfg. Co 68 
Shipman-Ward Mfg. ¢ 127 


Cuspidor Mats 
Polar Mfg 


Co 48 


Dating Stamps 


Amer. Number Mact ( 

Bates Mfg. ¢ &r 

Melind, Louis, Co 135 
Meyer & Wenthe Ir 145 


Rivet-O Mfg Co 


Desk Bumpers 


Fox Georg I & { 9 

Polar Mfg ( ix 
Desk Calendar Pads & Stands 

Columbian Art Work 8 
Desk Lamps 


Dawn Mfg 





Midwest Natur ( 134 
Van Dyke Ir ! ON 
Desk Pads & Tops 
Aigner, G | 14 
Amer Autmt } Sales ¢ 
Fair Fu ture ¢ 74 
Fox, George |} & 9 
Polar Mfg Co 8 
Desk Pen & Ink Sets 
Sengbusch Self-( Ink a Be 
Sheaffer, W \ Pen ( yf 
Desk Trays 
Aigner, G 4 t 
Art Meta Constru or ( +i 
Art Steel ¢ 148 
Automatic File & Index ¢ »? 
Corry -Jamestowr Mi Cory i” 
Fox, George Ff & 9 
General Fireproofing ¢ The 2 
Globe-Wernicke Co The ) 101 
Imperial Methods ¢ ® 
Nucraft Furniture Products 128 
Peerless Steel Equip. ¢ 130 
Shaw-Walker Co 63, &f 
Weis Mfg. Co 69. 70. 7 72 
Yawman and Erbe Mfg. Co 114 


Desk Work Distributors 








Art Steel Co 148 
sristow, Stanley R 15 
Globe-Wernicke Ce rl 
Polar Mfg. Ce GR 
Victor Safe & Equip. ‘ a0 
Weis Mfg. ¢ 7 71 
Desks 
Art Metal Cor ( 
Art Steel Co 18 
Automatic File & Index Co 22 
Bentson Mfg. Co 14 
Browne-Morse Co 
Columbia Steel Equipmer Co 12° 
Corry -Jamestow M ‘ 0 
General Fireproofing ¢ The 2 
Globe-Wernicke ¢ 
Imperial Desk ¢ RN 
Indiana Desk ¢ 
lasper Desk Co at 
Jasper Office Furr ‘ 
Leopold Ce Al 
Michigan Desk ¢ 78 
Peerless Steel Eq ( 130 
Shaw-Walker ¢ S 
Sloane Ww & J } 
Victor Safe & Equir ( ; 
Yawman and Erbe Mfg. Co 114 
Dictating Machines, Used 
Shipman-Ward Mf ( 
Dietating Machine Records 
Standar Record ¢ 
Drafting Irstruments & Equipment 
Post Frederick, ¢ 
Duplicating Machines & Supplies 
Amer Writir M t Co 8 
Columbia Ribbon & Carbon Mfg 
('¢ ; 
Dick, A. B ( 
Fibroin Ster Cort ) 
Harding, Milo, ¢ j 
Heyer Corporatior rT? 
Ink Specialties ‘ 
Manifold Sur ( 
Mimeograp! Tt 
Mittag & Volger, I 29 
Rex-O-Graph, I 14 
toss Laborat 15 
Shipman-Ward Mfg ( 12 


Smith, L. C., & Corona Typwr..... 45 





Speed-O-Print Corp. ..... 137, 138 
Technygraph, The ...... one 46 
Victor Safe & Equipment Co 90 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co 127 
Duplicating Stencil Files 
Atlas Stencil Files, Inc 112 
Envelope Openers 
(See Letter Openers) 
Envelopes 
Globe-Wernicke Co., The 93, 101 
Quality Park Envelope Co 98 
Envelopes, Celluloid 
Markilo Co : 149 
Veit Mfg. Co 150 
Eradicators, Ink 
Heyer Corp., The 155 
Erasers, Rubber 
Blaisdell Pencil Co. 94 
Dixon, Jos., Crucible Co 139 
Faber, A. W Ine 87 
Roberts, Weldon, Rubber Co. 149 
Expense Books 
teach Publishing Co. 152 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co The 73 
Rivet-O Mfg Co. 150 
File Boxes, Collapsible Corrugated 
Bankers Box Co 65 
tarkley, ¢ L. & Co i 
Globe-Wernicke Co., The ....93, 101 
Guide System & Supply Co. a4 
Oxford Filing Supply Co a 75 
Pront File Corp 49 
Weis Mfg. Co 69, 76, 71, 72 
File Boxes, Metal 
All-Steel-Equip. Co 117 
Art Metal Construction Co 57 
Art Steel Co wveeeeh 48 
Corry-Jamestown Mig. Corp 103 
Globe-Wernicke Co., The 93, 101 
Peerless Steel Equip. Co 130 
Pronto File Corp 49 
Rockwell-Barnes Co 102 
Shaw-Walker Co 63, 86 
Victor Safe & Equip. Co 90 


Weis Mfg. Co 69, 70, 71, 72 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 141 
Filing Cabinets, insulated 
Mosler Safe Co., The 66 


Shaw-Walker Co 63, 86 
Victor Safe & Equip. Co...... . 90 
Filing Cabinets, Metal 
All-Steel Equip. Co eae) 
Anderson-Hickey Co a 
Art Metal Construction Co............ 57 
Art Steel Co : 148 
Automatic File & Index Co 122 
tentson Mfg. Co 146 
Browne-Morse Co. 153 
Corry-Jamestown Mfg. Corp 103 
Columbia Steel Equip. Co 125 


no 


neral Fireproofing Co., The....52, 53 





Globe -Wernicke Co, The 93, 101 
Peerle Steel Equip. Co 130 
Pronte File Corp 49 
Remington Rand Ine 113 
Shaw-Walker Co 63, 86 


Victor Safe & Equip. Co 90 


Yawman and Erbe Mfg. Co 114 
Filing Cabinets, Wood 
Art Metal Construction Co 57 


Globe-Wernicke Co., The 

Imperial Methods Co 81 
Michigan Desk Co 78 
Shaw-Walker Co 63, 8F 


Wels Mfg. Co 69, 70, 71, 72 
Yawman and Erbe Mfg. Co 114 
Filing Supplies 
Aigner G J Co 141 
Art Metal Construction Co. 57 
Larkley, ¢ L & Co 96 
Browne-Morse Co 153 
Corry-Jamestown Mfg. Corp 103 
Daco Card & Index Co 150 


General Fireproofing Co., The...52, 53 
Globe-Wernicke Co The 


Guide System & Supply Cr 4 
Imperial Methods Co 81 
Oxford Filing Supply Co. 75 
P to File Corp 49 
Quility Park Envelope Co 98 
tockwell-Barnes Co 102 
Shaw-Walker Co 63, 86 
Veit Mfg. Co 150 
Victor Safe & Equip. Co — 
Warshaw Mfg. Co 136 


THE CLASSIFICATIONS 
(Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from page 


Weis Mfg { 

Yawman and Er Mfg. ¢ 
Filing Tables 

Toledo Metal Fu rt ( 
Finger Pads 

Melir La ( 

Speed Prod 
Folders (See Fi 
Fountain Pens 

Esterbrook Pen { 

Sheaffer, W A ( 
Gummed Cloth Rings 

Graff, Geo. B ( 

Warshaw Mfg. (¢ 


Gummed Tape Sealing Machines 
Metal Sry altie Vif { 
Index Card Signals 
Cook, H. ¢ ( 






Graff, Geo. B ( 

Victor Safe & Equip. ¢ 
Index Tabs 

Aigner G ( 

Bark ( I & { 

Glol Wwe ( 

Gu Ss & Sul 

Markilo Co. 

M er-Craft L. L. D 

Melind Louls, ¢ 

Shaw-Walker ( 

Sheppard, The C. } ( 


Speed Products ¢ 
Veit Mfg. Co 
Victor Safe & Equip. ¢ 
Inks, Adhesives, Ete 


{ ntinenta Ink ‘ 
Hige ink ¢ Ir 
Ink Spe altic ( 
Melind, Lo ( 
Rivet-O Mfg ( 


Sheaffer, W. A., Pen ( 
inkstands 

Cushman & Denison Mf ( 

Seng! , ' 
Labels 

Imperial Methods ¢ 

Oxford Filing 

Warshaw Mfg. ¢ 


Sul ( 


Ladders, Library, Store & Vault 
Cotterman, I. D 

Leads for Mechanical Pencils 
Dix lo Cr ( 
Fa i. We wt 
Rite-Rite Mfg ( 


Sheaffer, W. A., Pen ( 
Leather Goods 

Doppelt ( is., & { 

Mashek, Frank, & ¢ 

Nat'l Brief Ca Mrs ( 

Stein Bros Mfs ( 
Murray ( 


Varat 
Leather Upholstered Furniture 

Bright Chair ¢ 

EPhrii Upholster W 

Gunlocke The W. H ( ( 
sper Chair Ce 

New Ir ina ( 

Nieman Inc 


Letter Trays (See Desk 
Library Equipment 


Art Metal C« ( 
\ Steel Co 
{ y-Ja owr M ( 
Genera Firepr ( I 
Globe-We ke ( I 
Peerless Steel Equir Co 
Shaw-Walker Ce 
Yawman and Erbe Mf ( 
Locks, Drawer, Showease, Ete 
Wonder Lock 
Lockers and Storage Cabinets 
All-Steel-Equit r 
Anderson-Hickey ¢ 
Art Metal Constr ( 
Art Steel 
I wne-M ( 
Corry-Jamestowr M ( 
General fF roof ( I 
Gh Wer k ‘ 


Pronto File { 

Shaw-Walker ( 

Yawman and Er! Mf ( 
Loose Leaf Books & Systems 

Aigner, G. J ( 





Wilson -Jones 


| 
Loose Leaf Sheet Covers, Celluloid 
Markilo ¢ 


Loose Leaf Metals and Devices 





Sheppard The ¢ I Co 
Wilson-Jones 

Mail Distributors 
sristow Ss y R 
Globe-Wernicke ( 
Victor Safe & Eq ( 


Map Tacks 
Graff. George B ( 
Moore Pu 





Matched Office Suites 


Art Metal Construction ( 
General Fireproofing ¢ I 2 
Globe-Wernicke Co rhe 

Leor or 

s w-Walke { 

$1 Ww. & J 





Memorandum 
Roorur & Pease ( 


Master-Craf I I D 

National Blank Book ( 

RKockwell- Barr ( 

W ilson-Jone ‘ 
Memorandum Devices 

Bate Mfg Co The 

Br a Stanley R 


Mending Tape 
Warshaw Mfg Co 


Metal Badges, Checks, Tokens, Etc 
Dayton Ster Works 
Meyer & Wenthe Ir 

Moisteners 
Metal Specialties Mfg. C« 
Rivet-O Mfg Co 
Senglt Self-Cl. Inkstar ( 


Numbering Machines 


Amer Numbering Mach. C« 
Bates Mfg. Co., The 
Melir Louis Co 


Roberts 


Office 


Crlobe 


Mach. ( 


Partitions and Railings 
Wernicke Co., The 


Numbering 


Pads, Figuring 
Boorum & Pease ( 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson-Jones Co 67 
Paper 


aton FP 


ks per Cory 
Rockwell 


tarnes Co 
Paper Clamps 
Cushman & Denison 
Esterbrook Pen Co., I 
Hunt, ¢ Howard, Pen ¢ 
Paper Clips 
Cook H ( Co 
Cushman & Denlson Mfg. ¢ 


Graff, Ge I Co 
Vail Manufacturir ( 
Paper Fastening Machines 








Ace f Corp 

\ Co. 

An Ele Sa ( 

B Co T) 

Cor 1 Stapl ( 

Hote Sales f 

Markwell Mfg ( 

Neva-( Prod I 

Spee Products Co 

Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, Et 


Pencil 


Graff, 


Sharpeners 
Geo. B Cc 
Hunt, ( Howard, Pen ¢ 
Pencils, Mechanical 
Rite-Rit Mfg Co 


Sheaffer, W. A Pen Co 


Paper Woun 
Pencil Co. 


Pencils, 
Blaisdell 


Pencils, Wood Cased Lead 

Blaisdell Pencil Co 94 

Dixor J Crucible ¢ 

Faber i. In 8 
Penholders 

Dixor Tos Cr ble Co 

Esterbrook Pen (Cx 

Sengbusch Self-Cl. Inkstar ( 


Pens, Steel 
Esterbrook Pen ( 
Hunt, C. Howard. Pen Co 
Sengbusch Self-Cl. Inkstand ¢ 

Picture Hooks 
Moore Push-Pin (x 

Pins and Pin Containers 
Vail Mfg. Co 

Platens, Typewriter 
Amer. Writing Machir Co 8 
Ames Supr Co g 

I Ward Mfg. Co 

Polish and Cleaner, Office Furniture 
Hammer Mill Sales ¢ 116 

Postal Scales 
Hanson Scale (€« 

Mfg. Co 

Ward Mfg. ¢ 2 

& Mfg. ¢ 14 

Presentation Covers 
Oxford F 

Publishers 
British Stationery 


Punches 


ly 


Shipmar 


Pelouze 
Shipman 


Triner Scale 


ng Supply Co 





National Blank Book ( 
Wilson-Jones Co 
Push Pins 
Moore Push-Pin { 
Ribbons and Carbons 
Allen & Co 


Allied Carbon & Ribbon Co 


Ame Writing Machine Co 
A Supply Co 

Codo Mfg. Cory 

( j rR. & Mfg ( 
Ribbon & Carbon 
Little A = Ir 


Inter-&t 
' « ate 





Manifold Supplies Co 
. ug & Vol Ir 
oO Towr Cart ( 
I’ f ( Mf ( 
* i \if 
PI Co 
K In 
RK Type iter (¢ I 
S jan-W 1 Mfg ( 
Ss I Cc. & ¢ 5 ¥ 
Sto H. M ( 
{ erwood Elliott Fisher ¢ 

. Ba 
l S. Typewriter Ribbon Mfg 


Webster, F. S., Co 
Rubber Bands 

Faber, A. W., Inc 

Robert Weldon, Rubber C¢ 
Rubber Stamps 

Melind Louis, Co 

Meyer & Wenthe, Inc 





Safes 

Art Metal Construct 
General 
Globe-Wernicke Co The 
Meilink Steel Safe Co 


Mosler Safe Co. The 

Remington Rand Inc 

Shaw-Walker Co 

V r Safe & Equipment Ce 

Yawman and Erbe Mfg. Co 
Scrapbooks 

Globe-Wernicke 


Secretary Desks 


Art Metal Construction Co 


General Fireproofing C< rl 
Globe-Wernicke Co., The 
Peerless Steel Equip. ¢ 


Shaw-Walker Co 
Shelving 


All-Steel-Equir Co. 
Art Me Construction ¢ 
Browne-Morse Co. 
( ame wn Mfg. ¢ 
General Fireproofing (¢ I 
G e-Wernicke (¢ rt 
Shaw-Walker Cc 

Sorting Devices 
Bristow, Stanley R 


Stamp Pads 








Bate Mfg Co rt 
\ Louis, Co 
M & Wentl I 
I Process ( 
t O-Mfg. Ce 
I kw Barnes ( 
\ r Safe & Equip. Co 
Stands for Office Machines 
\ Supply Co 
Anders Hick ( 
Art Steel ¢ 
Fair Furnit ( 
( Firep ( I 
Globe-Wernicke ¢ I 
H Cory 
M nd ¢ 
Peerless Steel Equip. ¢ 
s in-Ward Mfg. ¢ 
Sturgis Posture Cha ( 
Metal Furnitu ( 
Staple Extractors 
Ace I ner Corp 
Metal Specialties Mfg. ¢ 
Staples and Stapling Machines 
Ace Fastener Cort 
Acme Staple Co 
tates Mfg. Co The 
Cor lated Stay { 
Hlot kiss Sales Co 
Markw Mfg. (« 
Me Sr ialti Mfg. Go 
Cl lucts In 
s Pr s ( 
\ Manuf g ¢ 
Stencils, Brass 
Dayt Stencil Work 
Stenographer’s Note Books 
Natio Blank Book Co 
Rockwell-Barnes ¢ 
Stools 
Harter Cory 
Metalstand 
Toledo Metal Furr ‘ 
Storage and Transfer Cases 
All-Steel-Equip, ¢ 
Art Metal Constr m { 


Art Steel ¢ 


Banke 
stark 

Bents 

Browr 

( ( 

( ( 
Gener , I 
G r 

G y ( 





( 


k 


Fireproofing Co., The 











. Peerless 1 Equip. ¢ 
Pronto F Corp 
20 Rockwell- Barnes Co 
7 Shaw-Walker Co 
52 We Mfg. Co 69 
Yawman and Erbe Mfg. ¢ 
is Strong Boxes, Fire Protected 
ov Meil c Steel Safe (¢ 
Walz Mfg. (¢ 
Tables 
Ar Metal Cor icti ( 
Browne-Morse 
Corry-Jamestown Mfg. Cort 
General Fireproofing Co Tt 
Globe-Wernicke Cx The 
Mutschler Bros. Co 
Peerless Steel Equip. (t 
Shaw-Walker ¢ 
St Johns Table Co 
Victor Safe & Equipment Co 


Tabulating and Statistic Machines 


Rand In 


Telephone Accessories 
tates Mfg. Co., The 
Victor Safe & Equipment 
Telephone Stands 


8 Remington 


Art Metal Construction Co 

Art Steel Co 

General Fireproofing (« 

Globe-Wernicke Co rhe 
Furniture Products 


eerless Steel Equip. (¢ 
haw-Walker Co 
nt Ya and Erbe 
Thumb Tacks 
Graff, George B ce 
Moore Push-Pin Co 


Ticket Holders 


Nucraft 
P 
S 


Mfg. C« 


vman a 


Vail Manufacturing (C<¢ 
Trimming Boards 

Amer Photo Laborator 
Type, Typewriter 

Amer. Writing Mac Co 


Ames Supply Cc 
Shipman-Ward Mfg. Co 


Typewriter Cleaning Material 








Amer. Writing Mach. Co 
A Supp Co 
Clarotype Co 
Mittag & Volger, I: 

8 Rivet-O-Mfg Co 
Shipman-Ward Mf ( 


W ster F Ss Co 


Typewriter Cushion Keys 
Amer. Writir Mach. ¢ 
Ames Supply Co 
Peerless Key-Imperial Mfe 

Ward Mfg ( 

Key Mfg ( 


shipmar 


Typewriter Tables 


See Stands for Off. Mact 
Typewriters, Mfrs. of 

Corona Typewriter 

Remington Rand I: 

Royal Typewriter Co 

Smith, L. C. & Corona Tws 

Underwood Elliott Fisher 


Typewriters, Rebuilt and Use 





Amer. Writ Mact Co 

“ Reliable Typewr. & A. M 
2 Shipman-Ward Mfg Co 
Equipment 


Visible Systems 
Acme Visible Records, I: 





Back Cov 


d 


o 
‘ 

$ 

g4 Work Distributors 

8 Fox, George E., & Cc 


3 








130 
40 
102 
86 


"9 





Speed 
Speed Products Ce 79 
9 Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 100 
Amer. Writing Macl Co 8 
Ames Supply Co 
Bickett, L. M., Co 14 
Fox George E & Co 99 
Peerless Key-Imperial Mfg. ( 118 
Shiy Ward Mfg. ¢ oT 
8 Typewriter Parts and Tools 
Amer Writing Mact ( 8 
Ames Supply Co 55 
Shipman-Ward Mfg. (¢ 127 





WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 
SALES EXECUTIVE WITH TWELVE YEARS’ experience, mostly as 
branch manager for a supply manufacturer followed by two years with 
another concern as sales manager, desires to make a change. Intelligent, 


capable, equipped to merchandise almost anything sold by commercial 


stationer. Will direct sales or manage branch as opportunity is pre 
sented, or serve as manufacturer’s representative for a line which offers 
good sales volume in return for serious applicatior Principal experience 
in and around Boston, New York and Chicago. Is at liberty to locate 
in any section that presents desirable opening. Was an accountant be- 
fore engaging in sales work Can finance himself if that should be 
required Convincing references Address C-33, care Office Appliances, 
Chicago. 


SALESMAN WHO FOR YEARS has served as western district manager 
for large stationery manufacturing concern, is open for new connection 


preferably with Middle West headquarters Capable, well acquainted 
with dealers, a good producer. Can handle major proposition alone or 
if line has potential volume, will build up sales force. Top references 

32, care Office Appliances, Chicago 


from important distributors. Address C 
HAVE you A SERVICE PROBLEM EXPERIENCE CAN SOLVE? Me- 


chanic capable on all makes typewriters—expert on Elliott-Fisher billers 








now available. Past middle age (40 years in this work) but physically 
fit, mentally alert. Now in Chicago and prefers nearby location but 
would consider other territory Address (-31, care Office Appliances, 
Chicag 
SALESMEN WANTED 

IF YOU ARE NOW selling to offices, we have a product that will prove 
to be a very profitable sideline It quickly becomes a major line Ex 
clusive territories are available Address P-152, care Office Appliances, 
Chicago 

EXPERIENCED SALESMAN for well established wholesale stationer. 
Cover southern states Prefer man already working and residing south 
Full time or with other non-conflicting line Good opportunity—sub 


ount Address P-154, 


stantial dr 
are Office 


iwing ac 


Give references and experience 
Appliances, 100 4 


E. 42d St.. New York, N 


HELP WANTED 


OWING TO CALL TO SERVICE, we are in need of the following men 

two salesmen familiar with county records and bank supplies; one man 
for office supply store, familiar with buying; two forwarders and fin 
ishers familiar with full-hound work; one apprentice forwarder and fin 


familiar with Kelly and ly Write giv 
to Tom I Ketchings Company, Natchez, Mississippi 


vertical presses 


isher; one pressmen 
ing full experience 


EXECUTIVES WANTED 


HIGH CLASS COMMERCIAL STATIONERY 


STORE EXECUTIVE 


{N OPENING FOR A 


4 RESPONSIBLE POSITION in a large midwestern Retail Stationery and 
Office Equipment Store is open to a thoroughly competent and experi 
enced Store Man. This is a rare opportunity for a high class, ambi 
tious man to connect with an old established iccessful business con 


cern. Write P-155, care Office Appliances, Chicago 


MECHANICS WANTED 


EXPERIENCED ADDRESSOGRAPH, Dictating, Typewriter, Adding and 
Bookkeeping Machine mechanics State experience and salary wanted 
Young Office Machines Co., 210 W. Adams St., Chicago 

EXPERIENCED MECHANICS, calculators, typewriters and adding ma 
hines, for Detroit reanization: $50.00 week to start Address P-156, 


ire Office Chicago 


Appliances, 


ADDING MACHINE MECHANIC also Typewriter, Addressograph, Multi 
Mechanic Good salary Pruitt, 425 N. LaSalle, Chicago. 


graph 





MECHANTE Young 
erful opportunity for 
Adams Typewriter ¢ 


calls in city, won 
Write 


with car to handle outside 
right man, state reference, and experience 
Peoria, Ill. Our help knows about this ad 


REPRESENTATIVES WANTED 


MANUFACTURER of three widely known office units required in con 
junction with typing seeks Representative in various open territories 
coast to coast Prefer men now established and selling non-conflicting 
office equipment, or allied item, and having time to handle one addi 
tional meritorious line Address P-157, care Off Appliances, Chicago 


SOUTHERN DISTRICT REPRESENTATIVE WANTED to sell full line of 


filing equipment and supplies Give plete information including age, 

training, business experience and anything which will show qualifica 

tions. 4 worth while opportunity for some one who has ability and 
ss P-158, care Office Appliances, Chicago 


necessary background A ddre 


RETAIL BUSINESS FOR SALE 


lusive I ffice machines, no local 


COMPLETE LINE office supplies, Exe 
: Located 


titior n machine Exelusiv m wood and steel furniture. 


ompe 


in Arkansas City population over twelve thousand. Complete service on 
cash registers, adding machir ind typewriters. Over $2000 in parts and 
platens. Operating truck and salesman in three counties, with populatior 
ver 200.000. radius 61 miles a on concrete road Will take $6000 cash 
to handle Established ten years Reason for selling: I expect to be 
called into the service Address all letters P-159, care Office Appliances 
Chicago. 


FOR SALE. Stationery, Office 
Printing Plant in one of the 
sell Store and Plant separately. 


and Machines. Also 
as a Unit or will 
Strictly Confiden- 


Supply, Equipment 
Best Cities in Florida, 
High Net Earnings. 





tial. Reply P-151, care Office Appliances, Chicago 

FOUNTAIN PEN REPAIRING 
ALL MAKES Pens, Pencils, Desk Sets, eté tepaired—usually 12 to 24 
hour service Standard prices. Welty Pen & Repair Co., 38 So. State 


St., Chicago 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


ADDING MACHINE PARTS, TYPE, ETC. 


Adding and Calculating Machine Parts 
ivailable. Quotations furnished on specific parts upon request. I. A 
Dehn, Jr., 1643 101st Ave., Oakland, Calif 


LARGE STOCKS of new and used 


DUPLICATOR SUPPLIES 
Duplicator inks and _ type 
Write us, save money. Lewis 


MULTIGRAPH 
writer ribbons 
Co., 4138 W 


RIBBONS 
Estal 


State St., 


remanufactured 
over ten vears 
Milwaukee, Wis 


slished 


grades, all Complete line of hecto- 
cans. Gelatin sheets on boards which do 
Mfg. Co. Ine., 884 Broadway, Bayonne, 


DUPLICATING INKS, two colors 

graph gelatin, 1, 5 and 10 Ib 

not require any melting Pengad 
J 


N 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


Moon Hopkins, Adding—Calculating Ma- 


ELLIOTT-FISHER, Burroughs 
chines, Dictaphones, Ediphone bought and sold. Chicago Office Appli 
ince Co., 529 S. Wells St., Chicag 

Machines, Adding Machines, Comptometers, Burroughs 


ELLIOTT-FISHER 
and Monroe Calcu 


lculators, Typewriters and all office machines bought and 
old. Teeter-Warsh Co 


349 N. 3rd Street, Milwaukee, Wis. 
Hopkins, Bookkeeping Machines, Kardex. 
Fort Pitt Typewriter Co., 644 


BURROUGHS— Duplexes, Moon 
All types office bought and sold 
Liberty Avenue, Pittsburgh, Pa 


machines 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 


Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, In¢ 326 Broadway, New York City. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 


Comptometers ill makes calculators bought and sold. Dorrell-Markel, 
93 S. llth, Minneapolis, Minn 

ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wis 

BURROUGHS, Moon Hopkins, Comptometers, Bookkeeping Machines, 
Bought and Sold. H. T. Carroll, 547 So. Dearborn St., Chicago. 








WANTED TO BUY FOR CASH, adding and calculating machines, all 
makes and models—typewriters, wide carriages 14 in. and larger—Burros 
13-13-02—23-18-02—Moon Hopkins 72A-71A-78A-50M and higher—Remington 
Accounting Machines Models 121-123-125—Elliott-Fishers Direct Subtrac 


tions and cross footers—Hand Addressographs—"B” frames long clip and 
late style, also “E’’ frames. Shipman-Ward Mfg. Co., 825 N. Wells St., 


Chic igo 





WILL BUY used Add Machines, Dictaphones, Cash Registers, Typewriters, 
ete. Write for prices. J. Paull, 160 N. Wells Street, Chicago. 


and purchases of dictating equipment Write for catalog. American 


Dictating Machine C 235 Fifth Ave., New York, N. Y. 

KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special serv- 
ice and prices to dealers for purchase or sale. Get your quotations 


Chas. S. Nathan, Ir 548 Broadway, New York 


POSTINDEX, etc., visible filing equipment of all types 
We specialize in this field and offer full cooperation 
Card System, 135 Grand St., New York City. 


KARDEX, ACME 
hought and sold 
to dealers Commercial 





GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 


tively refinished, thorougt rebuilt for years of additional service, moder- 
itely priced Used equipment also bought and exchanged Universal 
Office Equipment Co 561 Broadway, New York, N. Y. 


WANTED TO SELL FOR CASH-—AF-4 Niagara Duplicator with slip- 
sheeter, A-1 conditior Addre P-160, care Office Appliances, Chicago. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Fold 
ers, Typewriters, Adding Machines. Write for FREE Money Making Cir 
cular Pruitt, 527 Pruitt Bldg., Chicago 


WANTED TO BUY FOR CASH—International Payroll Machines. Ad- 


dress P-153, care Office Appliances, Chicago. 











OFFICE APPLIANCES 








NEW TRADE LITERATURE 


BUSINESS OPPORTUNITIES 





(Catalogues, pamphiets, broadsides, folders and other publicity 
materials recently released) 


heets of revised prices on 
Dealers’ Buying 
Pease 


Three new 


Boorum & Pease Company. 
catalogue No. 41 and 


items which appear in the firm’s 


Price List I have been issued to the trade by the Boorum & 
Company, Brooklyn, N. ¥ Copie¢ are available to dealers on request 
Joseph Dixon Crucible Company.—<A series of advertisements for sta 


embodied in a handy book entitled “‘Ready to Run’’ has been 
distribution by the sales promotion bureau of the Joseph 
Company, Jersey City, N. J. Electros and mats of the 
supplied free and each copy of the book is accompanied 


tioners’ use 

prepared for 
Dixon Crucible 
various ads are 


by prepaid postcards for dealer convenience The book contains adver 
tisements of Dixon’s Ticonderoga and Eldorado pencils, Anadel and 
test colored pencils, Thin Edge erasers and Claro cleaner. Any of 


envelope stuffers, blotters and 
They all stress wartime economy 
Satur 


these ads used for circulars, 
catalogues as well as for newspapers. 
and were selected from a campaign which appeared in Life, Time, 
day Evening Post and Liberty 


may be 


The Kisco Company, Inc.—Featuring the firm’s line of Circulair room 
cooling units, a new four-page folder has recently been produced as a 
sales aid to dealers by the Kisco Company, Inc., Thirty-ninth and Chou 


teau avenues, St. Louis, Mo. The folder is beautifully done in color and 
bears numerous illustrations of the units, their functions, sizes and 
styles, with explanatory text aimed directly at the consumer. Among 
the models shown are the Utility, Lo-Air, Whirlwind, Whirlaway and 


the Nu-Pep 


Olid Town Ribbon & Carbon Company, Inc.—‘‘The Secret of Beautiful 
Letters” is the title of an interesting piece of service literature recently 
made available to the office equipment industry by the Old Town Ribbon 
& Carbon Company, Inc., 750 Pacific street, Brooklyn, N. Y. It is a twenty 
eight page booklet which tells the stenographer how to produce more im- 
maculate letters through accurate selection of typewriter ribbon inkings 
and how to follow Old Town's simplified guide to the selection of weight 
ind finish to make perfect carbon copies. Other important information 
is given. The consumer can learn to obtain maximum results in hectograph 
and spirit carbon duplicating and the booklet tells the causes of most 
common difficulties in ribbon and carbon usage, and how to avoid them 
information is woven into an interesting story of a 
improve her work and a carbon and ribbon salesman 
approach the booklet 
obtained 


The constructive 
typist who wants to 
to show how. With the exception of a courtesy line 
is mainly a service instead of advertising piece. Copies can be 
by writing to Old Town at the address given above 


Office Manual of Loose Leaf Binders, Form 
1 recently-published manual of Remington 
marked by a number of unusual features 
In the first place, the book, dressed in an attractively-colored cover and 
containing ninety-eight pages, is more in the nature of a buying guide 
book for the consumer than a catalogue for the dealer. In addition, the 
manual is unusual in that all items described and illustrated within are 
accompanied by retail prices in direct opposition to Remington Rand’s 
usual ‘‘no-prices-in-catalogue”’ policy. This price inclusion was brought 
about by the fact that, as the company explains, its selling staff has been 
somewhat depleted by the draft and heavily burdened by a step-up in 
the demand for its products, thus making coverage of the small consumer 
in out-of-the-way towns increasingly difficult. The current ban on auto- 
mobile tires has added to the problem, For these reasons the manual was 
irranged as a complete buying guide for the actual user. It is further 
stated that the book is the first of a series which will exploit the products 
of all divisions of the company in a like manner. The make-up is excellent, 
t high-grade paper being used and nearly all of the unusually large 
illustrations done in color, Copies of the manual are available on request. 


Remington Rand Inc.— The 
ind Equipment” is the title of 
Rand Inc., Buffalo, N. Y., which is 


twenty-six page 

supplies has 
Manufacturing 
paper, the 


Yawman and Erbe Manufacturing Company.-A new, 
catalogue covefing the firm’s lines of filing systems and 
been released to the trade by the Yawman and Erbe 
Company, Rochester, N. Printed in color on a high-grade 


catalogue is complete in every detail. Illustrations are unusually large 
so that every detail of the various units shown are discernible at a 
glance rhe book is punched for loose leaf and contains a condensed 
index on the inside back cover for easy reference 


Readiness to Pay Higher Taxes Is Check to Inflation, 
Heimann Says 
Taxes and more taxes are the best possible economic defense of our 
people, Henry H. Heimann, executive manager of the National Associa 
tion of Credit Men, declares in the association's monthly business review 
released February 16 to its 20,000 manufacturing, wholesaling, and bank 


f 


ing members 
**Peacetime 
burden must give way to 
he advises 
“The value of conserving what we have 
an immediate return on our investments. In favoring heavy war taxes 
I am not advocating a socialistic or communistic doctrine of confiscatior 
Indeed, that is just what the program is intended to avoid 
“Simply put, it amounts to this: You are the owner of a 

account or an insurance policy for your family’s protection or your old 
age; you quite likely have some property or shares of stock or bonds 
“These assets—the material aspects of our way of life—are in danger 
1s are our social and political heritage 

“You must act now in defense of your way of life and your life's 
accumulation. The greatest decision you can make is that for this and 
the remaining war years you are willing to be taxed to whatever possible 
limit of your ability to pay You want no wasting of your money or 
‘frills’, but you must be willing to concede that during these war years 


attendant tax 
higher taxes 


spending and the 
higher and 


opposition to excessive 


endorsement of 


outweighs the importance 


SAVINGS 


your job—and the nation’s—will be to hold what you have 
“Such a decision will help protect your savings, even though it will 
not help pay all the war bi Such a program at this particular time 


system of 


capitalistic 


will go a long way to defend democracy and the 
free enterprise.” 


Wanted Abroad 


Office Lines Wanted for India.—The firm of Associated Agencies, serving 
is manufacturers’ representative, and located at Mount Road, Madras, 
India, with offices in Bombay, Calcutta, and other centers, desires to 
make arrangements to represent American manufacturers of office equip- 
ment and supplies. The company’s correspondent writes to the effect that 
the concern can act as sales representative for any specialty line or direct 
importer for goods for which demand already is established. Corre- 
spondence should be addressed to the machinery department, which 
handles all office lines 


Stapling Machines Wanted for Export._-The firm of Liebermann Waelchli 
& Co., 15 West Thirty-Seventh street, New York, desires to get in touch 
with manufacturers of stapling machines for export purposes. Complete 


information should be sent to Steven H. Lord of that company. 


Wanted Here at Home 


Catalogues From Office Supply Manufacturers Requested.—The Austin 
Office Supply, which recently moved to new quarters at 206 N. Chatham 
treet, Austin, Minn., is interested in receiving catalogues and price in- 
formation from office supply manufacturers. Mailings should be addressed 
to R. E. Strand, owner. 


Catalogues on Stationery Lines Requested...Acme Typewriters of Alex- 
indria, Va., has just taken new and larger quarters at 1510 King street. 
it is the desire of the proprietor, S. Matusoff, to expand activities to 
include commercial stationery lines. He would like to receive catalogues 
ind price information. 


> 


Current Corporation Reports 


American News Company and wholly owned subsidiaries. For 1941: Net 
profit $1,117,699, after $1,265,000 provision for federal income and excess 
profit taxes, equal to $2.65 each on 421,436 shares, excluding 10,564 in 
treasury, compared with 1940 net of $1,108,595 after $400,000 tax charges, 
equal to $2.63 a share. Net year aggregated $78,174,767, com 
pared with 1940 volume of Current ets on December 31 
last were $18,726,375 and current liabilities $11,799,749. (New York Times, 
February 20, 1942.) 


sales last 
$67,839,940 








Pitney-Bowes Postage Meter Company and wholly owned subsidiaries. 


Nine months to December 31, net profit, $440,662, equal to 49 cents each 
n 906,806 shares, against $422,383, or 47 cents each on 898,746 shares 
rr nine months to December 31, 1940. Company’s fiscal year ends March 
1. (New York Times, February 21, 1942.) 


Remington Rand Inc., and its subsidiaries reported yesterday in a 
preliminary statement for the nine months ended with December a con 
olidated net income of $4,563,926 after provision for Federal income taxes 
After allowing for dividend requirements on the preferred stock, the in- 
come amounts to $2.25 a share on 1,743,040 outstanding common shares. 
It compares with $2,026 or 88 cents a share, on a smaller outstanding 
common stock capitalization reported for the nine months ended on Dec. 
l 1940 For the three months to Dee 31, 1941, the consolidated net 
amounted to $1,261,644, or 60 cents on each of 1,743,040 common 








income 


shares. This compares with $1,918,590, or 98 cents a common share, earned 
in the quarter ended on Sept. 30 and with $961,163, or 48 cents on each 
if 1,584,895 common shares outstanding in the quarter ended on Dec. 31, 
40. Preliminary sales, both domestic and foreign, totaled $55,335,000 for 
the nine months of 1941, an increase of 52 per cent over the $35,113,000 
volume for the 1940 period. For the December quarter last year they 
mounted to $18,653,000 against $13,330,000 in the similar quarter of 1940, 


gain of 40 per cent. (New York Times, January 28, 1942.) 

Remington Rand tInc., in a preliminary report for the quarter ended 
December 31, 1941, showed consolidated net profit of $1,261,644 equal after 
preferred dividends to 60 cents in each of 1,743,040 common shares out- 
standing. This compared with $961,168 or 48 cents each on 1,584,895 shares 
of common in the December quarter of 1940. (New Haven (Conn.) Register, 
January 28, 1942.) 


Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, last 
month declared a regular quarterly dividend of fifty cents per share, and 
in extra dividend of twenty-five cents, a total of seventy-five cents per 
payable February 25 to all common stock of record at close of 
February 14. This makes total dividends paid during the fiscal 
year ending , 


share, 
business 


February 28, $3.25 per share 


For 1941 (preliminary) net profit, $109,475, 
against $100,547, or 44 cents a share 
1942.) 


Telautograph Corporation. 
48 cents each on 226,600 shares, 
in 1940. (New York Times, February 20, 
Directors of the United States Envelope Co. declared a dividend of 
, a share and a special dividend of $5 a share on the common stock, 
th payable March 2 to stock of record Feb. 26. In the 1941 calendar 


ir $4 per share was paid on the common stock. For the year ended 
Dec. 31, 1941, company reports net profit of $882,130 after charges, 
including a reserve of $500,000 for 1941 federal income tax. After pre 
ferred dividends the balance is equal to $22.93 a share on the out 
tanding common, These earnings compare with $530,418 net in 1940, 


assets at Dec. 31, 1941 
working 


stock. Current 
were $1,662,980, leaving net 


share on_the common 
totaled $6,065,187. Current liabilities 


r $9.54 a 


ipital $4,402,257 compared with $4,234,822 at Dee. 31, 1940. Sales for 
{1 were 38 per cent above 1940. Reserve for adjustment on raw mate 
ials totaled $400,000 on Dex 1941 Boston Herald, February 14, 1942.) 





MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm's name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 





General Printing Company, 17 West Lawrence street, Pontiac, Mich. 
Corona Standard portable typewriter 2A-52854. This machine and 


irry case reported stolen from store of this company on or about 
February 9. 





MARCH, 1942 9 











PATENTS we | 43 


Copies of patents shown here can be obtained : gs ¥ 
from the Commissioner of Patents, Washington, : HI 3 


D. C., for ten cents each in cush. postoffice | ‘ J ee een rot . ; —— “fh 
. 2.27047 f 





money orders or certified check. Stamps and Pe ae 7 70, 
personal checks not accepted. 2,270,305 2,270,391 2,270,573 


2,270,305. Envelope. Christian Niels Juul, High- 
wood, Ill. Application April 17, 1940, Serial No | f 9 Ri ne, om 
330,187. Granted January 20, 1942. iy Bs) SRE 

2,270,391. Typewriting Machine. Oscar W. Swan- -—"}¥ 5 5 

| 


a 





2.271.240 


son, West Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application June 30, 1939, Serial No. 282.035 duis - 
Granted January 20, 1942. 2270793 
2,270,473. Paper Trimmer or the Like Patrick ee ee 
Porcelli, Chicago, Jil. Application August 29, 1940, ri 
Serial No. 354,749. Granted January 20, 1942 — = 4 — 
2,270,573. Caleulating Machine Harold T. Avery, Pa eae hi va if 
Oakland, Calif.. assigror to Marchant Calculating Ma- Ue rn cae i i s i j (i } 
chine Company, a corporation of California, Applica- =a : fo Se . 84 | 
tion April 12, 1940, Serial No. 329,281. Granted : Pz Ps | | | 
January 20, 1942. 2 + ; 
2,270,739. Autographie Register. Charles J. Manuel, 2,271,414 
Dover, N. H.. assignor to American Sales Book Com- } — = . - ay 
pany, Inc., Niagara Falls, N. Y., a corporation of 17 2423 
Delaware. Application June 14, 1940, Serial No. 340,506 11,241 2271248 2,271,431 
Granted January 20, 1942. 2271329 
2,270,793. Calculating Machine. Edwin F. Britten, 
jJr., Short Hills, N. J., assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of —> 
Delaware. Application June 14, 1940, Serial No. sy T 
340,590. Granted January 20, 1942. 
2,270,960. Accounting Machine. Gunnar Nelson, Day- i 
ton, Ohio, assignor to The National Cash Register i 
Company, Dayton, Ohio, a corporation of Maryland i 
Application January 2!, 1{938, Serial No. {86,107 =) wpe 
Granted January 27, 1942. 2271734 
2,271,240. Calculating Machine. Harold T. Avery, vacant dake 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company, a corporation of California. Applica- 
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2,271,483 | 
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2271954 


tion June 12, 1936, Serial No. 84,927. Granted January , 
27, 1942. = o 
2,271,241. Typewriter Attachment for Articles of © AOR = j 
pr 7 


Furniture. Clarence Roy Reitzel and Anthony T. Baum- 
ert, Youngstown, Ohio, assignors to The General Fire- “ 
proofing Company, Youngstown, Ohio, a corporation of Rn yy 
Ohio. Apptication May 21, 1941, Serial No. 394,540 akiy® 
Granted January 27, 1942. ne 
2,271,248. Calculating Machine. James W. Bryce, 2,272 
Bloomfield, N. J., assignor, by mesne assignments, to 227213 
International Business Machines Corporation, New York, 9 
Y., a corporation of New York. Application March 
|, 1928, Serial No. 258,165. Gra,ted January 27, 19+2 
2,271,329. Mechanical Pencil Frank C. Deli and 
Erik Petau, Chicago, and Fred D. Woods, Glencoe, tIl., — eo 
assignors to Autopoint Company, Chicago, Ill., a cor- Wa ans So [re 
pcration of Illinois. Application July 24, 1940, Serial Deemer 
No. 347,318. Granted January 27, 1942. ; 
2,271,414. Warning Device for Typewriters. Albert 2,272,915 
Rene Brun, Caracas, Venezuela. Application June 15 
1940, Serial No. 340,810. Granted Januaty 27, 1942 
2,271,431. Latehing Mechanism for Cabinet Drawers 
ano the Like. Elmer R. Housion, Riverside, Ill., and 2272537 
Joseph F. Dachlet and Joseph Leo Hauser, Green Bay : the 
Wis., assignors to Automatic File & Index Co., Chicago 
itl., a corporation of Delaware. Application October § 


2,272,430 





See 




















1939, Serial No. 298,606. Granted January 27, 1942 = m= 223 Le ®t j 
2,271,483. Mechanical Pencil. Eric Rumar Johnson, hen 4 a +" 3@\ Ce 7 Se 
Cranston, R. 1., assignor to Welsh Manufactiring Com- ae ©...\ } : 
pany a corporation of Rhode Island. Application Janu- od * ' S925 ’ ‘ 
ary 3, 1940, Serial No. 312,243. Granted January 27, ue % Jf , he (tz 
1942. oa em og Ee ie , 
2,271,734. Catalogue Binder. Thomas M. Dunham, ——— ‘ A J 
Aurora, Ill. Application January 13, 1941, Serial No 2273187 ‘5 tenes y | 
374,143. Granted February 3, 1942 : 2,273,237 _ 2,273,295 
2,271,758. Hectograph Blanket Comprisirg a Cellulose 
Derivative Gel and Method of Preparing and Using Same : 2,273,255 
William J. Champion, Berwyn, IIl., assignor to Ditto —<- 
Incorporated, Chicago, III., a corporaton of West Vir- ‘ fl ‘ 
ginia. Application May 20. 1940, Serial No. 336,226 Ne ait NRE ORS © oat 7 > 
Granted February 3, 1942 - ——— oe | al . ! 
2,271,926. Riser for Stapling Machines. William G - +5. a } lie F —~ 
Pankonin, Chicago, III. Origiral application July t, s ——aaieneonneniammnse f 2 e 
1940, Serial No. 343,380. Diviced and this application - — | oid : ee - 
April 5, 1941, Serial No. 387,005. Granted February 3 {..- 2,273,388 wg 2273491 131,192 
1942. 297 ae ’ ° 
2,271,954. Rotary Duplicator. Roscoe R. Rockhill, 2,273,310 131,281 
Milwaukee, Wis. Application May 5, 1939, Serial No 
271.971. Granted February 3, 1942 
2,272,079. Printing Mechanism for Accounting Ma- | 


chines. Walter A. Anderson, Bridgeport, Conn., assig* or 
to Underwood Elliott Fisher Company, New York, N. Y., 


a corporation of Delaware. Application December 30, 
2,273,295. Letter and Tape Printing Device. John 


1938. Serial No. 248,429. Granted February 3, 1942 Toledo, Ohio, assignor to Conklin Pen Company, Chi- ; 
m 2,272,098. Typewriting Machine. Jesse A. B. Smith, cago, Ill., a corporation of Illinois. Application October A. Strother, Stamford, and Edwin H. Owen, Old Green- 
oo + cage eg to Underwood Elliott Fisher 3, 1940, Serial No. 359,571. Granted February 10, 1942 wich, Conn., assignors to Pitney-Bowes Postage Meter 
ompany, New York, N. Y., a corporation of Delaware 72.948 hai E Magnus Johrson and Dwight Co., Stamford, Conn., a corporation of Delaware. p- 
Application December 27, 1939, Serial No, 311,106 Pe ggg sD an Ohio, pret cen to The General plication March 9. 1940, Serial No. 323,110. Granted 
Granted February 3, 1942. Fireproofing Company, Youngstown, Ohio, a corporation February 17, 1942. : 
2,272,121. Carbon Holder for Manifolding Machines of Ohio. Application August 5, 1939, Serial No. 288,654 2,273,310. Visible Index. Charles E. Attwood, Chi- 
— oo a age M., roe ale ag = Granted February 10, 1942. cago, Ill., assignor to Acme Visible Records, Inc., 
graphic Register Co., a corporation o inois polica- - ; b tion of Delaware. Application 
5 7 2,273,005. Book of Carbon Papers. John B. Beach, Chicago, I1l., a corporati D 

tion April 15. 1940, Serial No. 329,791 Granted Wasbineten, D. C. Application October 28, 194, Seriai December 20. 1940, Serial No, 370,940. Granted Feb- 
Fea 28. 'Pessit Kay Miller, New Brunswick, and No. 416,901. Granted February 17, 1942 remy 57, tou. 

verd Pp ‘ 4 ‘ ye 2,273,151. Furniture Drawer Lock. James C. Siegel, 2.273,388. Copyholder. Charles W. Stevens, Kearney, 
Howard P Smith, Leonia, N. J., assignors to Joseph < IN 402,681 
Dixon Crucible Company, Jersey City, N. J a cor- New York, Application November 2, 1939, Nebr. Application July 16, 1941, Seria 0. ° R 

, ‘ : Serial No. 302,514. Granted February 17, 1942 Granted February 17, 1942. 


poration of New Jersey. Application July (8, 1940, 2,273,486. Copyholder. Philip P. Glassey, Manlius, 


Serial No. 346.136. Granted February 3, 1942 2,273,187. Metal Loose Leaf Binder. John B. Godvin, f : 
2,272,139 Writing Instrument Burton M. Tapner, Orange, N. J., and Harold D. Penney, Pelham, N. Y N. Y., assignor of one-third yp Rb ny Fg = 
North Scituate, R. |., assignor to Welsh Manufacturing Elizabeth Penney executrix of said Harold D. Penney Cazenovia, N. Y., ard two- re 1940 gt " Ne 
Company, a corporation of Rhode Island. Application deceased. Application July 7, 1939, Serial No. 283,152 Glassey. Application August 942 » Serta . 
October 17, 1940, Serial No. 361,505. Granted February Granted February 17, 1942. 352,564. Granted February 17, 1982. 
3, 1942. 2.273.195. Typewriting Machine. William F. Hel- 2,273,491. Business Machine. Haldon A. Leedy, 
2,272,430. Accounting Machine. Edward J. Rabenda nan West Hartford. Conn assignor to Underwood Chicago, I11., assignor to Felt & Tarrant Manufacturing 
Binghamton, N. Y.. assignor to International Business Elliott Fisher Cumeame New York . ¥.. & ereee Company, Chicago, Wh, a corporation of Illinois. a 
Machines Corporation, New York, N. Y., a corporation tion of Delaware, Application June 29, i929, Serial plication April 28, 1939, Serial No. 270,483. Grante 
of New York. Application July 1!6, 1938, Serial No No. 281.837. Granted February 17 1942. ii February 17, 1942. 
219.558. Granted February 10, 1942 wg ee ’ DESIGN PATENTS 
2,272,473. Paper Fastening Machine Norman §S 2,273,237 Register Edward C. Walter, Orange. 
Noll, Los Angeles, Calif. Application May 4, 1940 N. J., assignor to Monroe Calculating Machine Company, 131,192. Design for a Typewriter. Jack Barofsky, 
Serial No. 333,349. Granted February 10, 1942 Ora~ge, N. J.. a corporation of Delaware, Application Los Angeles, Calif. Applicaton Mav 9, 1941, Serial 
2.272.537. Filing Drawer. Ross R. West, San Fran November 9, 1939. Serial No. 303,566. Granted February No. 100,882. Granted January 27, 1942. 
cisco, Calif., assigror to M. G. West Compavy, San 17, 1942 131,281. Design for a Combined Cap and Clip for 
Francisco, Calif., a corporation of California. Applica- 2,273,255. Manifolding Mechanism for Typewriters a Mechanical Pencil or Similar Article. Hans A. Bauer, 


tion August 22, 1939, Serial No. 291,358 Granted James W. Fader, Dorchester, Mass. Application March Chicago, If, assignor to Autopoint Company, Chicago, 
February 10. 1942. tt, (941, Serial No. 382,709. Granted February 17, 1l., a corporation of Ilinois. Application July 31, 1941, 
2,272,915 Mechanical Pencil Lloyd A. Kelley, 1942 Serial No. 102,592. Granted February 3, 1942. 
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DONE | 


IT CAN BE 
“Battles are, above all, conflicts of spirit. 


Defeat is inevitable from the moment 
the hope of conquering fails. - 


Success comes, therefore, not to him 
who has suffered the least loss, but to 
him whose will is strongest and whose 
spirit has the finest temper, + - 


IT Gi BE DONE ! 
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INVENTORY YOUR INVENTORY METHODS 


ODAY, with priorities, alloca- 

tions, delays in shipments, price 
control, higher wages, higher taxes, 
the mounting danger of inflation 
plus the uncertainties of war and 
post-war activities, it is settled 
that the office appliance retailer 
who does not know his costs will 
be in a bad way. Inasmuch as 
inventory is the hub around which 
the dealer’s costing system re- 
volves, it follows that he should 
inventory his methods of handling 
inventory to assure adequate mar- 
gins on sales that will cover over- 
all costs and net a profit. In days 
BD, before defense, some dealers 
managed to make a profit despite 
an inadequate costing system be- 
cause business management was 
under less duress, but those days 
have gone with the blitzkriegs. 
Today, the office appliance dealer 
must be super-sensitive to his 
costs or else—and the place to 
Start is with the inventory. 

That many office appliance deal- 
ers are perplexed zs to the proper 
inventory procedure at this time is 
evidenced by the many queries 
which have come to us from this 
source during the past few months. 
The subject, therefore, deserves 
exposition and we offer this paper 
as an aid to better business man- 
agement. Much muddled thinking 
anent inventory is due to the tend- 
ency to consider the subject in its 
entirety when it should be divided 
into two phases: 

1. The valuation of inventory. 

2. The recording of inventory. 

Both phases must be handled 
competently, otherwise, the com- 


By FRED MERISH 
o 


putation of net profit and net 
worth will be inaccurate, giving an 
erroneous slant to manage~ial fit- 
ness, inaccurate costs and a weak 
foundation upon which to budget 
future operations. This paper con- 
cerns only the methods of valuing 
inventory. The emergency has 
complicated the problem because 
it has increased the usable meth- 
ods, which now are: 


1. Cost only. The cost of mer- 
chandising plus incoming trans- 
portation expense as shown by in- 
voices. 

2. Cost or ceiling, whichever is 
lower. This method of inventory 
valuation is likely to appear on 
many financial statements until 
after the duration. It is a varia- 
tion of the standard “cost or mar- 
ket, whichever is lower” method 
and will lead to the paradox of 
inventory losses, probably net 
losses on operation in a boom pe- 
riod, an almost unprecedented oc- 
currence. Under price control, 
there will be many inventoried 
items on which prices have been 
frozen. Inventory losses are likely 
to be experienced by those who 
bought merchandise or supplies 
ahead during the rising market 
prior to the establishment of con- 
trols. 

Under priorities regulations, 
hoarding is prohibited, a prohibi- 
tion that has its good points be- 
cause heavy inventories under 


price control may now beget big 
losses in that current value, by 
decree, may be fixed at lower levels 
than those at which the goods 
were purchased. Heavy inven- 
tories also mean idle capital for 
dealers with a normal slow turn- 
over. Before price ceilings, a dealer 
could accumulate an inventory 
surplus without worrying about 
storage costs or interest on frozen 
investment because increased 
market values would offset the 
outlay, but this is now little com- 
fort where price control halts an 
advance in value or reduces it. Of 
course, a dealer’s position may be 
such that he need not worry about 
this condition but it is worth re- 
cording here because it shows that 
the subject of inventory requires 
detailed analysis and is more than 
merely adding up the value of 
stock on hand. 


The Base Stock Method 


3. The normal or base stock 
method. This assumes that a 
dealer must always have a normal 
or base stock on hand to remain 
in business and that this normal 
stock should be considered a fixed 
asset, the same as a business build- 
ing or cash register, irrespective 
of price fiuctuations in the market. 
This method tries to establish some 
degree of control over inventory. 
Additions to base stock are usually 
priced at cost or average cost. 
When the base stock is reduced, 
the remainder is valued at the 
fixed price per unit, or propor- 
tionately to the volume remaining. 
Sometimes, the depleted inventory 
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is pro-rated so that when restored 
to its original volume, the original 
fixed value is likewise restored. 
This method is not recognized by 
the Treasury Department for in- 
come tax purposes but it is used 
in costing, its users contending 
that it provides a better picture of 
over-all costs, enabling them to 
budget future operations with 
greater accuracy. 

4. The last-in first-out method, 
nicknamed “lifo.” A modification 
of the normal stock method where- 
by the amount and value of inven- 
tory at the time the procedure is 
adopted becomes the normal stock. 
Current purchases of merchandise 
at higher prices are applied to cur- 
rent sales. The older inventory 
remains untouched and continues 
to be valued on the same basis as 
the opening inventory valuation, 
additions to it are also valued at 
the cost of the earliest purchases. 
The practical application is to take 
care of price changes as they come 
along, to eliminate sharp peaks 
and valleys in earnings, to show 
operating results on the basis of 
managerial efficiency by removing 
the factor of fluctuating inventory 
price levels due to conditions be- 
yond the control of the manage- 
ment. It reflects profits when ac- 
tually earned, thus tending to keep 
in proper relationships to realized 
earnings such expenditures as 
taxes, salaries, dividends and ex- 
pansion outlays. 

Because the “lifo’” method has 
been permitted on income tax re- 
turns from 1938 on and has been 
frequently mentioned as a possible 
way out of inventory difficulties 


for the retailer, many have asked 
about it. Our studies of the sub- 
ject convince us that it is too com- 
plicated a routine for the average 
dealer and we advise deep consid- 
eration before adoption. 

5. First-in first-out method, the 
opposite of the last-in first-out 
method. Using this valuation yard- 
stick, the first goods bought are 
the first checked out of stock for 
sales and this may produce in- 
flated profits in boom times upon 
which taxes must be paid. Goods 
purchased last may be costed on 
sales during the subsequent defla- 
tionary period and losses ensue. 

6. Market price. This method 
has to do with securities valued at 
the open market and is used by 
cotton, grain and security dealers. 

7. Retail method. The inventory 
for the closing period is deter- 
mined by deducting the gross 
margin from the retail price. This 
is a “cost” method in a rising mar- 
ket and a “cost or market, which- 
ever is lower” method in a falling 
market. 


Cost or Market Inventory 


8. Cost or market, whichever is 
lower. If current invoices indicate 
that merchandise can be replaced 
at lower values, these figures are 
used in the ending inventory. If 
the market prices rise, the stock 
on hand is not written up because 
that would be anticipating profits, 
a business misdemeanor. The deal- 
er who anticipates profits by cost- 
ing his inventory higher to meet 
market valuations, is building only 
paper profits and invariably we 
have found that this action leads 
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to extravagant practices and ex- 
pansion at a time when costs are 
high. This action also leads to 
excessive borrowings because, 
strange as it seems, our experience 
shows that retailers borrow more 
money in boom times than in hard 
times. 

The Internal Revenue Depart- 
ment permits three methods of 
valuing inventory if there is an 
increase at the end of the year: 

(a) Actual cost of merchandise 
recently purchased. 

(b) Actual cost of purchases 
during the year in the order of 
acquisition. 

(ec) Average cost based on the 
purchases of the entire year. 

This gives a good general pic- 
ture of the inventory methods in 
use today. “Well, which method is 
the most desirable for me”? asks 
the office appliance retailer. Our 
experience on such accounts and 
the research we have conducted in 
this field indicate that the wisest 
procedure is to use the “cost or 
market, whichever is lower’ 
method of valuation for the dura- 
tion. By so doing, profits will not 
be increased synthetically by 
means of inflated inventory valu- 
ation, which will minimize diffi- 
culties and give a more accurate 
view of profits and over-all costs, 
which include cost of sales and 
overhead expense. Although the 
dealer can control inventory 
quantities within his organiza- 
tion, economic forces beyond his 
control affect inventory prices. 
This condition in normal times 
offers enough hazards and to- 
day it is loaded with dynamite. 


Duplicator Demand Rising 


i‘ RESPONSE to an inquiry, D. A. Timmerman, manager of the duplicating 
machine and supplies department of the Brain Stationery Company, Omaha, 
Nebr., contributed the following comments: 

“The era in which we find ourselves will no doubt be characterized by labor, 
machine and material shortages and interruptions directly affecting commercial 
printers, causing periods of crowded production and periods of enforced idleness. 
During such times, the office duplicating machine will probably become one of 
the most vital factors in enabling offices, large and small, to overcome the inter- 


ruptions and introduce the necessary economies. 


paralleled demand for duplicators. 

“The introduction of the direct process fluid duplicator, which filled the long 
present need for an economical method of duplicating runs of 300 or less, has 
proved to be one of the major changes of the last decade of duplicating ma- 
chine development. This new process will doubtless play a vital part in the order- 


invoice, work ticket, 
speed and economy 


Which-should create an un- 


and other business system applications requiring extreme 
Its sales possibilities are great, if salesmen will take the 


above applications and sell the machine as an answer to these problems, for- 
getting the somewhat obsolete sales story of suggesting the use of the machine 
for form letters. For the duration, let’s give a little more attention to our duplica- 
tor machine and supply departments.” 








SILOS 











F YOU are not one of those 
gifted individuals among the 
ranks of typewriter dealers who 
had the foresight to lay in a 
plentiful supply of machines be- 
fore the pinch came, the specter 
of shortages and shrinking profits 
is probably haunting you on a 
twenty-four hour basis. 

Now sleepless nights and gloomy 
thoughts aren’t the answer to this 
or any other problem confronting 
us in this critical period and it 
behooves the aggressive and cou- 
rageous dealer to utilize every 
faculty and resource at his com- 
mand in an all-out program to 
keep his business, large or small, 
operating on a basis that will 
insure its continued solvency. 
This in itself is no small feat of 
national loyalty because the coun- 
try’s total war effort is being 
financed to quite an extent by 
tax assessments on the earnings 
of middle class business men. 
Also, for every soldier on the bat- 
tle front there are eighteen citi- 
zens at home supplying the neces- 
sities of war ...a vast army of 
laborers and skilled craftsmen, 
office workers and management, 
grimly determined to perform vi- 
tally important tasks .. . forti- 
fied by the knowledge that Mr. 
American Merchant has buckled 
down to brass tacks and cheer- 
fully shouldered the job of mak- 
ing ends meet with some to spare, 
in a war time economy. 


Streamlined Service Appeals 


An increasingly significant trend 
of the times is the streamlined 
service department, operating 
with almost military efficiency 
and merchandising service as a 
highly essential commodity pack- 
aged according to the needs of 
the consumer. 

Many dealers in automobiles, 
vacuum cleaners, radios and 
household appliances are stress- 
ing in their advertising the ad- 
vantages that will accrue to the 
user who keeps his equipment in 
good repair. Advertising copy usu- 
ally sounds the patriotic keynote 
with the reminder that prolonging 
the life of the appliance conserves 
strategic materials and lessens 


Bargain 


PACKAGE SERVICE!! 





$22.95 


"A Plot for Profit” 
By GALEN LANE 


Portable Division District Manager, 
Royal Typewriter Company, Inc., 
Atlanta, Ga. 
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the pressure on manufacturers in 
the process of converting all or 
part of their production capacity 
to articles of war. 

Direct mailings, point-of-sale 
displays and publication advertis- 
ing are some of the media used 
by these manufacturers in im- 
pressing their dealer outlets with 
the importance of merchandising 
service as a packaged commodity, 
price tagged according to the 
varying needs of the consumer. 

Shall we see how our typewriter 
service departments fit into this 
pattern? 

Not a few of the dealers ques- 
tioned on the subject of service 
charges arrive at their ticket 
totals by the loose “labor plus” 
method. In a typical instance the 
shop foreman quotes the customer 
a basic labor charge plus parts 
the system used in many auto 
repair shops. That this is not 
wholly satisfactory from the aver- 
age customer’s point of view how- 
ever is evident from the fact that 
the customer almost invariably 
wants to know how much the 
total job will amount to, with 
the service supervisor usually re- 
plying, “We can’t tell until we 
get to work on it and see what’s 
needed.” At this point a doubt 
often arises in the customer’s 
mind as to whether the parts to 
be installed and charged to him 
are actually necessary. When this 
happens he will very likely ask 
to be called after the check-up 
is made and told what the job 
will cost, an expensive procedure 
as he may not be in and the work 
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$16.95 











lays around the shop until he is 
finally contacted and his approval 
secured. Then of course if the 
work isn’t rushed through and the 
machine returned to him imme- 
diately an argument may ensue in 
which the nettled buyer accuses 
the service department of sundry 
nasty things and the dealer finds 
his previously cordial relations 
with the customer mangled to a 
pulp. 


Reducing Present Sales Difficulties 


Selling “package service” with 
vigorous merchandising tactics 
may not take all the headaches 
out of the business but it should 
prevent many such wrangles and 
pave the way for more volume 
and additional profits. Now let’s 
take a moment to examine the 
plan and make a quick check of 
its feasibility— 

Suppose your overhead will per- 
mit you to wash, clean, tighten, 
align the type and turn down the 
platen on a standard typewriter 
for $11.95. If so, then we have 
package “A.” Add to this new 
twirlers, key rings, keyboard, feet, 
feed rolls and recovered platen 
etc., for $16.95 and you have pack- 
age “B.” A complete rebuilding 
job comprising the work in “A” 
and “B” plus crinkle finish enamel 
and re-nickled bright work gives 
us package “C” for $22.95. Guar- 
antees should accompany the 
work with the length depending 
on the package purchased. 

When a machine is brought in 
for repair, the customer is shown 
a circular sketching the features 
of the three packages and asked 
to make a choice. Naturally, as 
in other merchandise, an effort is 
made to induce him to purchase 
the higher priced job. The attempt 
to do this is facilitated by showing 
him a shiny, newly rebuilt model 
and giving him proper assurance 
that his old machine will look as 
good or better if he buys package 
“Cr 
Incidentally, these prices con- 
tribute as selling factors, being 
frequently used as bargain price 
headliners in newspaper merchan- 
dise advertising. 

For general promotional pur- 
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poses the “C” package at $22.95 
merits special consideration. In 
the first place new machines as 
well as factory rebuilts are get- 
ting scarcer and if you find it im- 
possible at the present time to 
supply your commercial user with 
adequate equipment, this job will 
put his old machine in first class 
condition mechanically as well as 
from an appearance standpoint 
and when the emergency is over 
and conditions normal you can 
conclude your deal with him. 
Then too there are many pri- 
vate owners of second-hand type- 
writers that were purchased for 
the use of school children. Un- 
doubtedly a considerable number 
of them are out of adjustment 
and badly in need of cleaning and 
the student operators are logical 
targets for advertising featuring 
this package, as most schools are 
equipped with up-to-date ma- 
chines and the advantage of hav- 
ing a thoroughly renovated type- 
writer for home practice can be 


stressed as an important aid to 
better grades. 


Offer Monthly Payment Plan 


And probably one of the most 
effective means of persuading pri- 
vate owners of machines to buy 
this package is to offer easy 
monthly payments, say $2.95 
down and the balance in four 
monthly installments of $5.00 each. 
The low initial payment furnishes 
an additional incentive and if 
credit is properly checked losses 
should be negligible. The appli- 
cation of a carrying charge is not 
recommended. 

Advertising media to be used in 
exploiting “Package Service” 
should include small display ads 
in newspapers, direct mailings to 
old customers and commercial 
students, spot radio announce- 
ments and liberal distribution of 
blotters, circulars and_ similar 
pieces. The basic appeal should 
center around “making your old 
typewriter like new at a fraction 
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of its original cost” and featuring 
easy weekly or monthly payments 
and guarantee of satisfaction. 

A sample job should be kept on 
display in your show window ac- 
companied by a card with brief 
copy outlining the three packages. 
Instruct your employees to sell 
this service at every opportunity, 
if you give them a small bonus 
on each “C” package sold the re- 
sults will probably be surprising. 

And if you want to reap a nice 
little dividend from commercial 
users at small expense, get up a 
snappy blotter in bright colors 
advertising your three packages 
of service. You'll be astonished 
at the amount of business you can 
pick up by passing them out in 
offices, schools, etc. 

After all, words are but pegs to 
hang ideas on, and if you can 
drive home the idea-words of 
“package service” to your custom- 
ers they may prove to be the pegs 
on which will hang new records 
for service sales and profits. 


DO A BETTER SELLING JOB IN 1942! 


HEN C. A. Netzhammer, 
sales manager of the North- 
western Furniture Company, Mil- 
waukee, Wis., was asked, “What 
effect has the war had on the of- 
fice furniture and supply busi- 
ness?”, he responded in this wise: 
“It is my opinion that the in- 
dustry has been and is being sup- 
plied with sufficient materials of 
this kind to last them for many 
years to come. In addition, indus- 
try is likely to dump immense 
quantities of office furniture on 
the market as it did at the begin- 
ning of the last depression, thus 
adding to our troubles. 

“It seems to me that the future 
requires real creative selling and 
that probably there never has 
been a time like the present, in 
which to start a national adver- 
tising campaign for better offices. 
The president and top executives 
of plants who are buying so much 
office equipment for the $25.00 a 
week clerk, still have dilapidated 
offices of their own. And the non- 
defense man, so-called civilian, 
perhaps can be induced to fit up 
his office later on when equip- 
ment will be available. 

“But I think that if we, in the 
offce furniture business are going 





A $28,000 Installation of Furniture by the Northwestern Furniture Company of Mil- 
waukee.—Over five carloads of desks alone, between 350 and 400 units, were in- 
cluded in this job for the Manitowoc Shipbuilding Company, Manitowoc, Wic. The 
sudden expansion of the business of building ships for business and war uses re- 
quired this large purchase of office furniture. Note how the desks are packed in 
together. When the present emergency is over, much of this furniture and other 
groups purchased by plants engaged in defense or war manufacture will be placed 
on the market. Which means, as Mr. Netzhammer points out, that dealers every- 
where should prepare now for creative selling of furniture for executive offices 
when restrictions are removed from normal civilian demands. 


to continue to carry on, we are 
going to have to do a better sell- 
ing job in the future than we 
have in the past.” 


That also appears to be the gist 
of the thoughts on the subject of 
other sales managers in this busi- 


ness 
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SAVE—SERVE—CONSERVE 


Slogan Cards and Blotters Designed by Joseph H. Rudd of Pfleeger 
Inc., Utica, N. Y. Use Offered to All Dealers 


Business Equipment, 


ARLY in February an impres- 

sive letter came from Ralph 
B. Pfleeger, president of Pfleeger 
Business Equipment, Inc., Utica, 
N. Y., in the company of the 
card and blotter reproduced on 
this page. Because the communi- 
cation tells the story so effectively, 
it is quoted in its entirety in the 
following paragraphs: 

“We enclose a conservation card 
and a blotter as samples of a dis- 
tribution we are making to our 
customers. This is the idea of 
Joseph H. Rudd, one of our sales 
representatives and we believe the 
design to be original. We have 
no desire to copyright this or to 
profit in any manner by the idea. 
Rather, we are anxious that others 
copy this design and method of 
presentation should they think 
well of it. The invitation on the 
blotter to ask us how to explain 
ways to conserve office supplies 
is being backed up by practical 
plans of conservation, many of 
which are frequently overlooked 
by office managers in the rush of 
daily business. All of these ideas 
reduce the consumption of items 
in our line and in a few instances 
actually eliminate them. 


Salesmen Distribute Cards 


“These cards and blotters are 
being delivered personally by our 
sales representatives who confer 
with office managers and advise 
them how this conservation can 
be accomplished. We recommend 
meetings of office workers to dis- 
cuss these ideas and we suggest 


bonus plans to reward employees 
for their conservation suggestions. 
We also ask that customers give 
us any thoughts that they may 
have along this line and in this 
way we add new plans of con- 
servation to our own and act as 
a clearing house for others. The 
cards will be hung in offices con- 
stantly to impress upon office 
workers the importance of saving, 
serving and conserving. 

“If you believe this idea worth 
while, you have our permission 
to make reproductions of the de- 
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Reduced Reproduction of the Pfleeger 

Conservation Card. The original mea- 

sures 634 by 1112 inches. The border 

and the “’V” are in red and the rest 
in blue on white stock. 


signs and pass the information 
on to others in the industry 
through your publication. Perhaps 
this letter may serve as the basis 
for an article in your next issue. 
We desire to do our bit in spread- 
ing this thought throughout the 
nation as we feel that much can 
be done in offices in the way of 
conservation.” 


Patriotic Contribution 


Mr. Pfleeger’s letter not only 
served as the “basis for an article” 
but turned out to be the article 
itself. The generosity of Mr. Rudd 
and Mr. Pfleeger, stemming from 
the patriotic desire to aid our 
country in every way possible, is 
an example of the way in which 
our industry, through its individ- 
ual members,, has responded to 
the demands of the times. These 


men have earned special com- 
mendation. 
While slogans in themselves 


have not won wars, they have 
contributed substantially to fixing 
and maintaining the morale of 
people. Salesmen are particularly 
aware of the value of slogans. 
Probably every merchandising or- 
ganization in the country has had 
a sales slogan at some time or 
other. And its effectiveness has 
been largely in proportion to the 
goal set by the words. Thought- 
fully conceived as to wording, well 
designed for printed or visual 
presentation, and carefully used 
in verbal contacts, the slogan can 
be made a genuine instrument of 
accomplishment. 
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CONSERVE 


May we show you how to 


conserve office supplies? 


x * * 


PFLEEGER BUSINESS EQUIPMENT, INC. 
OFFICE EQUIPMENT AND SUPPLIES 
510-514 Charlotte St Phone 42145 Utica 








Small Size Black and White Rendering of Blotter.—Of a standard size, 9 by 43% 
inches, the blotter and its message are making good impressions wherever used. 
The “‘V"’ and the company name appear in red, the rest in blue on white stock. 
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COMPETITION 





Brief Commentary on Its Place in the Typewriter Industry 


S WE study our vocabularies 
and learn the meanings of 
words, we find that we dislike or 
fear a few of them because of the 
way their meanings touch our 
lives. Often the reaction is unfair, 
but it is honest, one we can’t help. 
Consider, for example, the word 
competition. Correctly defined it 
means “a sharing of that which is 
possible.” The scrambling for a 
share, or more than a share of 
what “is possible” frequently leads 
to strife, dislocation, economic un- 
balance. The few in positions of 
power selfishly seek more power. 
Fortunately, competition has 
two phases—one that tends to 
build up as well as one that would 
tear down. It begins at birth, 
whether it be of nations, indus- 
tries, animals or vegetables. And 
as life progresses, competition be- 
comes more keen. 

The typewriter industry is one 
in which competition has been 
very keen. It is dwelt on particu- 
larly because it was the pioneer 
in the mechanizing of office or 
business operations. None know 
better the meaning of competition 
than those connected with the 
typewriter business. 

At the birth of this industry 
competition was not comparable 
with that of today, primarily be- 
cause fewer were seeking for a 
Share of the business. As time 


OLD 


NoTteE.—Mr. Box began reading 
OFFICE APPLIANCES in 1906, less 
than two years after the journal 
was founded. In 1909 he visited 
the United States and gave us the 
pleasure of a call. As a constant 
reader and occasional correspond- 
ent during the last thirty-six years 
he fits accurately into the category 
of an old friend. His references 
to obsolete machines which have 
returned to popularity because of 
the limited number of current 
models available will be of par- 
ticular interest to other “old 
timers” in the typewriter field. 
Both machines and men have 


proved their mettle when called 


By G. A. GREENWOOD 


Greenwood’s Typewriter Exchange, 
Worcester, Mass. 
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went on more firms entered the 
field and to those already func- 
tioning, the cruel aspect of com- 
petition began to appear. 

Leadership, as expressed in 
terms of business volume, changed 
rather frequently. Old timers are 
well acquainted with this ten- 
dency. The leader of today may 
lose that position tomorrow. Which 
leads up to the old truism, “The 
mind of the public is fickle.” In 
emphasized form, the mind of the 
typewriter buyer is also fickle. 
Those who keep that fact in mind 
are able to combat the change 
more successfully. 

Executive Responsibility 

Loss of leadership can be post- 
poned for a time at least, if cer- 
tain vital matters are given con- 
sideration. While success depends 
upon every individual involved, ul- 
timate responsibilities rest upon 
the limited few called company 
executives. Sometimes executives 
become blinded by long success. 
Then the decline sets in. Reports 
of losses that drift in are ignored 
because of over-confidence. The 
condition is not admitted until too 
late to make a quick recovery. 


By DOUGLAS BOX 
John D. Box, Limited, 


Remington Typewriter Dealers in 
Brighton, England, Since 1891. 
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upon to go into full function de- 
spite advancing years. 


S AN old-timer in the type- 
writer business, I was greatly 
interested in Mr. Ed. Hanlon’s ar- 
ticle in OFFICE APPLIANCES, “It 
Wasn't Like That in Olden Days.” 
Above our repair shop here we 
have a morgue, a small room 


Losses are first experienced in 
the field of distribution. If execu- 
tives fail to heed the warnings of 
their representatives on the sales 
firing lines, the men trying to 
make sales are subjected to hu- 
miliation, their activities are im- 
peded and their skills rendered 
virtually impotent. 

Once lost, leadership is seldom 
regained, because of increasing 
competition. Although many fac- 
tors for consideration enter into 
the task of retaining business 
leadership, one is vital. Execu- 
tives should require from the men 
in the field constant, accurate re- 
ports concerning losses of ac- 
counts. These reports should be 
analyzed carefully to determine 
the principal cause and then gen- 
uine effort should be made to 
eliminate the cause. The alter- 
native is humiliation and defeat. 

Holding leadership depends 
upon preparedness. To prepare is 
to make ready to meet new ideas 
born of competition, with other 
new ideas. Further, all subordi- 
nates should be made to feel that 
they are really integral parts of 
the business. Those who show an 
inclination to contribute to the 
seneral strength of the business 
should be rewarded appropriately. 

Loyalty to a business organiza- 
tion helps to meet competition 
successfully. 


TIME TYPEWRITERS 


crammed with veteran typewriters 
which are irreverently referred to 
by the younger repairmen as 
“junk,” but which revive for me 
memories going back forty years 
or more. 

There, for instance, is the No. 1 
Remington given to my firm in 
the nineties by author Justin Mc- 
Carthy, one of the first English 
writers to emulate Mark Twain by 
typing his manuscripts. 

On another shelf, sandwiched 
between a battered three-bank 
Wellington and a double key- 
board Columbia Barlock, is a New 
Century, its very name redolent 
of the year 1900. 





MARCH, 1942 


Nearby is a blind-writing Dens- 
more. (Remember the slogan, Ed.? 
“The Densmore does more.’’) 


Veterans Everywhere 


But in these days of war, there 
is no need to walk around a type- 
writer museum to find the vete- 
rans. They wash up into the re- 
pair-shop on almost every tide. 
You see, consequent upon the re- 
Strictions on importation and 
home manufacture, typewriters 
are getting kind of scarce here in 
Britain, and any old wreck that 
can be coaxed to “write a line” is 
brought out of the lumber room 
and pressed into service. 

Believe it or not, but even No. 7 
blind-writing Remingtons (1896- 
1908 vintages) are changing hands 
for real money! 

Last week a man of Sixty 
dumped a No. 4 Smith-Premier 
upon our showcase and demanded 
a repair. We tried to shoo him 
away. We said we were busy on 
government repair work and any- 
way it was difficult enough to get 
parts for modern typewriters, so 
what hope was there for a ma- 
chine of this venerable age? 

The owner then explained that, 
way back in 1899, his father had 
given him this typewriter to help 
in his school work. He very care- 
fully removed the metal cover. 
(Remember when all typewriters 
had metal covers, Ed.?) Then we 
saw that this ancient machine was 


in perfect condition. The plating 
was bright; even the blue and gold 
lines on the enamel were un- 
dimmed by the passing of the 
years. Evidently a treasured pos- 
session. So we relented; we made 
a new drawband and fixed the 
ribbon movement. 

But that is not a record by any 
means. There is in this town a 
retired London lawyer who is still 
using a No. 3 Remington that he 
bought in 1890. It was not quite 
new then, he says. When he called 
on us recently to buy a new rib- 
bon, he complained bitterly that 
modern stenographers, after 
glimpsing his machine, asked him 
whether he would mind very 
much if they wrote out the letters 
by hand. Then we lost patience 
with him. 


An 1885 Typewriter in Use 


So far as I can ascertain the 
oldest typewriter still in use in 
this territory is an 1885 model No. 
2 Remington that we sold, second 
hand, to a nun in a Sussex con- 
vent in 1896. The reverend lady 
sent us this machine for repair 
last year (“hoping that you are 
Still in business after this long 
time”) and we were able to put 
it into shape for a few shillings. 
When we returned it to her we said 
that we wanted it badly for our 
museum and we offered to give 
her a later model in even ex- 
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change. In reply, she typed us a 
letter on the machine, saying that 
it was going well and nothing 
would induce her to part with such 
an old friend. 


Probably Mr. Hanlon will agree 
with me that the typewriter sales- 
man of forty years ago had to 
work a good deal harder than his 
successor does today. There were 
very few automobiles in those 
days and the salesman often had 
to hump his demonstration ma- 
chine from office to office. Also, 
there were fewer trained typists. 
Consequently, before and after 
selling his machine, the salesman 
had to make many calls to instruct 
the operator. Nowadays, we can 
dump a new model in front of the 
stenographer, run over the im- 
provements with her, type a sen- 
tence alleging that an agile fox 
performs certain evolutions over 
the recumbent form of an indolent 
canine—and be outside with the 
check in fifteen minutes. 


Still, the old times were good 
times, and the old typewriters 
were good typewriters. So if—in 
the glittering cavalcade of Magic 
Margin Royals, Super-Speed L. C. 
Smiths, Master- Model Under- 
woods and Streamlined Reming- 
ton Seventeens—we old-timers by 
chance descry a Yost, or a Wil- 
liams or a Blickensderfer, perhaps 
we may be forgiven if we raise a 
cheer. 


Brevities on the Art of Selling 


The sixth of a series of short articles in which 

“The Skipper” takes his dividers in hand and 

charts a sales course based upon long practical 
ex perience. 


Y Not —Why Wot ? 


T IS said salesmen engage in but three activities, namely, “emptying what’s filled”— 
“filling what’s empty”—and “scratching where it itches.” 

The salesman who has “filled up” with knowledge of the goods he has to sell, who 
comprehends what his products mean and what they will do, just itches to empty out that 
knowledge and keeps firing away at his target until he hits it. He feels the urge and 
keeps scratching away. He just can’t help it. 

The salesman who doesn’t know, just keeps firing away at random until he runs out of 
ammunition. He has nothing to really scratch with even it he does itch. 

The man who knows, makes a point. The man who rambles carries himself and others 





all around a point and gets nowhere. 

Sales are created, directly or indirectly. They are not just “found.” All you find is the 
place where it itches so you will know where to scratch. 

Could you go to a microphone, stick to facts and give a five minute commercial on the 
line you sell? 

That’s not an awful lot for the boss to ask you to “give out.” Try it and time yourself. 
Maybe you will be in for a surprise. 

What I am asking is—if not—why not? 











COMPLAINTS ARE WELCOME— 
OR ARE THEY? 


O GET the best results com- 

plaints should be adjusted 
promptly. Try to decide quickly 
what is the fair thing to do and 
do it. Don’t procrastinate! A 
small complaint now may grow to 
large proportions if not taken care 
of promptly, particularly if it is 
‘one that will cause inconvenience. 

Normally (there are always ex- 
ceptions, of course) when a cus- 
tomer telephones or writes you, 
complaining about a product or 
service, he is more considerate of 
you than you might imagine. If 
his complaint is justified, natural- 
ly you are grateful for an oppor- 
tunity to adjust it and as a result 
you make a lasting good impres- 
sion on the customer. Quite often 
you make him an even better cus- 
tomer by convincing him of your 
fairness and willingness to “make 
good.” 

But suppose a customer didn’t 
complain, merely waiting until he 
needed a similar product or serv- 
ice and purchased elsewhere? By 
the time you learned what was 
wrong and had lost the order it 
would be too late to make a satis- 
factory adjustment. Then, too, 
.your willingness to make amends 
would not appear nearly as sin- 
cere as it would had you acted 
immediately. 


New Business from Complaints 


Complaints are often the source 
of new or increased volume as 
once you convince a customer you 
really want to take care of him he 
is more solidly “sold” on you and 
your organization. He knows he 
can buy with confidence and 
usually he will actually feel ob- 
ligated to you. Quite often the 
satisfactory handling of a com- 
plaint results in a loss of material, 
labor or actual money. The buyer 
who wants to be fair—and the 
great majority do—is anxious to 
reimburse you. The only way he 
can do it is through additional 
business. 

It is not a simple matter to ad- 
just complaints from those indi- 
viduals who are always trying to 
find something wrong. This is 
where your knowledge of the 
buyer and his habits is inval- 
uable. 

There are various methods of 
handling “chronic complaints” 
but it is important that you know 
your man. If you are certain he 


By W. L. McFARLING 


Wallender-Pennington Company, 
Decatur, Ill. 


Managing Director, 
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is wrong or that he is trying to 
put one over be as diplomatic as 
possible, but take a firm stand, 
otherwise you will always be at 
the mercy of the “complainer.” 

There are too many good ac- 
counts to waste much time on one 
that is always registering com- 
plaints. However, it will pay to 
exhaust every effort to make an 
amicable adjustment before giv- 
ing up or “giving in.” Every indi- 
vidual has a vulnerable spot and 
the proper procedure on your 
part, backed by a sincere effort 
to make a fair adjustment will 
often break down resistance. Once 
this is accomplished, you will have 
the edge on your less diplomatic 
competitor and quite often the 
result will be a loyal customer 
with whom competitors will have 
difficulty in making headway. 

Here is a good example of a 
complaint turned into profitable 
business by one of our printing 
salesmen: 

A customer received a _ lower 
price than we were able to quote 
on the same quantity of a printed 
form from a competitor who was 
trying to break in on the account. 

We lost the business tempora- 
rily, after making every effort to 
show the customer that the job 
couldn’t be handled profitably at 
the price quoted. Indirectly we 





MR. McFARLING 


tried to show that the competitor 
was merely cutting price to “get 
in.” We watched the account 
closely and just before the job 
was to come up again, we tried a 
new angle. 

It happened that the competitor 
sold only a small order, which was 
not the economical quantity for 
the customer to buy. We figured 
the job in large quantities and 
showed the customer how two 
forms could be combined at a big 
saving. 

We secured the order and since 
that time we have had the ac- 
count practically 100 per cent. 
The customer has considerably 
more respect for us than he did 
before, having been convinced 
that we know our job as well as 
his needs. 

Another complaint with which 
the writer is familiar was from 
a customer who had purchased a 
ledger binder. He _ telephoned 
stating that the lock wouldn’t 
operate satisfactorily. It was a 
simple matter to show how the 
lock worked. He simply didn’t 
know how to use it. 

By getting on the job promptly 
we handled the complaint with 
entire satisfaction, and it nap- 
pened that the “boss” was present 
when we called. He was appa- 
rently impressed with our prompt- 
ness and it occurred that he had 
a fairly large printing job coming 
up and asked us to figure it. We 
were successful in securing the 
order, which incidentally, was our 
first sizable order from that par- 
ticular account. Several repeat 
orders have been received for the 
form printed and we have had 
many others since, all due indi- 
rectly to prompt handling of % 
simple complaint. 

Another customer who had re- 
cently purchased a spirit dupli- 
cator called, stating that he 
couldn’t make good copies. We 
found that the wrong paper was 
being used and demonstrated the 
proper paper, with the result that 
a large supply was purchased in 
addition to a good quantity of 
printed master copies. 

Carbons and ribbons are often 
the cause of complaints as every 
individual has his own ideas about 
these products and no two firms 
have the same combination of let- 
terheads and second sheets. Since 
it coesn’t cost much to furnish a 
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few sheets of carbon for test pur- 
poses, it is better to submit sam- 
ples until a satisfactory sheet is 
found rather than to assume that 
the account isn’t worth the effort 
and lose the business over a single 
ribbon or a few sheets of carbon, 
when ennual requirements may 
often amount to a sizable sum. 
Objections are more easily han- 
dled if you use what we shall call 
“buffer phrases.” In other words, 
don’t argue with a customer- 


agree with him—temporarily, at 
least. Suppose some one says, “I 
don’t like Blank carbon paper.” In- 
stead of launching into a heated 
argument, simply say, “I think I 
understand your point. The Blank 
company had a lot of complaints 
on their carbon. In fact, that’s 
why we took on the line. They 
were big enough to profit by their 
early mistakes and listened to the 
customer complaints with the re- 
sult that they were able to de- 
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velop a product that answers the 
customer needs as well as his ob- 
jections.” 

In other words, everyone likes to 
have you see his viewpoint and 
when you agree, there is nothing 
for him to do but listen. Then 
you can proceed with your sales 
story, and without appearing to 
do so, you are answering objec- 
tions in the one way that will win 
confidence and eventually secure 
the order. 


MARK TWAIN'S WRITING TOOLS 


ARK TWAIN was fascinated 

by several ingenious inven- 
tions. Or fascinated maybe by the 
promoter’s recital of the profit 
possibilities of some of them. Out 
of some of his experiences, in- 
cluding those with a typesetting 
machine, a steam generator, a 
steam pulley, a marine telegraph, 
a watch and even an engraving 
process, might well have risen the 
familiar phrase, “Easy Mark.” 

Then there was his own suc- 
cessful production, the Mark 
Twain Scrap Book, manufactured 
by Daniel Slote & Company, New 
York; Daniel Slote being the 
“Dan” so frequently mentioned in 
“Innocents Abroad.” 

But Mark’s enthusiasm for writ- 
ing instruments was as a_ user 
rather than a manufacturer. In 
1874 when living in Hartford, 
Conn., he bought a typewriter. It 
must have been of the first batch 
at the Remington factory. De- 
light with the novelty impelled 
letters to many friends of which 
the following is copy of one in 
Remington archives: 

HARTFORD, DEC. 9 
DEAR BROTHER: 
I AM TRYING T TO GET THE 
HANG OF THIS NEW F FANGLED 
WRITING MACHINE, BUT AM 
NOT MAKING A SHINING SUC- 
CESS OF IT. HOWEVER THIS 
IS THE FIRST ATTEMPT I EVER 
HAVE MADE, & YET I PERCEIVE 
THAT I SHALL SOON & EASILY 
ACQUIRE A FINE FACILITY IN 
ITS USE. I SAW THE THING IN 
BOSTON THE OTHER DAY & 
WAS GREATLY TAKEN WI:TH 
IT. SUSIE HAS STRUCK THE 
KEYS ONCE OR TWICE, & NO 
DOUBT HAS PRINTED SOME 
LETTERS WHICH DO NOT BE- 
LONG WHERE SHE PUT THEM. 
THE HAVING BEEN A COMPOSI- 
TOR IS LIKELY TO BE A GREAT 
HELP TO ME, SINCE O NE 


CHIEFLY NEEDS SWIFTNESS IN 
BANGING THE KEYS. THE MA- 
CHINE COSTS 125 DOLLARS. 
THE MACHINE HAS SEVERAL 
VIRTUES I BELIEVE IT WILL 
PRINT FASTER THAN I CAN 
WRITE. ONE MAY LEAN BACK 
IN HIS CHAIR & WORK IT. IT 
PILES AN AWFUL STACK OF 
WORDS ON ONE PAGE. IT DONT 
MUSS THINGS OR SCATTER INK 
BLOTS AROUND. OF COURSE 
IT SAVES PAPER. 

SUSIE IS GONE, 
NOW, & I FANCY I SHALL MAKE 
BETTER PROGRESS. 
WORKING THIS TYPE-WRITER 
REMINDS ME OF OLD ROBERT 
BUCHANAN, WHO, YOU REMEM- 
BER, USED TO SET UP ARTI- 
CLES AT THE CASE WITHOUT 
PREVIOUSLY PUTTING THEM 
IN THE FORM OF MANUSCRIPT. 
I WAS LOST IN ADMIRATION 
OF SUCH MARVELOUS INTEL- 
LECTUAL CAPACITY. 

LOVE TO MOLLIE. 

YOUR BROTHER, 
SAM. 


Some chapters of the “Missis- 
Sippi” story were done on the ma- 
chine, but, says Albert Bigelow 
Paine in his “A Short Life of 
Mark Twain,’ “the keys had a 
way of sticking together which he 
(Mark) declared was ruining his 
morals. He finally gave the ma- 
chine to Howells (William Dean 
Howells, editor of the Atlantic 
Monthly) because ‘Howells had no 
morals anyway’.” 

A few years later came the 
fountain pen, of which says Mr. 
Paine in the same story “he 
(Mark) was one of the earliest 
owners. He wrote to everybody 
about it urging its adoption. But 
later, when it acquired the habit 
of refusing to write, then suddenly 
deluging the paper, he pitched it 
out of the window and bought a 
stylographic pen which he was 


sure would rescue the world from 
sin. He tried to get Howells to 
use it (the stylo) and called hir: 
a ‘blamed old sodden-headed con- 
servative’ because he was not im- 
mediately converted. Howells and 
others were all presently strug- 
gling with the invention trying 
to believe that salvation lay in 
its use. Howells flung his away 
one day in the midst of a letter 
to Clemens himself with the 
words, ‘No man should use a stylo- 
graphic pen anyhow.’ And a little 
later Clemens replied, ‘You see I 
am trying a new pen. I stood the 
stylographic as long as I could, 
then returned to the pencil. The 
thing I am trying now is that 
fountain pen which is advertised 
to employ and accommodate itself 
to any kind of pen’.” [ED. NOTE: 
We suspect this was the white 
metal barrel with first use of the 
rubber sac, described and pictured 
in the May, 1936, issue of OFFICE 
APPLIANCES which preceded the 
late Ray Conklin’s idea by many 
years. That holder could be fitted 
with any pen. It was advertised 
in the American Stationer 
(merged with OFFICE APPLIANCES 
in 1928) in September, 1886.] 


“At another time,” says Mr. 
Paine, “it was a new filing system 
which (so felt Mark) was going 
to save the human race.” 

Mark Twain’s enthusiasm for 
persons, places and equipment 
which contributed to his satisfac- 
tion was impressive. Think of the 
heights his enthusiasm for the 
last mentioned would have 
reached could he have sat before 
the perfect . portable 
writing machine or at his writing 
table with a perfect. 2.20... 
self-filling fountain pen in hand 
and could he have filed his vol- 
uminous documents and extensive 
records by the perfect ........... 
visible filing system. 
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1942 Federal Purchases of Furniture 
MAY REACH NINETY MILLION DOLLARS 


Dealer Suggests Plan for Retailers to Share in This Market 


Comments from Manufacturers Help to Clarify Picture 


NITIAL consideration of the an- 

nounced government plan to 
purchase huge quantities of wood 
office furniture seemed to reveal 
an opportunity for dealers 
throughout the country to par- 
ticipate in a profitable market 
during 1942. Closer study, how- 
ever, uncovered the fact that the 
purchase plan called for direct 
negotiations with manufacturers 
by the Procurement Division. This 
circumstance led to the following 
comments and suggestions by J. A. 
Collum, vice-president and sales 
manager of the Comfort Printing 
& Stationery Company, St. Louis, 
Mo.: 

“It seems that the United States 
government is going to purchase 
some $48,000,000 worth of office 
furniture in the year 1942 direct 
from office furniture manufactur- 
ers. (A revised estimate places the 
figure closer to $90,000,000. See 
statement on the opposite page.) 
If this is the case, it means that 
the dealer will not only lose the 
business, but also will not be able 
to get any deliveries from manu- 
facturers due to the fact that they 
will be busy turning out desks, 
chairs, etc., for the government. 

“We small business men, deal- 
ers in office furniture, feel that 


we are entitled to some of the 
profit in this activitity and we 
believe that a plan could be 
worked out by which dealers could 
carry stocks of desks, chairs and 
filing cabinets made according to 
government specifications. A 
standard price could be set which 
would allow the dealer a fair mar- 
gin of profit. Because of the 
specifications, all the desks would 
be the same, all the chairs would 
be the same, etc., even though 
made by different manufacturers. 

“Following such a plan would 
improve delivery service materi- 
ally, for if the government wanted 
a hundred desks for use in St. 
Louis, it would find that there 
would be one hundred desks of the 
particular size, style, etc., in deal- 
ers’ stocks in St. Louis. For ex- 
ample, we would carry a hundred 
desks of a certain pattern. Light 
or ten other St. Louis dealers 
would do likewise. The desks 
would be similar, although manu- 
factured by different companies 
In Washington, D.C., undoubtedly, 
dealers would carry thousands of 
desks to our hundreds, because 
there would naturally be more 
desks needed in Washington than 
in other cities throughout the 
country 


“Unless something on this or- 
der is done, it would appear that 
the picture for the local dealer is 
quite dark. We will be able to sell 
merchandise to firms engaged in 
defense work, but it will be almost 
impossible to get deliveries be- 
cause manufacturers’ production 
facilities will just about be used 
up by direct government orders. 

“The distribution plan I out- 
lined, it seems to us, would speed 
up filling the requirement of the 
government as well as all firms 
making defense products. Such 
speeding up would help to win the 
war, which depends so much on 
speed.” 


Manufacturers’ Comments 


In an effort to present the prob- 
lem from all angles, several man- 
ufacturers were approached for 
expressions of opinion. Their com- 
ments help to clarify the situation, 
although confusion still exists be- 
cause of the inevitable ramifica- 
tions of such a tremendous buying 
program. 

One producer writes, under date 
of February 7, “It is true that the 
Procurement Division _ solicited 
and received bids on some 68,000 
desks up to the present time, and 
the first section of 25,000 desks 
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has already been awarded to vari- 
ous manufacturrs. In most in- 
stances, however, the bids were 
made through dealers. Some 
household furniture manufactur- 
ers were solicited and submitted 
bids direct to the government. 
With but few exceptions, wood of- 
fice desk manufacturers made 
their bids through dealers. 

“It is impractical to submit bids 
for government business through 
dealers in various parts of the 
country because the mechanics of 
execution require that someone be 
on the ground to make personal 
contacts and follow through on 
details that arise on all govern- 
ment contracts. For that reason, 
most of the bids were made 
through Washington dealers. 

“We realize, of course, that deal- 
ers located elsewhere are very 
much concerned over this matter 
for the obvious and justifiable rea- 
son that they fear there will not 
be enough furniture to go around. 
Frankly, the war program as now 
outlined, makes it apparent that 
many items besides desks will be 
scarce and practically unavailable 
to the regular consumer. As far as 
our own company is concerned, we 
have attempted to participate in 
government business’ (Procure- 
ment Division purchases) for a 
limited number of desks, which we 
pre-determined as being our pro- 
rata share, based on output and 
other related factors, and have 
reserved the balance of our pro- 
duction for sales to our regular 
dealers. 


Some Purchases Still Not 
Centralized 


“Even though the centralized 
government demand for wood of- 
fice furniture in Washington is 
great, there is little for the dealer 
to worry about just so long as all 
purchases for defense and war 
work are not concentrated in our 
country’s capital. At present the 
purchasing departments of indi- 
vidual defense units may enter lo- 
cal markets to secure equipment 
and supplies. The dealer can ex- 
pect to participate as long as that 
method is permitted. 

“Another factor of significance 
to local dealers is that if delivery 
dates are not met (and there 
seems to be indications that they 
are not) the government may de- 
clare a state of emergency and 
permit the various federal agen- 
cies and defense groups to make 
purchases in local markets. This 
is the type of business taking 


eighty to ninety per cent of our 
production today. In other words, 
although we have some desks to 
produce for the government on the 
contract awarded to our Wash- 
ington dealer, we are still able to 
produce enough additional desks 





$90,000,000 FOR WOOD 
OFFICE FURNITURE 


Purchases of wood office furni- 
ture for war production purposes 
may approach $90,000,000 during the 
coming year, according to a recent 
announcement by John M. Brower, 
chief of the furniture section of the 
War Production Board. The Pro- 
curement Division of the U. S. 
Treasury is now preparing to place 
orders totaling $48,000,000 for furni- 
ture under a plan devised by Mr. 
Brower prior to the outbreak of war 
in the Pacific. In view of the great 
expansion of government agencies 
necessitated by the war, Mr. Brow- 
er states that the total volume of 
furniture purchases may be double 
the original estimate. 

The purchase plan involves place- 
ment of orders well in advance of 
anticipated needs to make certain of 
a steady flow of production through- 
out the year. As requisitions for 
equipment develop, they can be 
filled from standing orders. Specifi- 
cations have been standardized and 
a survey of all requirements made. 
Originally the survey revealed a 
need for 25,000 to 40,000 standard 
desks, 50,000 to 75,000 smaller and 
cheaper desks, 100,000 chairs and 
100,000 filing cases, all of wood. 





to supply our regular dealers all 
over the country. I am confident 
that this same condition exists 
with other manufacturers in our 
industry.” 


Dealer Protection Policy 
Continued 


Another manufacturer says, 
“Our attitude in regard to the Pro- 
curement Division’s plan for the 
purchase of wood office furniture 
is that we intend to protect our 
dealers, bidding through them as 
long as we can. If the govern- 
ment insists on direct bids, of 
course, we'll have to conform. It 
will be contrary to our policy or 
wish, but we all have to make sac- 
rifices to win the war.” 

Following are comments from 
another well known manufac- 
turer of wood office furniture: 


“Dealers throughout the country 
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are going to suffer somewhat from 
the method that the government 
is using in the procurement of of- 
fice desks. We have always been 
much opposed to concentration of 
purchases of this kind, because it 
is in direct opposition to the policy 
of our concern, in that we have 
worked very hard and are at the 
present time trying by every pos- 
sible means to take care of our 
dealers throughout the country. 
We feel that under conditions as 
they exist at the moment, we 
must, at all hazards, try to get 
merchandise to our dealers in or- 
der that they may be able to re- 
main in business during the pres- 
ent trying times. With the gov- 
ernment trying to concentrate all 
purchases through the Procure- 
ment Division, it precludes the 
possibility of our doing much 
toward holding our dealer set-up 
as we would like to do. We have 
had numerous complaints from 
our dealers throughout the coun- 
try, noticeably in Chicago and the 
southwest, where the bulk of the 
Procurement Division purchases 
are going to be shipped. 


No Need for Concentrated 
Buying 


“There is no reason why pur- 
chases should be concentrated. In 
the first place, it in no wise in- 
creases the speed of delivery of 
satisfactory merchandise. Sec- 
ondly, it brings into the industry 
some outsiders who have no in- 
terest whatever in the perpetua- 
tion of our industry, but rather 
are simply bidding on Procure- 
ment Division requirements as a 
stop-gap. I am convinced that the 
Procurement Division itself pre- 
fers not to do business with con- 
cerns outside the industry. How- 
ever, in the thought that it will 
greatly speed up deliveries of nec- 
essary office furniture items, its 
officials have accepted bids from 
concerns on the outside. 

“IT believe that considerable 
pressure is going to be brought 
to bear on the Treasury Depart- 
ment to change the whole set-up 
in the near future. While this will 
probably prevent speeding up de- 
liveries, it will not cause delays 
for the reason that there will still 
be as much office furniture pro- 
duced and shipped as there would 
be were purchases all concen- 
trated through the Procurement 
Division. It is true that some sem- 
blance of uniformity can be ob- 
tained by the Procurement Divi- 
sion having standard specifica- 
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tions. Discounting the feature of 
uniformity, however, and taking 
into account the fact that the 
equipment which has been shipped 
to local dealers for government 
use in the past has all been of a 
serviceable kind, it seems unwise 
practically to put out of business 
many concerns who are at pres- 
ent selling merchandise to the 
government, simply because of the 
desire to concentrate purchases 
through one bureau in Washing- 
ton.” 

A producer with a wide dealer 
organization says, “From our view- 
point, we have offered our mer- 
chandise through the _ regular 
dealer channels, conforming to 
our established policy. We are for- 
tified in conviction that this is the 
best and most efficient system for 
the government due to the intelli- 
gent service that the dealer ren- 
ders in the selection of merchan- 
dise and the installing of it. 

“There are many new sources of 
supply in the field, however, in 
the way of household furniture 
factories which, through their en- 
tirely different approach, may es- 
tablish entirely different arrange- 
ments, to which we may all be 
obliged to conform. Another thirty 
or sixty days should reveal more 
definite trends.” 





GUNLOCKE CHAIRS INSTALLED.—A 
special feature of these chairs manufac- 
tured by the W. H. Gunlocke Chair Com- 
pany, and installed in the Tallahassee 
(Fla.) Federal Loan Office, is the sparing 
use of leather in their construction. By 
this means, Gunlocke officials point out, it 
is possible to use alarge number of the 
chairs in close proximity to each other 
without creating an appearance of heavi- 
ness. The’ office is equipped with fine 
walnut trim and an acoustic ceiling. In- 
stallation made by Associated Stationers, 
Tallahassee. 


| 


SER ag 
a , me ye 


IMPERIAL DESKS IN COURT.—This Imperial Desk Company 
furniture was recently installed by Sell, Inc., Columbus, Ohio, 
in the Ohio State Supreme Court, Columbus. 


SHAW-WALKER-EQUIPPED. —This_ cen- 
tral filing department of the Gulf Oil 
Corporation, Philadelphia, was recently 
completely equipped with Shaw-Walker 
Company's applied indexing, supplies 
and filing cabinets. After a survey a 
controlling index was installed. This is 
one of seven systems made by Shaw- 
Walker for centralized filing and was 


Left) The chambers 
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fitted to the needs of the oil company. 
Careful tailoring by the S-W record serv- 
ice operators has allowed the system to 
maintain its maximum efficiency, despite 
a large increase in business. The in- 
stallation, which included NorthKraft 
folders, Free-Coasting files, etc., was sold 
by C. R. Johnson of the Shaw-Walker 
Philadelphia office. 








of Chief Justice Weygandt. (Right) Judge Zimmerman’s chambers. 
The chambers of Judge Bettman, not shown here, were furnished 
the same as those portrayed. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 





Operating on a wave length of 
is g - 


CONFIDENCE ... COURAGE... 
COOPERATION 
Through 1942—for YOU 


FFICE furniture pepper- 

upper BUSINESS BUILDER 
sales thought for March, 1942:— 
“It requires almost as much ef- 
fort to mark time as to march 
ahead; therefore, let’s FORWARD 
MARCH!” 

* * a 

Number one on our Hit Parade 
of appreciated letters this month, 
was one from a commercial trav- 
eler, who modestly signed his 
letter, written on a southeastern 
hotel’s stationery, “Old Timer in 
The Office Equipment Factory 
Representative Game.’ He wrote 
at length about many things; and 
the one we will present to you is 
the following that gives verbatim 
the copy from an advertisement 
this gentleman rated as an all 
time high in office furniture ad- 
vertising. It was a display ad- 
vertisement of the Dameron- 
Pierson Company, of New Orleans, 
that had appeared many years 
ago but you'll agree with this 
genial fellow office furniture pur- 
veyor that its message is ever po- 
tent and worth ingraining in your 
own sales consciousness. ... We 
quote :— 

The APPEARANCE VALUE OF 
YOUR OFFICE. 

HE business office of today 

must do far more than serve 
the man. It must reveal him. Its 
furnishing should properly in- 
terpret and express all that his 
business represents—in ideals, 
personality, purpose, habits, ac- 
complishments. 

Business men who seek to ob- 
tain this complete harmony of 
representation in their office fur- 
niture will find it here. 

(At this point in the advertise- 
ment was shown an actual illus- 
tration of a recent installation by 
the Dameron-Pierson Company.) 

O SERVE. To please. To unify. 

To avoid the commonplace 
whether the result attained be ex- 
pressed in terms of richest ele- 
gance or in lines of severest sim- 
plicity. To render right value, in 
which fitting taste is never mis- 


taken for ostentation, nor true 
quality for price. To provide the 
unquestionable best. Such is our 
work. 

(Then followed the company’s 
name, slogan and addresses.) 

* * * 

“Show your product in use!” 

. . These instructive five words 
sum up and present the consensus 
of opinion of many replies to our 
February query of the month in 
OFFICE APPLIANCES ... “And using 
the effective media of well- 
designed selling blotters as an 
important part in regular sales- 
producing promotional efforts. Re- 
stating this most pertinently was 
the following comment by Jack E. 
Howe of the western sales staff of 
the National Blank Book Com- 
pany, when he put his answer this 
way, “Picture the item or items 
you’re promoting in ACTION!- 
and our dealers repeatedly tell us 
of definite instances of their cus- 
tomers pointing directly to a dis- 
played item on a National blotter 
and saying to this effect: ‘I want 
that; or show me that; or tell me 
more about these.’ ” 


* * * 


You'll be interested in these ex- 
cerpts from other replies in our 
Box 2153 Spokane mailbag:— 

... “The three second billboard 
type of sales blotter is the thing 
with forceful action illustration.” 

... “We sincerely wish most of 
the blotters were NOT calendared 
on the message side. While some 
few customers like them this way 
we truly believe and KNOW the 
vast majority do NOT.” 

4 “We would rather have 
fewer effective blotters than many 
cheaply lithographed ones.” 

... “Why not a blotter with a 
return coupon occasionally?” 

. “Take a tip from the well 
planned blotters of the life insur- 
ance field and have some office 
furniture sales blotters with orig- 
inal, distinctive artwork, copy, 
and sometimes even cut out form.” 

“Our firm believes that 
proper use of attractive color goes 
a long way in the appeal of an 
advertising blotter.” 

... “As to size we believe more 
of the larger should be used, that 
is the size that conveniently goes 
in a No. 10 envelope.” 

... “If so-called humorous car- 
toons or illustrations are used in 
an office furniture blotter or series 
of same, be careful that neither 
the art nor the copy offend in 
any way a typical office person. 
We had this happen in definite re- 
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action on a filing supply series.” 

; “Would not this blotter 
method of advertising also be an 
excellent service type medium on 
which to print instructions for 
your product or services to be 
most effective? To be definite, a 
desk manufacturer could cleverly 
show about right ways for the 
ultimate user to keep his desk 
spic and span; and even go a step 
further about key thoughts on 
flow of work desk efficiency meth- 
ods. Similarly a filing cabinet 
manufacturer could artfully get 
his message across. 

. “Success in blotter use in 
our estimation has much bearing 
on several factors of proper dis- 
tribution such as timeliness, mail- 
ing list, personal presentation, in- 
structions to salesmen giving 
them out, and, importantly, re- 
port on their acceptance and use. 
Definitely we are constantly try- 
ing different ways of better blot- 
ter use; and we are most enthu- 
siastically convinced of their key 
place in an office outfitter’s plan 
of sales promotion and balanced 
use of different media of advertis- 
ing that he can and should con- 
sistently use.” 

* * oe 

The March Question of the 
Month comes from that same en- 
thusiastic contributor in Florida, 
who favorerd us with vote of co- 
operation last month as well. He 
puts this to you squarely: “Ask 
your readers to take the time to 
take a real good, creative assign- 
ment. Ask the bosses, the sales- 
men, the window trimming men, 
the secretaries, the order clerks, 
the office boys; also the source 
people, the manufacturers and 
their complete staffs, to air mail 
you a few creative thoughts on 
“BETTER OFFICE FURNITURE 
WINDOWS AND POINT OF SALE 
INTERIOR DISPLAYS.” There- 
fore, air mail these to: The co- 
ordinator of this BUSINESS 
BUILDERS page, at Box 2153, 
Spokane, Wash., care of: Shaw & 
Borden Company. 


* * * 


REMEMBER: A healthy TURN- 
OVER OF MERCHANDISE AND 
SERVICES makes more INCOME 
SOURCE for our government. 

So: BUY, BUILD, WORK, DE- 
FEND AND SERVE! 


Ralph B. Ortel. 
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NORTHWESTERN COMPLETES 
$20,000 INSTALLATION 


The Northwestern Furniture 
Company, Milwaukee, Wis., re- 
cently completed a large installa- 
tion in the offices of Employers 
Mutuals in Wausau, Wis., at a 
total cost of $20,000. Delivery and 
placing of this big load of furni- 
ture was the last thing accom- 
plished before the company’s new 
building was formally opened. 


From president’s office to em- 
ployees’ recreation room, the 
Northwestern Furniture Company 
placed carload after carload of 
furniture, each individual suite 
picked for its particular setting. 


The lobby (Picture 1) contains 
a specially-designed information 
desk with typewriter compart- 
ment and _— specially-arranged 
drawers. Here the club chairs 
are upholstered in red antique 
leather, doors are of structural 
glass and chrome-plated bronze. 
The walls are of oriental marble 
and two 32-foot lighting units 
provide a maximum of illumina- 
tion. 


The directors’ room (Picture 2) 
is equipped with a light walnut- 
finished table measuring 18 by 4 
feet. The chairman and board 
members’ chairs are upholstered 
in Venetian red leather while 
club chairs are in green. The rug 
and draperies are of beige to 
blend with the furniture. 


The office of President H. A. 
Hagge (Picture 3) contains a 
couch covered in Sorento velvet 
fabric, rotary and armchair in 
Venetian red and club chairs in 
green leather. Draperies and rug 
are of beige to match, Venetian 
blinds cover the windows and the 
approved type of fluorescent illu- 
mination is supplied by modern 
equipment. 


The employees’ recreation room 
(Picture 4) was carefully planned 
and lighted to provide a quiet and 
restful atmosphere. It contains 
seventy-five pieces of furniture 
including two and three-seat dav- 
enports, card tables, buffet, twisted 
oak-base lamps and a radio. 


All of the furniture installed in 
the company’s executive offices and 
board of director’s room was made 
by the Stow-Davis Company, while 
that in the recreation room was 
manufactured by the Jamestown 
Lounge Company. Draperies, floor 
coverings and accessories were 
furnished by firms other than the 
Northwestern Furniture Company. 
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SAFE HOUSING FOR THOUSANDS OF 
RECORDS.—tThis battery of Browne-Morse 
Company four-drawer, letter-size files was 
recently installed for the Commercial 
Standard Insurance Company, Dallas, 
Texas. As can be seen in the picture, the 
battery extends the entire length of the 
room and as far to the left as the paneling. 
The care given by the insurance firm to 
the proper maintenance of its records is 
indicated by the modern lighting and large 
fans installed in the large room. The in- 
stallation was made for Browne-Morse by 
the company’s dealer, the Vance K. Miller 
Company, also of Dallas. 





CHAIRS MODERNIZE ROOM.—This large 
number of chairs of the Stow-Davis Fur- 
niture Company, Grand Rapids, Mich., 
was recently installed in the directors’ 
room of the First National Bank, Pitts- 
burgh, Pa., by H. R. Wachter, Stow-Davis 
dealer in the Pennsylvania city. The 
picture discloses the manner in which 
the chairs added a modern touch to the 
large room without losing either beauty 
or dignity. 





GOING TO HAWAII.—This battery of 
sixty Automatic, five-drawer cap files 
with locks was photographed at the 
Green Bay factory of the Automatic File 
& Index Company just before being 
packed for shipment to the First Circuit 
court of Honolulu. The installation was 
sold and made by the Honolulu Paper 
Company, the manufacturer’s represen- 
tatives in Hawaii 
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EDITORIAL 


The Wartime Regional Meetings 


#4 INDUSTRY members will do well to famil- 
iarize themselves with the schedule of N. S. A. 
Regional Wartime Conferences to be held 
throughout the country, starting this month, 
and plan to attend the nearest meeting. The first 
three or four will be held in March, others fol- 
lowing in April, May, and June. The dates are 
listed on page 136 of this issue. 

The meetings as announced by General Man- 
ager Garvin will be chiefly in the nature of con- 
ferences, with the purpose of coordinating the 


best thinking in the business so that the whole . 


business may benefit. President Dick Healy and 
other national leaders making the extended tour 
will feature a “Stationers’ Wartime Quiz Panel,” 
which is to be augmented by local members at 
each meeting. The constructive character of 
the meeting plans assures beneficial results to 
the industry and those attending. 


—- oe 


Our Friends in Other Lands 


& INCIDENT to the world conflict, the closing 
of ports in several countries to mails from the 
United States deprives a number of our old 
friends of their monthly copies of “The Trade 
Journal of the Office Equipment Industry.” 
Cutting the ties of pleasant relations with which 
we have been privileged, in some cases for many 
years, prompts our alteration on the contents 
page of this journal with reference to its reach- 
ing “some dealers in fifty-four other countries 
who deal in American office equipment.” 

We hold the hope that the interrupted rela- 
tionships with many of these old friends will be 
re-established in future times. 

Despite present limitations, OFFIcE APPLI- 
ANCEs Still journeys to thirty-three countries out- 
side the United States, keeping numerous of 
their distributors abreast of the times in this 
world-wide industry which is so important to 


the efficiency of business, government, and de- 
fense operations. And from these friends far 
away come not infrequent messages bearing 
such phrases as “essential to our business” and 
“we always look forward to receiving it.” 

The good-will and encouragement of our many 
friends in other lands have through the years 
added satisfaction to our day’s work—for which 
we have a great appreciation. 


—_-—_- 


Stationery Economies Recommended 


#¢ THE eleven suggestions made two months 
ago by E. Y. Horder, president of Horder’s, Inc., 
Chicago, through which business firms can re- 
duce their consumption of stationery as a patri- 
otic and economic measure are most worthy of 
consideration and Mr. Horder is to be compli- 
mented upon them. OFrFICE APPLIANCES pre- 
sented them last month on page 38. 

We know of companies that have made good 
use of some of these ideas in the past. A number 
of friends abroad have practiced writing on both 
sides of letterheads and using thin paper. 

For many years this journal has on occasion 
recommended the practice of making the car- 
bons of reply correspondence on backs of letters 
received. Twenty years ago a man well known 
in industry during a visit with us exclaimed that 
he had just made $100 by his observing our 
practice of this economy. He said his company 
would save that much on second sheets. The 
saving goes still further, for not only will it save 
paper, but if fifty per cent of letters have no 
copies on separate sheets to file, saving is made 
of fifty per cent of file space. 

An enterprising typewriter man once told us 
that he would sell fifty typewriters that year 
with the carbon copy idea. He said he had ob- 
tained a machine order from a Chicago packer 
by suggesting this means of increasing the ca- 
pacity of their files. In his presence an entire de- 
partment was instructed to adopt the practice. 


HERE AND THERE 


MORSE GOES TO BAT FOR And in case you don't think there Joseph Bentonelli, of the Metro- 

BARBER-SHOP QUARTETS iS such an organization, we hasten itan Opera Company. 

Barber-shop quartets shall thrive to inform ou aders that the "Our job," Mr. Morse explains 
and increase throughout the land S.P.E.B.S.Q.A. regularly char- to keep the men of America 
if Frank C. Morse, Browne-Morse ideas <o aladlbaset, SalenenY ie tag ia — inaina durin the war and we don't 
Company, Muskegon, Mich., has der incorporated under the laws of ig ea a 4 old b 
his way about it. For, be it known Oklahoma. sles Ms ier _ hg? “eee 
Mr. Morse has joined the Society Mr. Morse embers in vest Listen hide Mock 
for the Preservation and Encourage lude some impressive names. For ng Bird’, and ‘Down by the Old 
ment of Barber Shop Quartets in instance there are Bob Hope and Mill Stream’, and 'Way Down Yon- 
America. Bing Crosby and (believe it or not the Cornfield’ are prime 
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favorites and they are all going to 
be revived." 

Started some time ago by the 
governor of Oklahoma, the organ- 
ization is democratic, to say the 
least. It possesses a code of ethics 
which among other things prohibits 
the membership from ''foisting our 
songs upon unsympathetic ears," 
and bans politics and ''constraining 








methods of procedure” in conduct- 
ing the business affairs of the asso 
ciation. 


FRANK C. MORSE 


The membership includes sena 
tors and congressmen, seven gov- 
ernors, movie stars, policemen, 
bowling alley  pin-setters, press 
hands and boot blacks. 

Mr. Morse explained that the 
plan will be carried into all Army 
camps as well as Navy ard Marine 
Corps training centers to help keep 
“America singing.’ The organiza 
tion even plans to hold a national 
convention in Grand Rapids, Mich. 
on June 19 and 20. 





SAGA OF AN "OUT-OF-LUCK" 
HUNTER 


When H. H. Fudge, Akron branch 
manager for the Royal Typewriter 
Company, goes hunting, things hap- 
pen in a big way and he has scads 
of luck—all bad! And as witness 
thereof, we present herewith the 
highlights of the season just passed 
as they are recorded in the nim 
rod's mind and diary, and, inci 
dentally, in a story eminating from 
Royal's publicity department. 

Episode No. |. Mr. Fudge is out 
in a boat when his shotgun went 
off and blew a hole in the bottom 
of the craft. 

Episode No. 2. He is on his way 
to a hunting trio when the car hit 
3 bump, the shotgun went off and 
blew a hole in the tor f the ve 
hicle. 

Episode No. 3. Mr. 
himself in beautiful pheasant coun 
too beautiful, the 


Fudge find 


try. In tact it's 


way birds fall to his gun. Enters a 
game warden who explains three 
salient facts to the astonished Mr. 
Fudge, (a) he is unlawfully armed to 
the teeth in a game preserve and 
(b) he has raided three times as 
many birds as the law allows and 
c) all the pheasants are hens which 
the law says thou shalt not kill. 

Episode No. 4. Mr. Fudge now 
turns to rabbit shooting, and is 
trudging through 600 acres of bun- 
ny-infested country when he spied 
a speedy rabbit which, however, 
ducks behind a tree just as the gun 
goes off. But, lo! and behold, the 
tree turns out to be another nimrod 
of African descent who howls in an- 
guish as seven (count ‘em) seven 
buckshot pellets embed themselves 
in his legs. The swarthy hunter 
wanted $500 damages but Mr. 
Fudge finally prevailed upon him to 
settle for $70—ten dollars per 
pellet. 

Anybody want to buy a good 
gun? 











THE TRAVELERS TANK.—Stripped of 
its lethal gadgets and equipped with 
filing equipment demonstration units, 
this tank advertises Percy Jones 
(Twinlock) Ltd., all cver London as 
Pilot-Salesman Hurnell nonchalantly 
drives it around to his customers. 


A TANK FOR A TRAVELER 


When one Mr. Hurnell, who works 
for Percy Jones (Twinlock) Ltd., 
Beckenham, England, and regularly 
patrols a beat as a special con 
stable, spied what appeared to be 
an abandoned tank one night, he 
got an idea. He drove it round to 
the police station where, after a 
reasonable length of time to await 
a possible owner, he duly laid claim 
to the vehicle on a "'finder's kee 
ers" basis. 

Occurred then much mysterious 
hammering and refitting back of the 
Hurnell home until, one fine morn 
ing, the ingenious gentleman scared 

d ladies and gave policemen the 
tters by driving down the Strand 

London with the latest thing in 
filing equipment demonstratior 

rite 


, ; il 
The tank now has Twinlock paint 
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ed on various sections of its anat- 
omy and, on what would be its 
chest, are installed Twinlock's Post 
Haste and Presto filing outfits. 

Mr. Hurnell usually rides inside 
the tank where it is waterproof and 
centrally heated and thereby saves 
no end of clothing tickets. But, just 
to be obliging he popped up from 
the turret for the photograph pro- 
duced here. 





PAUL WIELANDY LONG ON 
ADJECTIVES 


When Paul Wielandy, lately-re- 
tired president of the Blackwell 
Wielandy Company, St. Louis, Mo.., 
wants to say something he has a 
complete command of adjectives, 
as witness a recent description of 
a trip to the Ozarks: 

"When | get down to the Ozarks 
by my lonely | marvel at the beau- 
ties of nature and the thing that 
strikes me is the perfect quiet of 
the surroundings. We are several 
miles off the main highway and 
about eleven miles from the rail- 
roads. The luxuriant forest, shadowy 
hills, majestic caves, indigo blue 
ky, cold water springs, roaring wa- 
terfalls, sparkling brooks, moss-cov- 
ered canyons, sun-kissed lakes all 
fanned by calm invigorating breeze 
and bathed in healing sunshine make 
of Blue-Jay farm a true Ponce de 
Leon Fountain of Youth—a para- 
dise for rest and pleasure." 

Now, if he'd only tell us how the 
fishing is! 








“I WANNA FIGHT!”—Strange words 
to be recorded on the Underwood 
typewriter shown here, but that’s 
what is going down as the country’s 
youngest scrapper has a heart to 
heart talk with Recruiting Sergeant 
George Williams at San Diego, Calif. 
Fully equipped, even to his tin hat, 
Donald Ray Wadley, aged 8, says 
he can do anything from whipping 
the enemy to cooking for the troops. 
Sergeant Williams assures the volun- 
teer that his application will be taken 
under consideration. 
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OFFICE MACHINE PRODUCTION LIMITED TO PER- 
MIT MANUFACTURE OF SMALL ORDNANCE 

Although the formal order restricting the manufac- 
ture of office machines and converting the plants into 
war goods producers had not been released by the War 
Production Board at the time of going to press, the 
provisions of the order are reported to be somewhat as 
follows: 

Office machine manufacturers have been told that 
they will be expected to produce small ordnance under 
the industry conversion plan. All companies have been 
included in the program, but details are available only 
on the typewriter division. 

In 1941 typewriter manufacturers produced 722.000 
machines, exclusive of portables. This year production 
probably will be forty per cent less, or about 433,000 
standard machines. The cut in production of portables 
is expected to be greater, possibly up to eighty per 
cent of last year’s figures. 

Of the 433,000 standard typewriters to be produced 
this year, it is said that 85,000 will be allocated for 
export under lend-lease, 165,000 for the United States 
government, and the balance for essential war indus- 
tries. 

A part of the industry will be set aside for the manu- 
facture of repair parts and for rebuilding used machines. 

While the industry is being cut forty per cent, it is 
expected immediately to receive contracts for automatic 
pistols and rifles, fire control instruments, parts for 
tanks, planes, ships, radios, and other items. 

Officials say the industry’s machinery can be used 
for these war needs without a great deal of conversion. 
It was made clear to industry representatives at a 
recent meeting that time and money were not going to 
be spent on re-tooling and building new plants. Parts 
of the orders that cannot be filled will have to be sub- 
contracted. For instance. the industry cannot bore 
rifle barrels. That part of the work assigned to it by 
the War Production Board will be farmed out. 

A group known as the Typewriter Manufacturing 
Industry Advisory Committee has been organized. 
Meetings have been held under the supervision of 
Nathaniel G. Burleigh, chief of the Industry and Office 
Machinery Branch. Further meetings will be held as 
required to smooth out any difficulties that may arise 
in the industry’s acceptance of its share of the war 
production program. 

i) 


FORMS PD-25C AND PD-25D DISCONTINUED 


Withdrawal of reporting forms PD-25C and PD-25D 
from use was announced on February 20 by the Direc- 
tor of Industry Operations. 

These forms were used in connection with the De- 
fense Supplies Rating Plan to assist firms operating 
under that plan to ascertain the percentage of their 
total sales which went to fill defense orders. The in- 
formation reported on the two forms was needed be- 
cause at that time the extension of preferenc2 ratings 
under preference rating certificates and orders was not 
generally permitted, and ratings under the Defense 
Supplies Rating Plan depended upon the applicant’s 
percentage of defense orders. 

Use of Forms PD-25C and PD-25D is no longer neces- 
sary since the Defense Supplies Rating Plan has been 
superseded by the Production Requirements Plan (see 
explanation of this plan in accompanying item), and 


most of the types of preference ratings are now extend- 
able. Use of Form PD-25D is to be discontinued im- 


mediately, and no report should be submitted on Form 
PD-25C for any month later than January, 1942. 


o 


PRODUCTION REQUIREMENTS PLAN FOR SMALL 
MANUFACTURERS 

A simplified “Production Requirements Plan” for 
manufacturers whose annual volume of business is less 
than $100,000 has been announced by the Division of 
Industry Operations of the War Production Board. 

The new plan, to be known as the “Modified Produc- 
tion Requirements Plan,” is designed to enable the 
small manufacturer engaged in war or essential civilian 
production more quickly and easily to obtain priority 
assistance to meet his needs for scarce materials over 
a calendar quarter. Application blanks in a new form, 
PD-25-X, may be obtained from the Small Business 
Section of the Production Requirements Branch, War 
Production Board, in Washington, or from the branch 
offices of the War Production Board located in principal 
cities throughout the country. 

A small manufacturer in applying for priority assist- 
ance under this plan is required to fill out only a one- 
page blank. The information requested will show the 
nature of his products, volume of business, materials 
used, number of workers, etc., as shown by his cus- 
tomary records. With the application blank, the manu- 
facturer will be furnished a list of raw materials called 
Materials List No. 2. This is designed to help him in 
describing and properly reporting the quantities of the 
various materials he uses and needs to procure. 

Form PD-25-X on which this information is to be 
entered is much simpler and shorter than the Form 
PD-25A which is used by larger manufacturers under 
the original Production Requirements Plan. It should 
enable small producers to obtain priority assistance 
with the least amount of paper-work If a manufac- 
turer is unable to supply all of the information indi- 
cated by the application form, he may nevertheless 
submit his application with such information as he can 
furnish and the application will be given full consider- 
ation. 

Each applicant under the plan must fill out five 
copies of Form PD-25-X. He will retain one copy and 
send the other four to the Small Business Section, 
Production Requirements Branch, War Production 
Board, Washington, D. C. If the priority assistance is 
granted, a certified copy will be returned to him, speci- 
fying the kinds and quantities of materials for the 
purchase of which he may use the priority rating or 
ratings assigned to him. Applications for additional 
priority assistance may be filed during any quarter if 
the pattern of orders filled by a manufacturer or his 
volume of business changes substantially during the 
quarter. 

When pricrity ratings are assigned on Form PD-25-X, 
they may be used to obtain the authorized quantities of 
materials simply by writing a prescribed endorsement 
on purchase orders signed by a designated official of 
the applicant company. The rating may be extended 
by suppliers and sub-suppliers of the original applicant 
to obtain delivery of materials which are to be physi- 
cally incorporated in the applicant’s products. How- 
ever, manufacturers who operate under this plan may 
not use any preference ratings other than those au- 
thorized on Form PD-25-X, without specific permission 
from the director of priorities, except when they use 
the A-10 rating assigned by Preference Rating Order 
P-100 to obtain repair, maintenance and operating 
supplies. 

The manufacturers who operate under the Modified 
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Production Requirements Plan are subject to the gen- 
eral provisions of Priorities Regulations No. 1, includ- 
ing the requirement that inventories be kept down to 
a practicable working minimum. 


o 


NEW REGULATIONS FOR TAX-FREE SALES OF 
ARTICLES FOR GOVERNMENT USE 

New regulations dealing with the application of the 
statutory exemptions from excise taxes imposed under 
Chapter 25 and 29 of the Internal Revenue Code to 
articles sold for use of the United States Government, 
any State, Territory of the United States, or any 
dolitical subdivision of the foregoing, or the District of 
Columbia, were issued by the Office of Commissioner 
of Internal Revenue on January 27 and distributed the 
past month. 

Known as T. D. (Treasury Decision) 5114, these regu- 
lations comprise Part 470 of Subchapter E, Chapter I, 
Title 26, Internal Revenue. 

Previously, where a manufacturer was selling a non- 
taxable article to the United States he could not use 
an exemption certificate for a taxable article that was 
used as part material or equipment, because the tax- 
able article lost the characteristics of a taxable article 
when it was incorporated in a non-taxable article. 

For example, a manufacturer of an office chair em- 

bodying a rubber part would be compelled to reimburse 
the rubber part manufacturer for the 10 per cent ex- 
cise tax imposed on the sale of the rubber part, but the 
chair manufacturer would be forced to absorb this tax 
when selling his chair to the United States because he 
could not pass this tax on to the government, since 
his chair was not a taxable article and he therefore 
could not use a tax exemption certificate for the taxable 
Dart. 
Now the status of tax exemption will apply to the rub- 
ber part, or, in terms of the regulations, to any “pur- 
chase article, construction article, or subsidiary article”’ 
which is purchased for the ultimate use of or payment 
by the United States. 

The terms are defined in Section 470.1 and the pro- 
visions setting forth the application of exemptions are 
covered in Section 470.2, both of which are reprinted 


below: 

Sec. 470.1. Definitions.—As used in these regulations— 

(a) The term “prime contract’’ means a contract made by 
the United States; and the term ‘‘prime contractor’’ means the 
party contracting with the United States In a prime contract 

(b) The term “purchase article’? means any article pur- 
chased as such by the United States under a prime contract. 

(c) The term “construction article’? means any article for 
use as equipment, material, or supplies, by a prime contractor 


prime contract, provided however, that pay- 


is made by the United States 


In performing é 
ment for the article 


(dad) The term “subsidiary article’? means any article, which 
by itself or after being combined by any person with other 
articles, is incorporated in a purchase article or a construction 
article 

(e) The term “incorporated in’ refers to any process 
whereby a subsidiary article enters into the production of an- 
other subsidiary article, a purchase article, or construction 


article, so as to become a part thereof, and not be merely con- 
sumed in such production, 

(f) The term “subcontract” 
chase of subsidiary articles; 
means any party to a subcontract 
tractor, 


contract for the pur- 
term ‘subcontractor’ 
than a prime con- 


means a 
and the 
other 


Sec. 470.2. Sales for the use of the United States.—Under 
these regulations, all sales and transfers of purchase articles 
and construction articles are deemed to be exempt from the 
excise taxes imposed by Chapters 25 and 29 of the Internal 
Revenue Code, if they are to be utilized by the United States 
or to be disposed of by the United States to a foreign govern- 


ment, provided however, that the price of the purchase article 
or construction article does not include a tax on the sale or 
transfer of such article under Chapter 25 or 29 of the Internal 
Revenue Code 

Subject to the provisions of section 470.3(b), the exemptions 
also apply to all subsidiary articles, irrespective of whether the 
subcontractor is dealing with a prime contractor or with another 
subcontractor, provided, however, that (1) the price of the 
article does not include a tax on the sale or transfer thereof 
under Chapter 25 or 29 of the Internal Revenue Code, and (2) 
the article is included at such tax-free basis in the price of the 


purchase article, construction article, or other subsidiary article 
in which it is incorporated. 

The exemptions do not apply in any case where an article 
is sold or transferred at a price including a tax imposed under 
Chapter 25 or 29 on the sale or transfer of such article. How- 
ever, the inclusion of a subsidiary article, which was sold or 
transferred by the producer thereof at a price including tax, 


purchase article, or construction 
article will not defeat the exemption applicable with respect to 
such other subsidiary article, purchase article, or construction 
article, if the price of such latter articles does not include a tax 
on the sale or transfer thereof. } on : 
Proof of exemption is required, provisions for which 
are given in Section 470.3. The procurement officer of 


in another subsidiary article, 
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the purchasing governmental unit, or political sub- 
division thereof, may issue an exemption certificate 
on form 1094 and include in it, or attached to it, an 
authorization for the prime contractor or the subcon- 
tractor or both to issue an exemption certificate in 
connection with the purchase of a purchase article, 
construction article, or subsidiary article. Sales of each 
will then be tax-free, providing the billing carries no 


tax. 
© 


QUESTION OF REBUILT OFFICE MACHINE 
TAXABILITY IS CLARIFIED 


Rebuilders of typewriters and other office machines 
have been uncertain as to whether their sales of re- 
built (or reconditioned) machines were taxable, under 
the provisions of the manufacturers’ excise tax law. 
The Bureau of Internal Revenue interprets the act as 
imposing the tax on some rebuilt machines and not 
on others, depending upon whether the rebuilding 
process exercised by the individual company constitutes 
a manufacturing operation and therefore whether the 
rebuilder is considered a manufacturer under the terms 
of the law. 

Definitely clarifying the matter in a recent written 
communication, Deputy Commissioner D. S. Bliss said: 

“The Bureau holds that a person who purchases 
used typewriters, dismantles them, repairs or refinishes 
parts and reassembles them into the same typewriters, 
with or without the substitution of new parts for 
broken or worn elements, is not considered a manu‘ac- 
turer, and his sale of such machines is not subject to 
tax. 

“However, a person who purchases used typewriters 
or parts, dismantles them, repairs or refinishes the 
parts, sorting them into lots, and from such lots, with 
or without the addition of new parts, assembles the 
varts into typewriters so that the finished assembly 
may contain parts originally dismantled from a num- 
ber of different typewriters, is considered a manufac- 
turer, and his sale of such typewriters is subject to 
‘ax under the provisions of section 3406 (a) (6) of 
the Internal Revenue Code.” 

In any case where doubt exists on rebuilt or re- 
manufactured typewriters or other office machines, it 
is suggested that the matter be submitted to the 
Commissioner of Internal Revenue, Miscellaneous Tax 
Division, in Washington, before assuming that this 
ruling applies to the case in auestion: inasmuch as 
the foregoing is merely an individual ruling and is not 
an amendment to the regulations. 


o 


CERTAIN TACKERS HELD NON-TAXABLE; 
SUGGESTS CONFERRING WITH BUREAU 


A differentiation as to the taxability of certain 
stapling, tacking, and fastening devices appears to be 
held by the Bureau of Internal Revenue in interpreting 
their relation to the excise taxes on sales by the manu- 
facturer. 

According to D. S. Bliss, Deputy Commissioner of 
Internal Revenue, the Bureau held that a specifically 
mentioned line of staplers made by an inquiring man- 
ufacturer “are taxable articles within the meaning of 
section 3406 (a) (6) of the Internal Revenue Code. as 
amended, and tax under that section attaches to the 
manufacturer’s sale thereof.” 

He declared, however, that certain other mentioned 
hand tackers, electric staplers, and foot power staplers 
“do not come within the scone of the above section 
of the law and no tax attaches with respect to the 
manufacturer’s sale of those particular articles.” 

This case is cited in these columns as an example 
of possible distinction among items within other man- 
ufacturers’ lines that might likewise be considered by 
the Bureau as to their taxabilitv. It is suggested that 
wherever there is any uncertainty the manufacturer 
will do well to submit his problem to the office of the 
Collector of Internal Revenue for his district or to 
the Commissioner of Internal Revenue, Miscellaneous 
Tax Division, at Washington, D. C. Inquiries are an- 
swered by these officers as promptly as possible, with- 


out charge. 
i] 


INFORMATION DEPARTMENT CONTINUED 
{ ON PAGE 95 
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Great Lakes Travelers Hold Priorities Meeting 


Nearly 150 Attend Session in Chicago on February 9— 
Driscoll Delivers Timely and Interesting Message—Com- 
mittee Stages Successful Gathering 


OR the purpose of disseminating authentic informa- 

tion and contributing to a better understanding of 
priorities, as they affect the commercial stationery 
industry, the Great Lakes Travelers Club conducted a 
meeting for dealers and manufacturers on Monday 
evening, February 9, at the Chicago Athletic Asso- 
ciation. 

Karl Kiesel of The Carter’s Ink Company, president 
of G. L. T. C., opened the meeting and called on A. C 
Van Horne of Eberhard Faber Pencil Company, who 
made a stirring appeal for the purchase of defense 
bonds and stamps. Without further delay, Mr. Kiesel 








J. F. DRISCOLL 


turned the meeting over to Ralph Maneval of A. W. 
Faber, Inc., chairman of the committee in charge of 
arranging the evening’s program. In turn, Mr. Maneval 
introduced James F. Driscoll of the Chicago office of 
the Priorities Division of the War Production Board 
Pads were provided at various places on the tables so 
that questions could be written for answering by Mr 
Driscoll following his address. 


Mr. Driscoll Presents Comprehensive Priorities Picture 


Because of the importance of the subject of priori- 
ties, a rather extensive resumé of Mr. Driscoll’s re- 
marks are presented in the following paragraphs: 

Priorities have been in effect for about eighteen 
months. Up to last August, Edward Stettinius was in 
charge. Then Donald Nelson took over until his re- 
cent appointment as head of the War Production 
Board. 

The fundamental priorities picture was defined in 
Priority Order No. 1, which gave a detailed explana- 


AT THE SPEAKER'S TABLE.—(L to R) 
Hy Linden, Ace Fastener Corp.; Harry 
Balch, Quality Park Envelope Co.; Les- 
ter Crowl, The Blade Ptg. & Paper Co., 
Toledo, Ohio; governor, NSA fifth dis- 
trict; Harold Hampton, Indianapolis Of- 
fice Supply Co., Indianapolis, past presi- 
dent, NSA; Karl Kiesel, The Carter's Ink 
Co., President, G. L. T. C.; Ralph Man- 
eval, A. W. Faber, Inc., chairman, pri- 
orities meeting committee; James F. Dris- 
coll, Priorities Div., WPB, Chicago; Leon- 
ard Rose, National Blank Book Co.; 
Russell Carpenter, Sanford Ink Co. 


tion of what constitutes a defense or war order, how 
Lease-Lend orders fit into the scheme, and what 
other basic factors are involved. All Army and Navy 
orders, it was pointed out, filter down to suppliers of 
parts and raw materials by extension of priority 
ratings. 

Originally all A rated orders were mandatory. A 
subsequent amendment includes B orders as well. 
Under certain circumstances, such as poor credit of 
prospective purchaser or lack of production facilities, 
A and B rated orders can be refused. Such circum- 
stances are rare. 

The top priority rating is AA. It is used only by the 
Army or Navy and the director of priorities. Other 
ratings, in order of preference, are as follows: A-la 
to A-1j, A-2 to A-10, and B-1 to B-8. There is also 
a BB rating for emergency civilian orders. 

Where orders are received having the same rating, 
the one specifying the earliest delivery date gets 
precedence. Manufacturers are allowed a fifteen-day 
lag before a higher rating takes precedence. 

A ratings are for defense or war orders exclusively. 
B ratings are assigned to civilian orders. 

Producers are permitted to maintain an inven- 
tory of materials for manufacture. All concerned 
with defense business must keep a record of all tran- 
sactions and operations for at least two years. This 
record must be open to inspection by the Compliance 
Section of the Priorities Division. Violators of priorities 
provisions are subject to certain penalties. 

Where functioning of the priorities system imposes 
a hardship on an individual firm, the regulations pro- 
vide the means for an appeal by any who are harmed. 


A Quick Picture of the Law 


M orders are primary. They are material orders 
served on producers of raw materials. They specify 
what purchasers must have in the way of priorities in 
order to have the right to buy. M orders cannot be 
extended. 

L orders are concerned with limitation of produc- 
tion on certain lines. For instance, L-13 is the order 
limiting manufacture of metal office furniture. L-20 
lists items on which cellophane cannot be used. 

P orders, or blanket ratings, are granted to manu- 
facturers for specific products such as airplane en- 
gines, locomotives, tanks, etc. Ratings may be extended 
to suppliers and sub-suppliers. 

Occasionally conflicts occur between M orders and 
P orders. The more restrictive order holds. 

The only other type of order is the S or suspension 
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order, which is applied to a priorities violator and 
requires him to suspend operations. 
Application Forms for Individual Ratings 

Preference ratings for individual contracts are 
secured through the use of forms PD-la or PD-3a. 
PD-la takes the place of PD-1 and PD-2. PD-3a re- 
places PD-3, PD-4 and PD-5. Use of the new forms 
was permissible beginning February 2 and became 
mandatory on March 1. 

In applying for a rating for office furniture or other 
fixed assets, form PD-la should be used. It should be 
submitted to the Priorities Division in Washington. 
If or when a rating is granted, it can bé extended for 
material to be physically incorporated into the item 
ordered. 

Form PD-3a is used by the Army or Navy of the 
United States, the United States Maritime Commission, 
the Panama Canal, the Coast and Geodetic Survey, the 


Coast Guard, the Civil Aeronautics Authority, the 
National Advisory Commission for Aeronautics, the 
Office of Scientific Research and Development, the 
government of any of the following countries: the 


United Kingdom, Canada and other Dominions, Crown 
Colonies and Protectorates of the British Empire, 
Belgium, China, Greece, the Kingdom of the Nether- 
lands, Norway, Poland, Russia and Yugoslavia. The 
PD-3a certificate is authenticated by the contracting 
officer. Ratings assigned on this form may be extended 
to suppliers and sub-suppliers. 

Ratings for repair, maintenance and operating sup- 
plies can be received under several P orders, including 
the following: P-46, utilities; P-56, mining industry; 
P-68, iron and steel; P-73, smelters; P-89, chemical 
plants; P-90, production requirements plan, and P-100, 
the general order on repair, maintenance and operat- 
ing supplies. All ratings on these orders may be ex- 
tended by certification on the purchase order. 

The Production Requirements Plan replaces the De- 
fense Supplies Rating Plan and is organized on a quar- 
terly basis. It requires a producer who desires to use 
the plan to reveal production figures for a recent three 
months’ period, classified according to preference 
ratings and industry or end use for which the prod- 
ucts were shipped. Form PD-25A is used. Stationers 
are urged to have customers include operating supplies 
in their production requirements reports because 
higher individual preference ratings can be secured in 
this way than by use of the general operating supplies 
plan P-100, which allows automatic use of an A-10 
rating. 

The Question and Answer Period 

Mr. Driscoll’s informative address was received with 
enthusiastic approval. After the applause subsided, 
he returned to the microphone to answer the numer- 


ous questions submitted by dealers and manufacturers 
present. Leonard Rose of the National Blank Book 
Company, read the questions and Mr. Driscoll an- 
swered them. The gist of the information he gave in 
response to the queries is included in the following 
paragraphs: 

Rubber bands, rubber casters and other stationers’ 
rubber goods would normally come under the operating 
supplies plan P-100 and have an automatic A-10 rating. 
Because of the rubber shortage, however, manufac- 
turers of rubber products are restricted to items allow- 
able under M-15-B. In general, office supplies come 
under P-100 and office furniture and machines, which 
classify as fixed assets, are rated under PD-la. In 
both cases, ratings may be extended. 

Paper, as such, does not qualify under P-100. If it is 
printed or ruled, it becomes an operating supply and 
is eligible to P-100 with an A-10 rating. An A-10 
rating under P-100 is also good for steel wire staples. 
The A-10 rating can be applied automatically by en- 
dorsement on the purchase order. 

In general, blanket ratings can be extended, but the 
extensions must be made in accordance with the spe- 
cific requirements of the P order. For instance, under 
P-46 covering maintenance, repair and supplies for 
utilities, endorsement or certification on the purchase 
order is sufficient. 

Dealers may replace stock by extending the priority 
rating secured when the original stock was sold. 
Rating certificates may be held not over ninety days 
until a sufficient quantity of merchandise is repre- 
sented to get quantity discounts through large orders. 

The term rating extension, when used in connection 
with priorities means the use of a rating by endorse- 
ment, certification, photostatic copy or other methods 
prescribed in the regulations, by the manufacturer to 
whom the rating was originally issued in order to ob- 
tain supplies needed for production. 

At the conclusion of the question period, Mr. Driscoll 
was accorded another long round of applause. And 
when the meeting adjourned, he was surrounded by 
earnest seekers of information, who kept him busy for 
about a half hour expanding on the data presented 
earlier in the evening. 

Meeting Well Attended 

Nearly 150 interested men were in attendance, in- 
cluding such dignitaries as Harold Hampton, Indian- 
apolis Office Supply Company, Indianapolis, Ind., and 
Arthur J. Walker, Farnham Stationery & School Sup- 
ply Company, Minneapolis, Minn., past presidents of 
the National Stationers Association; Lester Crowl, The 
Blade Printing & Paper Company, Toledo, Ohio, gov- 
ernor N. S. A. District No. 5; Ken Boyer, The Newell 
B. Newton Company, Toledo, Ohio, former governor 
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N. S. A. District No. 5; Harry Nichols, Weis Manufac- 
turing Company, Columbus, Ohio, former vice-presi- 
dent in charge of the Field Division of the N. S. A.:; 
A. J. Markelz, The Book Shop, Joliet, Ill., governor 
N. S. A. District No. 6, and Harry McFarland, McFar- 
land Office Equipment Company, Rockford, Ill., former 
governor of N.S. A. District No. 6. 


The Committee 


The members of the committee charged with the 
responsibility of arranging for the priorities meeting 
are to be congratulated. Headed by Ralph Maneval of 
A. W. Faber, Inc., the committee was composed of 
Harry Balch, Quality Park Envelope Company; Leon- 
ard Rose, National Blank Book Company; Russell Car- 
penter, Sanford Ink Company, and George Cormack, 
Wilson-Jones Company. 

ee 
GARVIN NAMED TO EDUCATION COUNCIL 

Charles P. Garvin, general manager of the National 
Stationers Association, has been named a member of 
an organization committee being formed in Washing- 
ton for the purpose of furthering education in the 
schools and the business world. 

The new program takes the form of a joint move- 
ment by trade association executives and deans of 
schools of business administration, and as a result of 
its formation is expected to create a close cooperation 
between business and educational institutions. 

— 


HUBERT NOW OFFICIAL OF HARLAND COMPANY 


Arthur D. Hubert, formerly manager of the retail 
office supply division of the John H. Harland Com- 
pany, Atlanta, Ga., last month was elected secretary 
at a meeting of officers and directors of the firm. 
Mr. Hubert started with the Harland organization 
thirteen years ago as a salesman.—JHR 


—- ee 


SHEAFFER PAPER TELLS MERCHANDISING 
METHODS 


The how, when and where of merchandising foun- 
tain pens and pen-pencil sets and the methods 
whereby the best results may be obtained form the 
basis of an unusually good article which appeared re- 
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cently in Volume 1, No. 1 of The Sheaffer Dealer 
Digest, a new publication of the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa. 

The digest contains eight pages, newspaper size, and 
several pictures showing the Sheaffer line of “Triumph” 
pens and pencils with which the article deals. In addi- 
tion there are pictures of production methods, dealer 
windows and display units and a large photograph of 
W. A. Sheaffer, chairman of the board. 

“Demonstration” is the keynote of the article. Show 
your pens, allow the customer to use one. Obviously, 
it is pointed out, a customer whose interest is quick- 
ened becomes a better prospect. And that is where 
demonstration comes in. 

“When you get your first order try one of the pens 
yourself. Then show it to the first customer who stops 
at your pen counter,” the article declares. “Get his 
reaction. It will confirm your opinion.” 

Another important phase of demonstration is dis- 
play and Sheaffer takes care of that angle by provid- 
ing a display case sign and giving advice on methods 
to be used. This part of the article is accompanied 
by a picture of a typical pen department with text 
which reads as follows: 

“First, note that the eye-level portion displays a 
representative assortment of desk sets. The customer 
is attracted to these because they are shown at eye- 
level. They are so close to him that he feels he can 
almost touch them. He can admire their beauty. ... 
Note too that there are more desk sets in the bottom 
bolster of the show case. The bottom portion of your 
case is really your warehouse of reserve stock on dis- 
play. As you sell goods from the top portion of your 
floor case and from your eye-level case, you can bring 
up goods from the bottom portion of the floor case to 
replace them.” Other display rules include the follow- 
ing: 

1. Devote center tray of display to the Triumph line, 
placing the permanent glass sign in a center tray im- 
mediately under the top glass of the floor case. 
2. Dress trays alongside the center trays with ensem- 
ble sets of the standard Sheaffer line for men and 
women. Let each tray contain a complete price range. 

The article concludes by advising dealers to use a 
chemicai polishing cloth for the purpose of shining up 
all merchandise being displayed. 
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A SUBJECT NO PEN MAKER HAS 
DARED TO DISCUSS BEFORE! 
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TAKE NEW PLEASURE IN WRITING 


AND GIVING! 





FEATURING THE SHEAFFER “TRIUMPH” LINE.—The W. A. Sheaffer Pen Company will wait 


uatil July to introduce the “Triumph” pen and pencil line to the general public. 
a two-page center spread in four colors will appear in Life Magazine. 


At that time 
A reproduction of 


the big advertisement is presented here in black and white. 





MARCH, 1942 


The Guest Book 


Arthur J. Walker, of Farnham Stationery & School 
Supply Company, Minneapolis, and past president of 
N.S.A., visited with a member of the staff of this 
journal February 9. His trip to Chicago was brief and 
strictly business. He attended the Great Lakes Trav- 
elers priorities meeting held at the Chicago Athletic 
Club and took a train shortly afterward for home. To 
make up for the short stay he planned to return the 
following week to attend the convention of the Na- 
tional School Equipment Association. His participation 
and that of other industry leaders contributed much 
to the importance of the conference which attracted 
dealers from a dozen different cities. 


Harry L. Nichols, Columbus, Ohio, representative of 
Weis Manufacturing Company and former vice-presi- 
dent National Stationers Association, signed the Guest 
Book February 10. He had come to Chicago to attend 
the priorities meeting sponsored by the Great Lakes 
Travelers Club on the evening of the ninth at the 
Chicago Athletic Club. Harry has been active in asso- 
ciation work one way and another for many years. In 
his various official capacities and as a regular member 
of the Travelers Club serving the fifth and sixth dis- 
tricts he has done much to promote cooperation with- 
in the industry. Shortly after his call he returned to 
his territory. 

Harold J. Hampton of Indianapolis Office Supply 
Company, and one of the most dynamic presidents 
N.S.A. has ever known, visited at the office of this 
journal February 10. Like the postman who took a 
walk on his holiday, Mr. Hampton came to Chicago 
for a “vacation,” spending several days visiting with 
various Chicago concerns in the industry. Also he 
managed to participate in the priorities conference of 
the Great Lakes Travelers Club which was attended 
by many leading dealers in the Middle West. During 
one of Mr. Hampton’s terms as N:S.A. president, Harry 
Nichols, who called earlier in the day, was a member 
of his speakers troupe. Business in Indianapolis, he 
reported, was in a highly satisfactory condition. 

L. M. Bickett of L. M. Bickett Company, Watertown, 
Wis., manufacturer of chair pads and mats, signed the 
Guest Book February 10. In Chicago primarily to talk 
business with a governmental official, he found time 
for a brief visit. He planned to complete the day by 
meeting his daughter, who is the wife of an army of- 
ficer, and driving with her back to Watertown. 


James Masterson of Miles City, Montana, an artist 
who had an office with Orrice APPLIANCES from 1907 
to 1912, was a visitor at the quarters of this journal 
February 11. During those years many attractive 
drawings from his pen and brush were used in OFFICE 
APPLIANCES’ pages. A resident of Montana for nearly 
thirty years, he had come to Chicago on a special 
mission at the request of his friend Senator Wheeler. 


UTILITY’'S NEWEST RETAIL STORE.— 
Efficiently lighted with large fluorescent 
units, well laid out for display and de- 
partmentization, and beautifully fur- 
nished with shelving, counters and cases 
of light colored wood, this third unit in 
the Utility Supply Company’s retail store 
group made a fine impression on open- 
ing day, February 16. It will be observed 
ihat the open display idea is carried out 
throughout, with drawers entirely elim- 
inated. The upper walls are finished in 
pastel blue, harmonizing nicely with the 
light woodwork. 


33 


Bob Valleau of St. Paul, manufacturers’ representa- 
tive, was in Chicago February 17 while on a regular 
trip through his territory. Because of limited time 
at his disposal he visited with the office of this journal 
by telephone. His next stop was to be Davenport. 
Bob is one of the outstanding office furniture repre- 
sentatives in the country. Few have built up so many 
close personal friendships. 

Joseph McDowell of Toronto, Canadian sales agent 
for Friden Calculating Machine Company, and B. J. 
Bristoll of Koch Brothers Company, agent for the Fri- 
den in Des Moines, visited with a representative of 
this journal February 14. Both were in Chicago to 
attend a Friden sales conference which was held that 
same day. Mr. McDowell has represented the company 
in Canada practically from its beginning and prior to 
that served the industry in a somewhat similar capac- 
ity for another manufacturer. Mr. Bristoll, a past 
president of the National Stationers Association, also 
was one of the earlier Friden distributors. From Chi- 
cago he expected to go to Youngstown, Ohio, to call 
upon The General Fireproofing Company, Koch Broth- 
ers being the General Fireproofing dealer for Des 
Moines and vicinity. 

Harry Tehan of Higgins Ink Company, signed the 
Guest Book February 20. He was in Chicago for the 
school equipment and supplies convention, and stayed 
to attend the funeral of Sidney Collins, former presi- 
dent of Automatic Pencil Sharpener Company division 
of Spengler-Loomis Manufacturing Company. On his 
return to New York he planned to stop in Pittsburgh 
and Washington. Accustomed to strenuous duties at 
the N. S. A. convention, the school supply convention 
by contrast was almost a vacation. He was assisted 
at his display of Higgins products by Bert Cholet and 
Jim Bradley. 

—>- 


THIRD CHICAGO STORE OPENED BY UTILITY 

On Monday, February 16, the Utility Supply Com- 
pany, through its retail division called the Utility 
Stationery Stores, opened a new store, the third in the 
Chicago downtown area, at 112 West Madison street. 
The store and basement together total about 3,000 
square feet of space. 

All day long visitors kept crowding into the store. 
Souvenir hunters were among those who presented 
themselves, but a large portion of those who dropped 
in made purchases, satisfying the management that 
the choice of location was wise. Marvin Wolf, in 
charge of the retail division, was on hand all day to 
greet customers as well as a number of manufactur- 
ers’ representatives who called to offer their congrat- 
ulations. Other Utility officials and department ex- 


ecutives were also present at times during the day. 

The new store is under the management of John 
V. Cosley, who has had a broad experience in the 
stationery field, both in Chicago and the Pacific Coast. 
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CHICAGO O. M. A. HOLDS BUSINESS SHOW 


The seventh annual business equipment display of 
the Office Management Association of Chicago was held 
in the Palmer House from February 10 to 15 inclusive. 
As in previous years the display was held in the hotel’s 
famous Exhibition Hall on the fourth floor and every 
available inch of space was utilized. 

The companies displaying the products shown and 
the men in charge of the various booths were as follows: 


1] 


Visible record systems for all types and 


Acme Visible Records, Inc. 
sizes of business houses. M. J. McMurry. 

Addressograph-Multigrayh Sales Agency.—Machines and methods for 
automatically transcribing figures, specifications, etc., Multigraph-Multilitl 
and folding machines with other devices. Oscar Calson 

Allen-Wales Adding Machine Agency.—Hand and electric 
adding, subtracting, cash register, and Standard Statement and Duple» 
units. A, J. Bolles. 

American Automatic Typewriter Company. 


models of 


Standard, selector and auto 


Auto-Typist. Otto Schulz 


matic order-writing and billing models of the 

American Photocopy Equipment Company.—Photo-copying equipment 
and supplies. A. L. Creange. 

Autocopy, Inc.—Duplicating and sorting machines and supplies. 


Bircher Company, Inc.—A display of letter openers and sealers in a 
number of styles. H. H. Hill and B. R. Bone 
Cincinnati Time Recorder Company.—Tim« 

signaling devices. J. W. Hatcher. 

Ralph C. Coxhead Corporation.—Showing th: 
typewriter for making master copies for various purposes 
dridge 

Davidson Manufacturing Corporation. 
for the business house F. M. Boughton. 

A. B. Dick Company.—Showing the Mimeograph duplicator an¢ 
various lines of Mimeograph supplies. A. O. Spiers and Phil Allen 

Dictaphone Corporation.—All the new Dictaphone dictating and ele« 


recording, indicating and 


Vari-Typer, a composing 
4. O. Wool 


ig ma 


Duplicating and folding 


trical recording units on display. H. H. Cross 

Diebold Safe & Lock Company.—This display 
line of record systems equipment with demonstrators on 
details to visitors. C. E. 


featured the company’s 
hand to explain 
Erickson, Chicago branch manager. 


1. Underwood Elliott Fisher 
2. Paul L. Karstrom Co. 

3. Friden Calc. Machine Co. 
4. Horder’s, Inc. 

5. Autocopy, Inc. 

6. Dictaphone Corp. 

7. Davidson Mfg. Corp. 

8. Postage Meter Co. 

9. Addressograph-Multigraph 
10. Marchant Calc. Mach. Co. 
1l. Royal Typewriter Co. 
(Kaufmann & Fabry Photos.) 


counting and bookkeeping machines, 
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Ditto, Inc.—Duplicating machines and methods and demonstrations of 
order-invoicing, payroll and other systems. James Chestnut 

Elliott Addressing Machine Company.—Up-to-date addressing equipment 
ind typewritable stencils. E. S. Parker. 

Filing Equipment Bureau. Demonstrating 
Mr Johnson. 

Friden Calculating Machine Agency.—Showing the Friden calculator in 
1 variety of styles and sizes to suit all business houses. G. L. Rogers. 

Horder’s Inc.—This display featured Victor visible equipment and filing 
systems, L. W. Kirchner. 

International Business Machines Corporation.—Electric typewriters, ac 
and time recorders. H. A. Tallquist 
Displaying various models of the Ediphone 

Dentzer. 

Electro-Copyist, photo copy 


Rol-Dex cards and guides 


Edwin C. Barnes & Bros. 
dictating and transcribing units. O. C 
Jones-Wendell Corporation.—Hunter 

ment and supplies. J. Nightingale. 
Paul L. Karstrom Company.—Package tying machines which automati 
ally tie up packages ranging in size from small packets of letters to 


equip 


large bundles 


Kohihaas Company.—Showing a large 
ull business offices. M. A. Thometz. 


variety of sorting equipment for 


Marchant Calculating Machine Company.._Marchant calculators in a 
wide selection of models and sizes. J. L. Oakes. 

Marshall-Jackson Company.-Globe-Wernicke and Lincoln desks and 
Sikes chairs, visible systems and wood filing cabinets 


Mead & Wheeler Company.—Sikes and Shepherd chairs and Macey 
desks E. Allen Mead 

Monroe Calculating Machine Company.— Calculating, 
ing and check-writing machines. K. B. John 
McBee Company.—Accounting systems and forms, 
unit E. R. Freed 

McCaskey Register Company.—Cost 
petual inventory and other business helps. E. G 
National Postal Meter Company.—Metered mail 
plete mailing room equipment. J. E. Hendrix 
Niagara Duplicator Sales & Service.._Duplicating ma 
office equipment. G. E. Crabbs. 

Office Equipment Company of Chicago.—Showing of 
featuring Browne-Morse files A. R. Jones 
Pitney-Bowes Postage Meter Company. 

mailing equipment A. R. Spalding 
Recordak Corporation.—_Methods of accounting by photography for busi 
ness organizations 


adding, bk okkeep 
featuring the Keysort 
payroll distributions, per 


Crane 
machines and con 


records, 


hines, supplies and 
tice equipment and 
devices and 


Metered mailing 
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Remington Rand tInc..-Typewriters, adding and bookkeeping machines, 
visible equipment, filing systems and equipment, tabulating machines, 
safes, typewriter and duplicator supplies. P. E. Staley 

Rite-Line Corporation.__Showing the Rite-Line copyholder with literature 
to explain its means of preventing errors and speeding production L. 
Stock, sales manager of the corporation, and Harry I. Gillogly, president 
of Watt & Gillogly, Inc., Chicago representatives 

Rol-Dex Company.—Showing Rol-Dex files and filing system. R. K 
Klapman. 

Royal Typewriter Company, tInc.—Showing the Royal typewriter and 
featuring the company’s lines of ribbons and carbons. P. W. Jones 

Spak & Natovich.—A display demonstrating the company’s ability to 
completely furnish and supply an office or entire business house. L. W 
Rouzer. 

Standard Manifold Company. Carbon papers and inked ribbons rhe 
display featured carbon paper for continuous forms. L. K. Fleischmann 

Stenotype Company.- Displaying the Stenotype shorthand machine which 
was featured as “the machine way in shorthand 1. B. Walsh 

Todd Sales Company.— Check writers and check signers and other check 
protection equipment. Art High. 

Underwood Elliott Fisher Company... An unusually large display of type 
writers, accounting machines and other types of office equipment. F. C. 
Snow, 

Watt & Gillogly, Inc. See Rite-Line Corporation 

Workman Calculating & Typing Service... Methods of computing in 
ventories, making sales analysis, cost reports, etc. Sam Workman. 


An additional feature which the Dictaphone Corpora- 
tion offered its guests was an hourly showing of its 
new motion picture entitled ‘“What’s An Office, Any- 
way?” This was held under the supervision of A. E. 
Blackstone, Chicago branch manager, and attracted a 
great number of visitors to private dining room No. 15 
where the picture was shown. 

Another worthwhile display was that of the Common- 
wealth Edison Company which held an interesting va- 
riety of fluorescent light tubing for office purposes. 

The National Office Managers Association and the 
Office Management Association of Chicago also main- 
tained display booths. 

—- 
GAFFANEY’S OPENS NEW FARGO STORE 

Marked by a number of special and unusual fea- 
tures in which representatives of ten leading office 
equipment manufacturers participated, the formal 
opening and business show of the new store of Gaff- 
aney’s, 617-19 First avenue North, Fargo, N. D., was 
held on January 22, 23 and 24. 

For three days the staff, headed by President J. E. 
Gaffaney, was on hand to welcome the visitors and 
guests who were attracted by the advance publicity 
of the company which utilized newspaper space and 
radio and distributed 20,000 blotters and 2000 invita- 
tions. 

Many pleasant surprises awaited the guests when 
they appeared at the store, chief among these being 
a program of short addresses which representatives 
of various companies were to deliver. Those who took 
part in this unusual event and their subjects were as 
follows: 

R. B. Valleau, The Leopold Company and Milwaukee 
Chair Company, “Streamlining Your Office’; Ed. Wo d, 
Parker Pen Company, “The Pen is Mightier Than the 
Sword”; Fred I. Peterson, Dictaphone Corporation, 
“50,000 Executives Can’t be Wrong”; Harry G. Swift, 
Marchant Calculating Machine Company, “With the 
Speed of Lightning”; L. W. Gillette, The Shaw-Walker 
Company, “Methods of Filing Correctly’; Tom Valleau, 
“Good Posture Versus Office Fatigue’; Harry Berquist, 
“Your Office and I’; C. W. Houseman, Royal Type- 
writer Company, “The Quartermaster and Mechaniza- 
tion”; Ed Perkins, “Ribbon and Carbon Conservation”; 
Jack Berry, The Globe-Wernicke Co., “Substitutes.” 

Other representatives who also helped make the 
big event a success were George Lazier, Boorum & 
Pease Company; Art Letner, Columbia Ribbon & Car- 
bon Manufacturing Company; Russ Okerstrom, W. A. 
Sheaffer Pen Company, and Sheldon F. Bellas, Minne- 
sota Mining & Manufacturing Company. 

The new store occupies the first floor of a modern 
building. A color combination of gray vitrolite blocks, 
with silver and blue trimmings decorates the front. 
Floors are covered with linoleum and in the furniture 
department individual rugs are used to properly dis- 
play the various suites. Walls are oak paneled. 

Walls and ceilings of the stationery department are 


w 
uv 


in canary yellow and others in soft cream hues. 
Fluorescent lighting is used throughout. 

Mr. Gaffaney was born and educated in Minnesota 
and after being a bookkeeper in a Villard, Minn., bank 
became a “news butcher” on the Rock Island rail- 
way, riding and working on the trains between Des 
Moines and Denver. 

The present business was started during World War 
I by Mr. Gaffaney, H. L. Wilson and Arthur F. Collar. 


The concern prospered from the beginning and with 
the exceptional business ability of the men at its head 
was destined to grow into one of the largest firms of its 
kind in the country. As the years passed Mr. Gaffaney 
bought out the interest of his two partners and became 
sole owner. 

The company employs sixteen persons in the Fargo 
store, but another eleven are on the payroll, being 
attached to branch stores of the company at Grand 
Forks, Minot and Bismarck. The firm also maintains 
agencies at Jamestown, Dickinson and Fergus Falls. 

Among officials and titled employees who assist Mr. 
Gaffaney in conducting the large business are the fol- 
lowing: Claude Tritschler, vice-president; Arthur F. 
Shipley, vice-president; R. T. Gaffaney, secretary. 
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THREE VIEWS OF THE NEW 
GAFFANEY STORE AT 
FARGO, N. D.—A three-day 
celebration and housewarm- 
ing featured the opening of 
the new establishment at 
617-619 First Avenue North. 
(Top) The office machine 
department with repair and 
service facilities in the rear. 
(Center) The office furniture 
department which features 
Leopold products. (Lower) 
Entrance to the store with a 
modern front which adver- 
tises Shaw-Walker furniture 
and Royal typewriters. 











NEW MACHINES AND DEVICES | 





ART METAL PRODUCES NEW WOOD FILE 

The Art Metal Construction Company, Jamestown, 
N. Y., has met war’s demand for steel curtailment in 
civilian life by designing and introducing to the trade 
a new wood filing cabinet line under the trade name 
of Artwood. 

The line includes four models, letter and legal size, 
with and without locks. Each one matches up in 
height and depth of case with the Art Metal 7600 
line steel files. The finish is the company’s standard 
“Olive F” green and drawer pulls, label holders and 
knobs are of plastic. 

The Artwood file utilizes the AMCO cradle-type, 
progressive, roller drawer suspension and positive lock 
compressor, the latter operating in a steel channel in 
the drawer bottom and free of the guide rod. 

The files with locks are equipped with Art Metal’s 
standard automatic unit locks with plunger-type lock 
cylinder, locking all drawers without key. 


Dimensions of the letter file in inches are: Width, 





THE ARTWOOD FILE 


163g; outside height, 51/i; depth, 281; inside width, 
(clear) 12144; height, (drawer) 103g; depth, 25%. 

Legal size: Width, 1912; outside height, 511%; depth, 
28144; inside width (clear) 153g; height (drawer) 103,; 
depth, 25. 

_- —<—_-.-——- 
BLAISDELL’S NEW COLORED PENCIL LINE 

The Blaisdell Pencil Company, 141 Berkley street, 
Philadelphia, has announced a new line of “Nick and 
Pull” colored pencils, each unit of which is paper 
wrapped and embodies the Blaisdell patented thread 
feature. 

For easy identification each pencil is polished in 
its respective color and lends itself to forming an 
attractive counter or window display as a means of 
increasing sales for the dealer. 

There are twenty-two colors as follows: 

Magenta, violet, purple, light gray, dark gray, sienna 
brown, blueprint red, light green, olive green, azure 
blue, ocean blue, blue, black, green, yellow, lemon 
yellow, brown, white, orange, deep red, red, crimson 
red. 


“SECRETARY” DESK LAMP 
Twenty-first and Rockwell 
new fluorescent 


VAN DYKE’S 
Van Dyke Industries, 
has 


streets, Chicago, announced a 











THE SECRETARY DESK LAMP 


desk lamp under the trade name of the “Secretary,” 
and catalogue listed as the No. 1118. 

Designed and built primarily as a stenographic or 
counter lamp, the Secretary has an arm which makes 
a complete revolution and a shade which tilts to any 
desired angle. A white liquid plastic reflector pro- 
vides an abundance of current illumination, an 
attractive base and a pen rest and tray and a note- 
book holder can be fitted. An instantaneous starting 
switch and brown Morocco finish completes the picture. 


Specifications are height overall, 19 inches; base, 
7 inches wide by 9 inches long. The lamp uses a 
single 18-inch, 15-watt A. C. tube. The price, less 
tube is $15.00. 

—>- —____- 


NEW GLASS DESK PAD BY FOX 
George E. Fox & Company, 412-20 Orleans street, 
Chicago, has announced a new series of frame glass 
desk pads consisting of two sizes to fit the average 
desk. Units are made of Lyno board with a heavy 
foundation and a three-quarter-inch frame of the 
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THE FOX GLASS DESK PAD 


same material. The pads are finished in green, brown, 
and maroon or may be had in special colors. Each 
one is equipped with a felt back for the protection of 
the pad as well as the furniture. 
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Dimensions of the two sizes are as follows: 

No. 016. Glass, 4% by 18 by 24 inches; overall size, 
1934 by 2434 inches. 

No. 018. Glass, 4% by 18 by 24 inches; overall size, 
1934 by 2434. These two pads list at $3.50 and $5.00. 


ae 


—_.— 
NEW 10-KEY BARRETT A ANNOUNCED 
The Barrett adding machine division of the Lanston 
Monotype Machine Company, Monotype building, 
Twenty-fourth at Locust streets, Philadelphia, has 
announced a new model, ten-kKey electric adding-list- 





THE BARRETT B17E MODEL 


ing-multiplying machine with seven-column capacity 
($99,999.99). 

Manufactured at an unusually low retail cost as a 
means of making possible sales to an entirely new 
field of prospective purchasers, the new machine is 
finished in the Barrett Graytone styling with a mod- 
ern streamline design and is listed as the No. BITE. 

It is equipped with a number of time-saving features 
such as visible adding dials, automatic electric total 
and sub-totals, automatic electric keyboard clear key 
and one-position backspacer. The unit also has the 
Barrett electric automatic item repeat feature which 
does away with the necessity of depressing and re- 
leasing a repeat key when items need to be repeated 
in addition. 

Insofar as its multiplying ability is concerned the 
No. BI7E is actually a printing calculator which has 
a result capacity far greater than seven columns be- 
cause of the Barrett backspacer feature which provides 
left-to-right multiplication. The machine occupies 
desk space of 7 by 13 inches, weighs 15 pounds and has 
an operating speed of 160 strokes per minute. 

AIGNER OFFERS NEW JOB TICKET HOLDER 

The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, has announced a new job ticket holder 





THE JOB TICKET HOLDER 


at fifty cents and is designated 
black 


which is made to list 
as style No. G-13. The unit is equipped with a 


37 


Pajco back, 74-point clear celluloid front, is imita- 
tion leather edged and sewed and has one eyelet at 
the top. It holds an 8% by 11 inch sheet. 
o—<_-e—__—— 
HEYER ANNOU NCES NEW STENCIL 

The Heyer Corporation, 901-911 West Jackson boule- 
vard, Chicago, has announced a new stencil which will 
be marketed under the name “Lettergraph Cellulose 
Dry Stencils.” These new stencils, as the name implies, 
are made from a cellulose formula and have many 
good qualities. 

They are equally good for typing, handwriting or 
drawing, and will produce thousands of clear, sharp 
copies. They are a pleasing blue color, and typing or 
writing shows as a contrasty white against the blue. 

Typing scales are top-printed directly on the face 
of the stencil for increased legibility and ease of han- 
dling. They may be used with all kinds of inks and 
can be readily cleaned and filed for rerunning. They 
will be sold in the modern, attractive brown and black 
package illustrated. The box is varnished to impart 
added eye-appeal and protect against dust. 

A tested and approved formula developed during 
Heyer’s many years of stencil manufacturing will be 





HEYER STENCIL AND PACKAGING 


used for this new product. Other well-known stencils 
in the Heyer line such as Royal Blue, etc., will not be 
superseded by this new stencil, for the benefit of cus- 
tomers who prefer these non-cellulose products. Those 
interested in obtaining further information about the 
new Lettergraph Cellulose Stencil should write to The 
Heyer Corporation for prices and further information. 
—_e) 
OLD TOWN PRODUCES “PERFECTWRITER” RIBBON 

The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., is introducing a new development in 
the carbon paper ribbon field which has been trade- 
named the Hi-Test Perfectwriter ribbon. 

The new ribbon is made of a special material which 
is difficult to tear and cannot flake or powder. In 
addition it is claimed that the ribbon will not pick 
up grit or sediment and that the backing is in effect 
a backing sheet which results in a cleaner and sharper 


write, an important feature in hektowriter work. 
_—- « 


SPEED PRODUCTS OFFERS TWO NEW RUBBER 
ITEMS 

The Speed Products Company, 37-38 Northern boule- 
vard, Long Island City, N. Y., last month announced 
the production of its Parr rubber finger tips and Parr 
rubber typewriter keys, both manufactured from re- 
claimed material. The new finger tips are black while 
the typewriter keys are black with white characters. 
Both items are available for immediate delivery with- 
out priorities being required. 








NEW WASTE BASKET LINE BY NUCRAFT 
Nucraft Furniture Products, 18 Goodrich street, 
S. W., Grand Rapids, Mich., has announced a new 
raste basket designed for use in executive offices and 





THE NUCRAFT NO. 60 WASTEBASKET 


designated as the No. 60 to distinguish it from the 
firm’s Nos. 40 and 20 models. 


The new unit contains all of the substantial fea- 
tures of the previous models with some new ones 


added. The No. 60, shown here, is one of six new de- 
signs which have been prepared for the trade. Upper 
corners are provided with rubber bumpers and the 
bottom is of twenty-gauge steel permanently attached 
to the base to prevent any possibility of rattling. 

The waste basket is designed with attractive lines 


and is available in genuine walnut, mahogany and 
quartered white oak. 
<r <« 
NEW NEVA-CLOG STAPLING PLIER 
Neva-Clog Products, Inc., Bridgeport, Conn., has 


recently added a new stapling-plier to its line under 
the designation of the J-30 which features a sliding 
front plate. 

The function of the sliding front plate of the J-30 
model is to lock the staple strip in place and prevent 
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THE J-30 STAPLING PLIER 





the staples from being ejected from the channel until 
the front plate is again closed. 

Its operation is simple. The user need only use a 
coin or other metal object with which to push the 
front plate upward, exposing the channel and permit- 
ting misused staples to be removed. The J-30 also has 
a special locking device which holds the regular staple 
strip in place during this operation. Pressing the 
handles of the stapling-plier, to make a full stroke, 
instantly closes the front plate to its original position, 
and the machine is ready for use. 
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ANNOUNCES NEW STEEL DESK 


POLISH 

The polish division of the Hammer Mill Sales Com- 
pany, 250 Delaware avenue, Buffalo, N. Y., has an- 
nounced to the trade a new polish made expressly for 
steel desks and furniture and trade-named Hamco. 

In using Hamco, according to the manufacturers, 
it is necessary only to apply the fluid and polish 
the desk, filing cabinet or other unit once a year, 
fingerprints and other marks being easily removed 
from time to time with a dry cloth. The polish is 
waterproof, does not leave powder in cracks and 
does not leave layer upon layer, each new application 
removing the last one. It is a protection for metal 
surfaces. 

The company also manufactures a fabric cleaner, 
a combination fabric cleaner and spot remover, a 
lacquer cleaner and a combination cleaner and polish 
for lacquer and enamel. 


HAMMER MILL 


> 
NEW FILING CABINET BY MICHIGAN DESK 
The Michigan Desk Company, Grand Rapids, Mich., 


is announcing a new wood filing cabinet which is 
available in legal or letter size and is a unit which 





MICHIGAN'S NEW WOOD CABINET 


is being furnished government offices in large num- 
bers. The cabinet comes in a standard green and 
closely resembles a steel unit in appearance. If de- 
sired it can also be furnished in mahogany or walnut 
color. Drawers are constructed with the usual sus- 
pension slides and rollers and the cabinet is furnished 
with a secure lock at slight additional cost. Further 
information, prices, etc., will be furnished by the com- 


pany on request. 
o a 3 


SERVICE INDUSTRIES’ PLASTIC FIBRE BOARD 


Service Industries, Inc., 2025 South Calumet avenue, 
Chicago, has announced a new plastic fibre board for 
use on desk tops. The unit is manufactured of the 
same material which goes into the firm’s lines of clip 
boards, drawing and lap boards. Despite its substantial 
construction the board can be easily cut with wood- 
working tools and the edges can be shaped with a file 
or with sandpaper. The material is available in stand- 
ardized sheets measuring 34 by 60 and 36 by 60 inches. 
Application can be made with either a metal molding 
or cement. Further particulars on this and other lines 
of the company will be furnished on request. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, December 29. 

An Epitome of the Industry’s Reactions to Present 
Day Conditions—In England just now we are wonder- 
ing what effect the new war conditions will bring for- 
ward. America, at all times allied with us in spirit, 
is now closely allied with us in fact, in fighting this 
war of aggression and engaged in the defeat of a 
common enemy. But we in the office appliance trade 
frequently wonder what will be the result of all this. 
Certainly a large number of American factories at 
present engaged in the manufacture of office appli- 
ances will turn over to the production of war material. 
So to a certain extent production will be at least re- 
duced. But will this situation stop the experimental 
work which has always gone on so very definitely in 
the factories—will it stop progress and the improve- 
ment even of existing machines? We know that 
throughout Europe the invention, re-designing and 
improvement of office appliances, office systems, etc., 
has practically been brought to a standstill for well 
over two years, but in America we believe progress has 
been made during that period—new designs, new 
models, corrections and alterations in existing models 
have taken place—and if that stops, the whole of the 
forward-march of efficiency also slows down, if it is 
not stopped altogether. That would be rather a sad 
thing. Sad in many ways, because it will mean that 
the business will be so much longer in picking up. It 
will mean that so many of the inventive geniuses who 
have been employed on this work will have either run 
to seed, or placed their energies, ideas and thoughts 
outside of the business, and they may take quite a 
long time before they are tempted back into it. It may 
even mean that the office appliance trade reaches a 
stage of almost stagnation. That would be too bad. 


x * * 


The next stage we must think of, and look at, is the 
shortage of material—because we take it America will 
find the same as Britain, every scrap of raw material 
has a very fine end in view—that of being turned into 
wer material with which to beat our common enemy. 
So we may find that materials also will prove a slowing 
influence, although, of course, the materials are of a 
highly profitable nature. That is to say, per ton of 
steel, as it is manufactured into office appliances, its 


market value becomes so much enhanced that it is 
indeed a magnificent proposition. But under present 
day conditions, one ton of steel is of so much more 
value welded into guns, bombs and ammunition gen- 
erally, that we must even put up with that incon- 
venience. 


* * 


The next thing we wonder about is whether you 
will have the type of controls that we have. In a gov- 
ernment order just issued it is impossible for any one 
to buy almost any type of office machine without first 
obtaining sanction from the directorate of office ma- 
chinery section of the Board of Trade. It doesn’t only 
refer to new machines, it means secondhand machines 
also, so that there is the heavy hand of control im- 
mediately put on to all distribution of office appliances. 
This is to ensure that efficiency methods are directed 
into those channels where they are most needed, and 
not into what might be termed “luxury trades,” as 
over this side of the Atlantic there is a genuine scarc- 
ity resulting from two years without free imports and 
the consequent soaring of prices. These controls, if 
you get them in America, will at first be very irritating, 
but you will rapidly appreciate the necessity for them 
and realise that although they are irritating and they 
are a restriction on trade, nevertheless, they are de- 
vised and enforced for the common good, and you will 
rapidly become regimented to the idea of these govern- 
ment controls in the same way we have. In the initial 
stages, of course, it means a lot of extra work, the 
filling-in of forms, the giving up of all sort of private 
and confidential information, facts and figures that a 
few years, or even months, ago, we would never have 
dreamed of giving to anyone outside of our own busi- 
ness, and in fact, the knowledge of them was restricted 
to a very few in the business. Today they are freely 
revealed to government officials and curiously enough 
some of those officials were, until quite recently, rep- 
resentatives of our own competitors. Although at times 
we have to swallow hard in giving away these facts, 
we are very shortly brought to realise that these par- 
ticular men. our one-time competitors, are perfectly 
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UEF MAKES THREE IMPORTANT PROMOTIONS 


The Underwood Elliott Fisher Company, New York, 
N. Y., last month announced, through General Sales 
Manager W. F. Arnold, the promotion of three mem- 
bers of the sales staff to important positions. The men 
involved and the positions they take are as follows: 

Clyde M. Jungbluth, who becomes sales manager of 
the adding machine division; Paul E. Cockrill, ap- 
pointed sales manager of the portable typewriter divi- 
sion, and Norman D. MacLeod, who goes to Washing- 
ton, D. C., as assistant district manager for all prod- 
ucts. 

Mr. Jungbluth was formerly in charge of national 
portable typewriter sales and joined the Underwood 
Elliott Fisher Company as a portable typewriter sales- 
man in Minneapolis in 1929. Later he was promoted 
to general representative for the organization’s west- 
ern district and then assistant to the sales manager 
of the portable typewriter division in New York in 
1931. In April, 1936, he was appointed sales manager 
of that division. In this position Mr. Jungbluth broad- 


ened his acquaintanceship throughout the United 
States, meeting and making friends among many 
hundreds of dealers and department store buyers. 


Mr.:-Cockrill, who was graduated from Central Nor- 
mal college, Danville, Ind., in 1930, began his career 
as a teacher of commerce in an Indianapolis high 
school. He used his long summer vacations advan- 
tageously as an Underwood portable typewriter dealer 
and in 1938 joined UEF as a wholesale portable sales- 
man. The results of his first year’s efforts doubled 


the volume of sales in the state of Indiana, and the 
following year he doubled this record. 
1941, 


In February, Mr. Cockrill was transferred to 





CLYDE M. JUNGBLUTH 





PAUL E, COCKRILL 


the home office as a promotion salesman in the 
portable division. 

Mr. MacLeod, formerly sales manager of the adding 
machine division joined UEF as a salesman at the 
Boston office in 1922, and after selling various prod- 
ucts was appointed manager of the Worcester, Mass., 
office. In 1936 he was promoted to sales manager of 
the supply division and after successful management 
of that division was made sales manager of the adding 
machine division in 1940. 


oi 6 a 
KOERNER AGAIN HEAD OF JASPER CHAIR 

At the annual stockholders’ meeting held last month 
in Jasper, Ind., Louis T. Koerner was reelected presi- 
dent of the Jasper Chair Company. He also holds the 
title of general manager. 

At the same time the board elected the following 
men to the positions indicated: Leo C. Jahn, vice- 
president, and Arthur Barth, secretary and manager. 

The board of directors is composed of Messrs. 
Koerner, Jahn and Barth, Alva Elliott and John J. 
Traylor.—WBC 

te — 
ALLEN SUGAR “CHIEF” FOR GEORGIA 

Ivan Allen, Sr., chairman of the board of the Ivan 
Allen-Marshall Company, Atlanta, Ga., last month 
was appointed sugar administrator for the state of 
Georgia. Mr. Allen has for years taken a leading part 
in civic betterment programs both for his city and 
the entire state and is a man fully capable of han- 
dling the vast and intricate details of a state-wide 
rationing job—JHR 
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‘From the halls of Montezuma 

















to the shores of Tripoli a 


il _ * — 
= : sale : oo neta ng me 
6 BO ie 7 : 
al "a 


7 





“Sergeant, U. 


You can tell by his eye and the set of his jaw that he’s rugged and ready... 


able to take it and willing to go wherever orders send him... He stands for 


no nonsense, asks no quarter and gives none when the honor of the Corps 


is at stake. But he keeps a fatherly watch on young recruits . . . starts 
them off on the way to promotion and pay . . . sees they stay on the track. 


Wherever he is, ‘‘ The situation is well in hand.’’ He is a U. S. Marine. 


Wherever the action is hottest... an 
atoll in the Pacific... the anti-air- 
craft batteries of a fighting ship... 
there are the U. S. Marines. 

Corps equipment, like the Corps 
itself, must be rugged and ready, 
able to take it and willing to go. 

One of the busiest, most trusted 
the 


means of communication in 


Corps is the Mimeograph duplicator, 


Its accuracy, its speed, its black- 
and-white crispness ... the way it 
stands up when the going gets tough 

. its willingness to tackle the job, 
give the Marines what they want in 
duplication. With its integrated sten- 


B 


MIMEQGRAPH is the trade-mark 





S. M. C., reading orders,” a drawing by Norman Price 
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cil sheets and inks, it is on duty 
wherever Marines are stationed. 
If your company wants to put 
those qualities to work on its dupli- 
cating problems, just call the 
Mimeograph distributor in your 
community—or write A. B. Dick 
Company, Chicago. 
SSEMPER) (FIDELISS Emblem of the U. S. Marine Corps 

Bi ... eagle, globe, and anchor ...and 
the Corps motto, ‘Semper Fidelis.” 
) The Corps was founded by act of the 
First Continental Congress, Novem- 
ber 10, 1775, and has served with 


honor in every war in which the 
United States has been engaged. 





COPYRIGHT 1942, A. B. DICK COMPANY 


Mimeograph duplicator 


of A. B 


registered in the U.S. Patent Office, 


dick Company, Chicago, 
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MONROE STARTS CONSTRUCTION ON DEFENSE 
PRODUCTION BUILDING 

Construction of the new Defense Production build- 
ing of the Monroe Calculating Machine Company of 
Orange, N. J., was officially started on February 9 
The occasion was marked by a ground-breaking cere- 
mony attented by the mayor and other leading officials 
of the city of Orange, by representatives of the Army 


and the Navy, and by officers, directors, and other 


members of the Monroe organization. 


President E. F. Britten, Jr., dug the first spadeful of 


earth, while martial music sounded forth through the 
company’s loudspeaker system, and workers from an 
adjacent building set up a rousing cheer. 

The new structure will incorporate many ideas that 
are revolutionary, and represents a type of construc- 





BREAKING GROUND FOR THE MONROE DEFENSE PRODUC- 

TION BUILDING.—President E. F. Britten, Jr., turns the first 

shovelful of earth for the Monroe defense unit at the Orange, 

N. J., plant. The four-story, windowless building will add 

100,000 square feet of space to the Monroe manufacturing 
facilities. 


tion which no doubt will be widely adopted in manu- 
facturing plants of the future. The building will be 
entirely without windows, the first multi-story win- 
dowless industrial building to be erected in the state 
of New Jersey. A complete air-conditioning plant will 
provide ventilation and the light will be furnished by 
fluorescent units, thus keeping eye and physical strain 
upon the workers at a minimum. Noise control will be 
introduced through special acoustical treatment of the 
ceilings. 

The roof will be covered at all times with a three- 
inch layer of water which will be provided from wells 
on the company property. This innovation will pro- 
duce an appreciable cooling effect in summer, and an 
insulating effect in winter. As the water evaporates, 
an automatic device opens the supply to maintain the 
proper level. 

The elevators are of the most modern type, and have 
an automatic self-leveling feature which keeps each 
elevator constantly at the exact floor level as a load is 


MONROE'S IMPOSING STRUCTURE.— 
This is the new Monroe Calculating Ma- 
chine Company's Defense Production 
building as it will appear when com- 
pleted about July 1. The structure will 
be used for the manufacture of precision 
instruments for use on airplanes. 





OFFICE APPLIANCES 


placed upon it. In normal use the elevator doors, 
which are electrically operated, will open to standard 
height, but by special construction extra head room 
will be provided on those occasions when unusually 
high or large machinery is to be handled. 


Among the architectural features of the building are 
two columns of glass adorning the face of the semi- 
tower design at the corner. These are not windows but 
are panels constructed of special glass blocks which, 
when illuminated, produce a jeweled prism effect of 
unusual brilliance. Color schemes may also be intro- 
duced in this lighting. 

The building will have four floors and contain 
nearly 100,000 square feet of floor space. Completion 
is scheduled for July 1. In the meantime the company 
is already deeply engaged in defense work since much 
of the machinery that will be installed in the new 
building is already operating in various parts of the 
plant, turning out defense products. 

By the time the structure is ready for occupancy it 
is expected that it will be one of the most completely 
equipped in the country, with a floor plan arranged to 
offer the fastest type of work and output consistent 
with precision manufacture. 

—-><« 
OSCAR WEISSENBORN GENERAL PENCIL 
PRESIDENT 

At an election of officers of the General Pencil Com- 
pany, Jersey City, N. J., last month, Oscar E. Weissen- 
born was named president of the firm, succeeding 
R. A. Weissenborn, who retired from the organiza- 
tion. Other officers elected were vice-president, Arthur 
S. Edelhoff; secretary-treasurer, R. L. Unser, and 
assistant secretary-treasurer, G. Lind. 

The new president, who is a son of the founder, has 
been connected with the company since 1927. He is in 
charge of manufacturing while Mr. Edelhoff, son-in- 
law of the founder and a member of the firm since 
1917, is in charge of sales. Mr. Unser handles financial 
credits and Mr. Lind controls auditing and accounting. 
They have been with General Pencil since 1916 and 
1939 respectively. 





—_ oe - 
CANADA “LENDS” STUART TO BRITISH NAVY 
Frank Stuart, president of Clarke & Courts, Ltd., 
Vancouver, B. C., Canada, and a lieutenant in the 
Royal Canadian Vancouver Reserve, has been loaned 
to the British Navy where he is on duty with the 
fleet. Lieutenant Stuart, who is a son of the late 
Brigadier-General J. Duff Stuart, served in the World 
War I with the Royal Flying Corps.—SJL 
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In the February issue appeared a short item concern- 
ing prompt deliveries of Staple-Masters by the Mark- 
well Manufacturing Company. Although the name 
“Markwell” appeared several times, in one instance it 
was inadvertently spelled “Markell.” 

—- 
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‘“‘The LINE that 


a can't be matched’’ 





THERE’S A CARBON 

—too—for the right 

purpose. You'll find 
them all in the 


PANAMA- BEAVER 
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CAMERON TAKES THE ROAD FOR OXFORD FILING 

Cal Cameron, that likable and industrious traveler 
who is known from Maine to Virginia wherever office 
equipment men gather, last month was appointed 
New England representative for the Oxford Filing 
Supply Company. 

Cal knows New England like he knows the inside of 
his automobile, having traveled the district since 1932 








CAL CAMERON 


as a manufacturers’ representative. Prior to that he 
conducted his own furniture and filing supply busi- 
ness for five years. He also spent a decade with an- 
other large filing supply house. 

Thus when he takes over for Oxford he can draw 
upon his valuable experience as salesman, dealer and 
manufacturers’ representative in helping stationers 
solve their filing problems. 

as eee 

ROYAL PROMOTES ANDERSEN AND McDEVITT 

J. K. Andersen and E. A. McDevitt, former special 
representatives for the Royal Typewriter Company, 
were named to new posts as sales supervisors, Roytype 
division, according to a recent announcement made 
by J. F. Vreeland, sales manager of that department. 

Mr. Andersen represented Royal in the Cleveland- 
Detroit area, and has an outstandingly successful 
record as a retail salesman. Mr. McDevitt also served 
as special Roytype representative, being assigned to 
the Atlanta territory. His record as a supplies sales- 
man earned him speedy promotion. 

Both men will assist Mr. Vreeland 
Sales Manager J. R. Risbey in connection with 
Roytype department’s rapidly expanding sales 
personnel program. The new supervisors will 
their headquarters in New York. 

_-——~* 
COLUMBIA RIBBON MOVES PHILADELPHIA OFFICE 

Forced to give up its quarters in the Pennsylvania 
building, when that structure was commandeered by 
the United States government, the Philadelphia branch 
of the Columbia Ribbon & Carbon Manufacturing 
Company has moved to a new location at 1508-1510 
Fox building. 


and Assistant 
the 
and 
make 





RITE-RITE’S NEW, STREAMLINED HOME.—Downers Grove, 
Ill., near Chicago, is the site of this beautiful factory and gen- 
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The new offices provide much additional space and 
better facilities by which the branch can properly 
handle increased Columbia sales activities and busi- 
ness in the Philadelphia territory. The Fox building 
is located in the heart of the city’s business section. 

SS ee 


NEW RITE-RITE PLANT OPENED 

The Rite-Rite Manufacturing Company, subsidiary 
of Joseph Dixon Crucible Company, last month an- 
nounced full operation of expanded production facili- 
ties in its new factory and general office building at 
Downers Grove, Ill., near Chicago. 

The new plant, occupying two acres on the C. B. 
& Q. railroad, is of modern, one-floor construction. 
The layout is of the square design, adapted to the 
company’s operations, with monitor-type roof fur- 
nishing adequate sunlight and ventilation over the 
whole floor area. The exterior is of fireproof, smooth 
brick construction in the current mode of streamlined 
industrial architecture. Now in the blue-print stage 
is a separate, fireproof warehouse to be constructed 
at the rear of the building for storage of inflammable 
and explosive materials. 

The move to the new location had been under 
consideration for some time, according to Rite-Rite 
officials, and was made to gain the advantages of 
improved working conditions at a centrally situated 
point near Chicago, but away from the smoke, dirt, 
and congestion of city manufacturing areas. The 
Rite-Rite organization is the principal industry in the 
suburban city of Downers Grove. Its employees are 
mainly residents of the town itself or nearby com- 
munities. 

The entire operation of tearing down machinery 
at the company’s old Chicago location and setting up 
manufacturing and assembly operations at the new 
building was performed in the short space of a few 
days. A large amount of new equipment and furnish- 
ings was acquired to carry out a program of in- 
creased production. Rite-Rite’s “Viewpoint,” “Thread- 
line,” “Thinliner,”’ “Exeter” and other styles of me- 
chanical pencils are being made at the new plant 
on a full time schedule, much of the work being 
done on automatic machinery, designed and con- 
structed by the company’s own engineering staff. 

As critical materials, such as brass, steel, rubber 
and plastics, are required for mechanical pencils, there 
have been interruptions and delays in service to the 
trade on shipments for civilian use. It is now antici- 
pated that improved working conditions and enlarged 
facilities will permit faster handling of available ma- 
terials, resulting in less delay and inconvenience for 
everyone, and will greatly expedite the handling of 
both defense and civilian orders for Rite-Rite me- 
chanical pencils. 

Members of the trade are cordially invited to make 
a visit to the new Rite-Rite plant a part of their 
trips to or through Chicago. For the convenience of 
customers direct telephone lines to Chicago, listed as 
Crawford 2323, are maintained. 





eral office building of the Rite-Rite Manufacturing Company, a 
subsidiary of the Joseph Dixon Crucible Company, Jersey City. 
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“Help win the 


Indeed yes, young lady... you and some 


eleven million other girls in this country 
of ours! 

How? In all the countless ways that women 
always find. 

The Red Cross wants you. Volunteer 


workers are wanted in civilian defense, in un- 


And if we may make the suggestion 
—learn to type! T'wice-welcome is 
the girl who brings with her not 
only the will to serve, but the skill to 


save precious hours of working time. 
A typewriter, a simple manual, a 
few days of faithful practice —and 


you’re twice as able to help! 
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dermanned draft boards, in auxiliary services 
for men in uniform, in vital social service 
work. And things must be kept going at home, 


too, while the boys are away. 


Help? You bet you can! And what a lift 


eleven million of you will 


give your Uncle Sam! ee 7 
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MEETINGS—CONVENTIONS—DINNERS 











SCHOOL EQUIPMENT CONCERNS GATHER 
IN CHICAGO 

The twenty-fifth annual convention of the National 
School Supplies and Equipment Association was held 
at the Palmer House, Chicago, February 15 to 18, in- 
clusive. As usual, one entire floor of the hotel was 
reserved for manufacturers and their exhibits. The 
sessions were held on another floor. The attendance 
was good; the interest in the manufacturers’ wares 
was keen. Several men well Known in the stationery 
field were on the program including S. A. Christenson 
of Sioux Falls Book & Stationery Company, Sioux 
Falls, S. Dak., president of the association, and Bert 
Cholet of Higgins Ink Company who spoke on “Build- 
ing Better Catalogues.” The Metropolitan School 
Supply Company, Cedar Rapids, Iowa, was awarded 
a prize for having the best catalogue; Farnham Sta- 
tionery & School Supply Company, Minneapolis, a 
prize for the best catalogue cover. J. W. Gledhill, 
Schoolcrafters, Inc., Boston, was elected president for 
the ensuing year. 

Among concerns of the office supply and equipment 
field who exhibited were the following: Automatic 
Pencil Sharpener Company Division, Spengler-Loomis 
Manufacturing Company; Ditto, Inc.; Joseph Dixon 
Crucible Company; Esterbrook Steel Pen Manufactur- 
ing Company; The Heyer Corporation; Higgins Ink 
Company, Inc.; C. Howard Hunt Pen Company; Ideal 
School Supply Company; Indiana Desk Company; 
Jasper Chair Company; Jasper Seating Company; New 
Indiana Chair Company; Norcor Manufacturing Com- 
pany; Seneca Falls Rule & Block Company; Squires 
Inkwell Company; Superior Type Company; Speed- 
O-Print Corporation; Wallace Pencil Company, and 
Weber-Costello Company. 

—>-e____- 


FRIDEN SALES AGENTS MEET 


The Friden Calculating Machine Company conducted 
sales meetings last month in Chicago, Cleveland and 
New York which were attended by all Friden dis- 
tributors from Omaha and Kansas City on the west 
to the Atlantic. The Chicago meeting was held in 
connection with the business show put on February 
10 to 13 by the Office Management Association where 
the Friden company had an exhibit under the direc- 
tion of George Rogers, Chicago sales agent. Carl M. 
Friden, president, and John M. Lund, vice-president, 
conducted the three gatherings. 

Mr. Friden reports a record attendance at each of the 
sales meetings with optimism holding sway. 


BANQUET WHICH CONCLUDED SCHOOL EQUIPMENT SHOW IN CHICAGO 
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KANSAS BOOK DEALERS HOLD CONVENTION 


By Ann Galt 

With the close of the twenty-sixth annual conven- 
tion of the Kansas Book Dealers’ Association at 
Topeka on February 15 to 17, its membership went 
back to stores with new information on stock, pricing, 
promotion, and priorities. Three traditions of this 
retailer group were maintained: Phil M. Anderson, 
president for twenty-two of the twenty-five years, was 
reelected with his slate of incumbent officers: vice- 
president, John A Crow, Topeka; secretary-treasurer, 
George Geiger, Leavenworth; acting secretary treas- 
urer, Mary S. Anderson, Newton. The usual February 
blizzard held down attendance which though under 
100, was 100 per cent in all sessions, with every re- 
tailer on his feet at least once. Contracts for the 
manufacture of special copyright K. B. D. A. school 

















PHIL M. ANDERSON 


supply items were awarded to H. D. Lee Mercantile, 
and notebook covers to the Wilson-Jones Company, 
and these will continue to be available to members 
only. 

Valuable both to retailers and manufacturers was 
the clarification of the obscure system of priorities 
ratings. Dealers who have been ducking this whole 
question of ratings for direct and indirect defense sales 
will now file these preferential ratings monthly with 
their resources, thus assisting manufacturers to re- 
place inventories on the basis of proven retail needs. 
Ralph Maneval, A. W. Faber, Inc., and Joseph Gordon, 
Wilson-Jones Company, both insisted that O.P.M. 
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The New J-3Q Stapling Plier 
with the Mw SLIDING FRONT PLATE 
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This new sliding front plate with special features which 
lock the staple strip in place and prevent staples from being 
ejected from the channel until the front plate is again 
closed, operates as illustrated. 


Using coin or other metal object such as letter opener, push the 

" front plate upward. This will expose the staple channel and any 
defective or misused staples may easily be removed. Special feature 
locking device holds the regular staple strip in place during this operation. 


2 To replace the front plate to original position simply compress the 
" handles of the machine making.a complete stroke. The machine is 
then ready for use as usual. 


This latest improvement in the NEVA-CLOG J-30 Stapling Plier 
will be welcomed by both dealers and users of this device, as % ¢ ie 
it speeds the removal of defective staples or jammed staples ¢ 
due to hurried or misuse of the machine. 


NEVA-CLOG PRODUCTS, INc. 
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authorities have no better basis for allocation of raw 
materials for conversion than the needs of retailers 
as reported with preferential ratings to their suppliers. 
As Charles Mitchell, Crane & Company, pointed out, 
manufacturers can keep retailers in goods to sell, only 
by authentic records of retail sales, as a lever for essen- 
tial materials. 

Exhibitors at the stationers’ show which is a feature 
of the book dealers’ convention, got very close to the 
dealers, with President Phil giving every representa- 
tive time on the program to present newsy items in his 
line. Dealers were intrigued by clever substitutions. 
Because the stationers’ exhibits lined the convention 
hall at the Hotel Kansan, and executive sessions were 
kept short, there was opportunity for study of mer- 
chandise displayed, and buying was active. 

Never has the group sought to be a big association; 
rather its value lies in a small, strong body of like- 
minded retailers, who share merchandising experiences 
intimately. 

In line with a policy voiced in the February OFFICE 
APPLIANCES, the sense of the Kansas convention was to 
spread limited inventories thin, so as to keep the 
widest possible range of customers protected on scarce 
merchandise. As suggested by Al F. Williams, local 
wholesaler, retailers will do well to dig out and dust 
off such merchandise as they bought from silver- 
tongued salesmen, and hid away as “buyers’ mistakes”; 
much of this will be bought by a merchandise-hungry 
public, and will, if rightly priced on replacement basis, 
put money in the tills to meet increased taxation 
demands. 

According to a new contract, K. B. D. A. members 
are to continue as agents of the Kansas Reading Circle 
in its effort to build larger libraries out in the state 
school districts. Cooperating dealers, who are the only 
ones empowered to handle these books, shall buy at 
cost plus 10 per cent up to $200 a season; above that 
figure, they pay cost plus 5 per cent, cash with order. 

Clarifying the Fair Labor Standards Act of ’38, as it 
applies to the Kansas retailer, Sol Yarowsky, regional 
analyst of the United States Department of Labor, 
mentioned the three tests by which a dealer may tell 
whether or not he comes into its provisions on his 
employer-employee set-up: (1) if the greater part 
(over 50 per cent) is intra-state selling; (2) if only a 
substantial amount (25 per cent) is in non-retail sell- 
ing; (3) if industrial sales or institutional sales are at 
the same price quoted an individual for quantity dis- 
count—then this Act does not apply to the store. 

Retailers were urged to place orders of staple sup- 
plies quickly, looking toward fall, for both business 
and school, so that transportation facilities could be 
diverted when needed, to military or defense shipping. 
Office machines taxes, they were told, can be refunded 
if selling is done for government, schools, or defense 





THE BAINBRIDGE, KIMPTON & HAUPT ANNUAL EMPLOYEE 
BANQUET.—Seated at the head table (L to R) are: William 
Mitchell, Miss Sarah Wahlers, Edward Rapp, Mrs. Florence 
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needs. Dealers were urged to protect art courses in 
schools and colleges, since commercial lines will always 
have to be styled, and this requires a continuous 
bringing up of a new generation with basic art 
training. 

Greeting cards, favored by the government for selec- 
tive service men as well as for the home front, will 
show continuous merchandising effort, appealing lines, 
and substitutes which many times are improvements. 

Dates set for the 1943 convention are February 14 
to 16, and Hotel Kansan, Topeka, is the convention 
headquarters according to outgoing-incoming presi- 
dent Phil M. Anderson. 

Various Journals of the trade are always in evidence, 
with sample copies stacked for retailer taking, and a 
generous-sized bulletin board on which are displayed 
write-ups and pictures of stores and displays, together 
with publicity from the general newspaper field. 

Book dealers, like other business groups, will stay 
out of the way of the state legislators next session (a 
years from now) to show their appreciation of the Fair 
Trade law and the Unfair Practices Act now on the 
statute books. There will, as always, be a protective 
lobby of the sixteen allied trade groups, to be ready 
for adverse measures. 

ee! Se 
BAINBRIDGE, KIMPTON & HAUPT HOLD ANNUAL 
DINNER 

Officers and employees of Bainbridge, Kimpton & 
Haupt, Inc., New York City stationery house, gathered 
in the Downtown Athletic club on January 21 to 
attend the company’s annual dinner for the firm’s 
workers. 

The event opened with singing of the national 
anthem, followed by an excellent turkey dinner and 
then John G. Bainbridge, chairman of the board, 
took over the duties of toastmaster of the evening. 
He recalled that the dinner last year was held in 
honor of the late Robert Hampton, who had at that 
time served the company for sixty years. A few 
moments of silence were observed in respect to Mr. 
Hampton’s passing. 

Company President Mortimer H. Chute, Jr., was 
called upon and, after showing motion pictures of the 
company’s 1941 outing, paid tribute to two employees 

-Walter Strand and Robert Schote—who have re- 
cently gone into the country’s armed forces. Mr. 
Chute said that doubtless other members of the firm 
will be called on from time to time and reminded his 
listeners that for every man at the front nine were 
required at home to support him. 

Mr. Chute also lauded members of the shipping 
department who recently worked a shift extending 
from 8:30 a.m., to 12:30 at night to complete a ship- 
ment which was to go to a body of troops being 
moved the following day. He declared that instances 





Lind, Mortimer H. Chute, Jr., president: John C. Bainbridge, 
Mrs. Mortimer C. Chute, Jr., William Fleming, Mrs. Lester C. 
Milton and Lester C. Milton. 
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PRONTO 
FIBREBOARD FILES 
SAVE STEEL 


PRONTO Files are made of 275 |b. test cor- 
rugated board reinforced with steel. Thou- 
sands of concerns have used them for many 
years—used them for all filing and storing 
When PRONTO Files are used 


all records are readily available. In Grained 


purpt SCS. 


walnut as well as olive green finishes they 
match present office installations. And they 


can be interlocked into solid batteries. 


Sell PRONTO Fibre Board FILES. 
A Size for Every Record 

Freight Bills Sales Checks Claims 

Charge Slips 5 x 8 Cards Receipts 

Job Tickets 4 x 6 Cards Meter Stubs 


PRONTO FILE CORP. 


349 BROADWAY, NEW YORK, N. Y. 













CHECK SIZE 
No. 1941L 


STEEL SLIDING 
FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 





Carton Price 


LETTER SIZE 
No. 1210L 


Carton Price 
$2.50 


Prices in Denver and West of Rockies 20% Higher 


Manufactured under one or more of the following Patents 2061485—21 10556—2139520——-2181918—2225958 

















No. 2712 
27 DRAWERS 


$257 
PRONTO FILING CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, can- 
celled checks, catalogues, samples, tools and dies, letters. 
Olive green baked enamel finish. Plated card holders and 
handles. Adjustable steel drawer partitions available at slight 
additional cost. 


PRONTO FILE CORP., 349 Broadway, New York City 
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Base 1414,” high $7.75 extra 


8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy 
gauge furniture stee!. Electrically welded throughout. Draw- 
ers glide smoothly and easily. A hood in the rear and a lift 
compressor in the front of each drawer keep prints and 
drawings in perfect order. 


Cabinets can be bolted into solid batteries. 
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like this, of which several have been experienced by 
the company of late, is the type of loyalty which 
will carry the nation far in its time of emergency. 

Mr. Chute said the success achieved by the company 
during its ninety-seven years of existence was due 
in great part to the organization which was solidly 
behind the leadership. In this connection he men- 
tioned four men—Messrs. Rapp, Merck, Neary and 
Carroll,—who have been with the company for thirty 
or more years, and eleven others who can each claim 
a twenty-year record. 

A program of entertainment by Employees Arthur 
Fleischman, Frank Cole, Victor Kohler and Charles 
Mensching was the next feature and was followed by 
dancing until an early hour. 

<> —___— 
CONNECTICUT VALLEY STATIONERS ANNUAL 
MEETING 

The Valley boys were right on the job on February 17 
at the Hotel Bond in Hartford as President Percy 
Jacobs, John R. Rembert Company, New Haven, Conn., 
wielded the gavel and called the annual meeting of 
the Connecticut Valley Stationers Association into ses- 
sion. The president demonstrated he is a man of few 
words and no lost motion as he kept the routine 
work slipping right along. 

After Secretary S. Ford Chidsey, Bradley & Scoville, 
Inc., New Haven, Conn., read the minutes and approval 
was received by the members, the president presented 
his report of the association’s activity of the year. He 
was followed by the secretary’s report and the audi- 
tor’s report. 

The nominating committee presented the following 
suggestions for the officers for the coming year, which 
were unanimously accepted by the association. Presi- 
dent—Percy Jacobs, John R. Rembert Company, New 
Haven, Conn.; vice-president—Elmer Pape, Adkins 
Printing Company, New Britain, Conn.; vice-president 
—James E. Feeley, Springfield Office Supply Company, 
Springfield, Mass.; vice-president—Edward Granfield, 
Tuttle, Moorehouse & Taylor Company, New Haven, 
Conn.; vice-president—Ted Hargan, Yawman and 
Erbe Manufacturing Company; secretary—S. Ford 
Chidsey, Bradley & Scoville, Inc.. New Haven, Conn.:; 
treasurer—Robert A. Furlong, Empire Stationers, 
Springfield, Mass.; auditor—Thure Bengston, Adkins 
Printing Company, New Britain, Conn. 

Directors: Otto Kavanaugh, Plimpton’s, Hartford, 
Conn.; John J. Molloy and Stanley McGar, John J. 
Molloy Company, Meriden, Conn.; Frank H. Fargo and 
S. H’ Challenger, Frank H. Fargo Company, Bridge- 
port, Conn.; Gustave Fischer, The Gustave Fischer 
Company, Hartford, Conn.; Leo Burt, Burt & Com- 
pany, Hartford, Conn.; Donald D. MacDonald, Bradley 
& Scoville, Inc., New Haven, Conn.; Tom Stonhouse, 
W. A. Sheaffer Pen Company; William J. Driscoll, The 
Carter’s Ink Company. 

The chair recognized Regional Governor George R. 
Hayes, Thomas Groom & Company, Inc., Boston, who 
expressed his pleasure at being present; Ed H. Knapp, 
Victor Safe & Equipment Co., president of the New 
England Travelers Club, who reminded the dealers the 
travelers were ready and anxious to help in any way 
they could; Howard S. Sanders, Stationers & Publish- 
ers Board of Trade, who stressed the thought for 
dealers—that they exercise extreme caution in their 
activities to make certain they maintain a liquid finan- 
cial condition and avoid over-reaching now when 
business is good. 


Garvin Addresses Meeting 
Charles P. Garvin, general manager of the National 
Stationers Association, the guest speaker, was then 
called upon by the chair. After a few preliminary 


remarks, the speaker told the group that American 
business was on trial these days. Big business, he said, 
can close their doors for a few months if need be and 
survive, but when the little fellow closes for 


a few 
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months he is closed for good. Small business actually 
consumes such a small amount of the vital material 
needed for war that allocation of their entire needs 
would not affect the war economy. Don’t think prior- 
ities will solve the small business man’s troubles, he 
said. He gave as his opinion that most things will 
be rationed. Then, and then only, will we get some 
idea of what the rules of the game are. He was 
alarmed, he said, by the number of businesses already 
forced to close their doors. Unfortunately, the Amer- 
ican public has not been taken into the confidence of 
the government. American business has not been 
given any idea of what is in store for it. He cited the 
odd ruling of OPM which denies the right of mem- 
bers to work on any job with which they are familiar. 
Facetiously he referred to too many crew men in 
Washington. His definition of a crew man being one 
who rows like the devil, can see where he came from, 
but don’t know where he is going. 

With dealers he earnestly pleaded that they make 
every effort to get priority numbers of Al0 or better 
from the concerns they supply. He cautioned dealers 
to listen to manufacturers and salesmen, read every- 
thing possible and study up on all priorities routine. 
He realized the complexity and the rapidly changing 
situation but reiterated the necessity of getting prior- 
ities numbers. 

What’s ahead in business is what you want to know, 
said Mr. Garvin. First final and basic task of dealers 
is to stay in business. The commercial stationer is 
performing an enormous task to defense by providing 
local outlets adjacent to the place where they are 
required. The second thing is that the office equip- 
ment business depends on the small business man. 
Take care, he cautioned, of the business you have to 
sell tomorrow. It is the small business that keeps this 
buiness going and it’s the only kind of business on 
which we can make a profit, if there is such a thing 
as profit in war. The third thing he cited was that 
the quantity discount schedule used in this business 
was all wrong and he warned that its continued use 
in this time would put a dealer out of business. These 
discounts were based on experience when the tax load 
was only a third of what it is today. So far we have 
been able to absorb the tax load without adjusting 
prices to the consumer but the discounts must be 
adjusted to the present time. He further warned about 
building up enormous stocks of “Ersatz” merchandise 
lest the whole thing suddenly end and the dealer be 
left with substitute merchandise. This led to the fourth 
point wherein he cautioned all to figure on a basis 
of profit after taxes. 

In closing, Mr. Garvin emphasized the fact that if 
each dealer will endeavor to operate his own business 
so it will be an asset to the country we will win 
through. We will have to do it for ourselves and it 
will not always be a pleasant task. 


Rockwell Tells Critical List 

Harvey P. Rockwell, Yawman and Erbe Manufactur- 
ing Company being asked by the chair about the sit- 
uation in office equipment replied by reiterating the 
fact that most of materials file and desk manufac- 
turers work with are on the critical list. He spoke of 
the confusion existing in WPB and OPM. It was his 
opinion that most of us will be employed in war work 
before we are through. Mr. Rockwell said his company 
will maintain a regular flow of merchandise as long 
as possible. He expressed his personal opinion that 
manufacturers should try to keep up their contact 
with dealers all through the emergency. They will 
try to do everything they can to help dealers stay in 
business. Everybody, he concluded, will have to make 
sacrifices. 

Mr. Garvin read some releases of Don Nelson, direc- 
tor of WPB, to indicate Mr. Nelson recognized essen- 
tial consumer needs. 

George Hayes read one of Kiplinger’s reports which 
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E, of the Royal Typewriter 
Company, are proud to be en- 
gaged in the manufacture of an en- 


gine of war. 


The part the typewriter is playing 
in America’s war with the axis powers 
is a vital one, for speed and more 
speed is the very essence of our ar- 


mament program. 


Every day millions of flying fingers 
must type instructions, specifica- 
tions, orders, and reorders before a 
bolt can go into a tank, a rivet can 
go into a battleship, or a rib can go 


into a plane. 


kven on the field of battle, the 


Lngine of Wal 


typewriter must help correlate the 
fast-moving action. The typewriter 
is with our fleet at sea, for each air- 
craft carrier, each battleship, cruiser, 
destroyer, and submarine . . . each 
unit of our Navy, down to the little 
mosquito boats, has typewriters on 


board. 


Wherever men and women work 
in war industries, wherever soldiers 
and sailors go to fight, the typewriter 
must go with them. That is why the 
Royal Typewriter Company is proud 
to be called upon to help provide the 
United States Government with the 
typewriters needed by an America 


at war. 


uw" 


Copyright 1942, Koyal Typewriter Company 


OvAL 


YPEWRITER 





Inc 











FOR 
1CTORY 


THERE 1S BUT ONE STANDARD 






NOW...THAT STANDARD MUST 
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The GF office equipment dealer is playing a vital part in a united 











victory. The dealer is making sacrifice from the standpoint of sales, 
because the most needed material is metal, without which GF 
desks, chairs, tables, files and other office equipment cannot be 
made. But the GF dealer is also benefiting from a long range 
viewpoint because of his contribution in assuring strength for the 
future. The high standard set by the needs for war production, 
while limiting the availability of GF equipment now is at the 


same time assuring the GF dealer's position for the future. 


The General Fireproofing Company recognizes the high stand- 
ards of GF dealers and gives assurance that what contributes 
greatly to that standard...GF Metal Office Equipment. . . will 


again be available when obligations to war production are past. 
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Products by GF: METAL DESKS - ALUMINUM CHAIRS + STEEL CHAIRS «+ FILING 
CABINETS - SAFES - STEEL SHELVING - STORAGE CABINETS + FILING SUPPLIES 
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~ QUESTIONS A terilory? 
DEALER SHOULD ASK 





\ 
ONE LINE WITH 
Cll THE ANSWERS 
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You owe it to your future to ask these four 
vital questions. Here are OLD TOWN’S answers .. . 






four big reasons for the big swing to OLD TOWN. 


@PRODUCTS: A _ simplified line for @ PROMOTION: Consistent National Ad- 
smaller inventories and easier selection. An vertising. Regular specialty selling assistance. 


Honest line . . . every sheet of carbon trade- Hard-hitting local selling aids 
marked and GRADE-marked. Exclusive spe- ; - 
cialties like Dawn Curlproof Carbon and 


Old Town Hermetic Ribbons. 
@ PROTECTION: OLD TOWN’S “As- 


@ PROFITS: Longer margins. Quicker ; R 
: signed Trading Area” Plan... helps you 
turnover of compact stock. Bigger percent- % 


age and dollar profits. grow with Old Town without competition. 


OLD TOWN is closing market after market with exclusive agency appointments. An OLD TOWN 
agency means plenty of help to increase your ribbon and carbon sales and profits. Get the facts 
on OLD TOWN’S new * * * * Dealer program. Write today for your copy of “The Dawn of a 
New Day in Ribbon and Carbon Merchandising.” Address Dept. A-3. 


a General Offices and Factory: 
OLD rown lon é-Calon Co, Tuc 


750 Pacific Street 
“MAKES A GOOD IMPRESSION” ¢ 


—_ Brooklyn, New York 
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indicated some help for small businesses might come 
from Congress. After which President Jacobs declared 
the meeting adjourned ’til evening. 

Dinner was ready in short order and all the boys 
were on the job. A member of the fairer sex enter- 
tained with selections from a “squeeze box.” Some of 
the group joined in singing some of the more popular 
songs. With dinner over President Jacobs again in- 
troduced Mr. Garvin who entertained his listeners 
with his “stories” and closed with the recitation of a 
poem. 

As usual the Valley boys all had a corking good day 
—this group always does. 

—o— 


BOSTON STATIONERS HEAR GARVIN 


Boston’s stationery clan turned out in force to hear 
Charles P. Garvin, general manager of National Sta- 
tioners Association at a special luncheon on February 
16 at the Chamber of Commerce in Boston. 

Regional Governor George R. Hayes, Thomas Groom 
& Company, Inc., as chairman, expressed appreciation 
of the large attendance saying it was an inspiration 
and which he regarded as a tribute to the guest of 
the day. In his introduction of the speaker Mr. Hayes 
said that today we are beginning to realize the true 
value of associations. What with priorities, allocations 
etc., we all are wondering what lies ahead in the com- 
plicated future. In the hope of obtaining some light 
on the subject Mr. Garvin had been asked to Boston 
to tell his listeners “What is the Washington view- 
point.” 

Mr. Garvin, greeted by lusty applause, stated it was 
his purpose to talk at random on the complex situation 
confronting business and businessmen today. As a 
preface he remarked that we, the people, are beginning 
to realize our great lack of war equipment and pre- 
paredness. Paying tribute to Don Nelson, WPB’s direc- 
tor, he said he had the toughest, most gigantic job 
ever unloaded on any one individual and though he 
has no desire to wreck our economy he is in full 
realization of the fact that accomplishment of the 
job the president has given him to do may require 
just that. Mr. Garvin spoke of our lack of certain raw 
materials such as rubber, etc. It was not the govern- 
ment but business that had accumulated the stock 
piles that exist today. To impress on his listeners 
some idea of the task ahead, he reminded them that 
the automobile business, one of the largest in the 
country normally, did about three billion dollars a 
year. Next year the plans call for a production total 
of ten billion dollars. 

What and who is on trial in this country, Mr. Garvin 
asked. The small business concerns are. Only fifty- 
seven businesses in our country are really big busi- 
nesses. The remainder are average and small bus- 
nesses. But this last group employs 21,000,000 people. 
Reciting discrepancies between government depart- 
mental edicts he stated his belief that people are just 
beginning to realize that they must be on their guard 
to preserve the American way of life. 


Ingenuity Required 


Small businesses must employ every ounce of in- 
genuity and industry to get through this thing. As 
distributors of merchandise he reminded his listeners 
that their inventories represented real gold today. 
When the present stock is sold, unless care is used in 
obtaining priorities numbers from their customers, the 
stock may not be replaced. These same priorities make 
it possible for manufacturers to obtain raw materials 
to replenish dealers’ stocks. 

Because of the confusion of mind and rulings, Mr. 
Garvin suggested that dealers appoint one person in 
each individual organization to make a study of the 
priorities rulings and forms. The speaker suggested 
that it seemed quite possible that we were now at the 
zenith of shortages. The exigencies of war have already 
affected the auto industry, one of the three major 








UFFILE MACHINE 
HEALERS 


Production of WAR 
MATERIALS is supplanting 
the manufacture of new 
OFFICE MACHINES. The 
maintenance of PRESENT 
EQUIPMENT will have to 


suffice for the duration. 


YOUR 
SERVICE 


DEPARTMENT 
is therefore MORE 
Important than ever. 


Serve 
Your Customers 
promptly and well 
by depending on 


AME a 


Ames Supply Company 


564 W. Randolph St., Chicago 








37 Murray St., 583 Market St., 
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Dallas Atianta 

















56 




















There's a big, 
profitable 


market for the 


Sengbusch LOBBY MODEL 


Handlipen sb 


Get your share, by pushing this special model for public 
counters — everywhere in your community. Your cus- 
tomers get rid of counter-pen jokes — a breeder of costly 
ill-will, — by providing perfect writing ease and conven- 
ience. They also save money, by cutting ink waste. Handi- 
pen features assure satisfaction. Pen attached to base with 
24-inch bead chain. Metal base with special composition 
feet “stays put” on counter. Push this good-looking item 
and make extra profits. Check your stock — order today. 


Sengbusch Self-Closing Inkstand Co. 


315 Sengbusch Building Milwaukee, Wisconsin 













Sengbusch Adapto 
Set for Public Counters 


Holds 2 oz. ink bot- 
tles of all leading 
brands. May be filled 
by pouring ink into 
bottle furnished. 
Equipped with chain 
and special “‘stay-put” 


base. 
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businesses around which the growth of this country 
revolved. The other two, radio and refrigerator indus- 
tries, would probably be next before long. 

“What's ahead in this business?” Mr. Garvin asked. 
“This industry faces a crisis most dealers do not realize 
and are not preparing for. Our total volume will prob- 
ably be reduced to sixty-five per cent of the 1941 vol- 
ume. This reduction probably will become real about 
late spring unless allocations save us. The fellows who 
will get the breaks will be the fellows who fight for 
them.” Our business, he reminded, depends on small 
offices and small orders. As a consequence the speaker 
warned of the hazard the dealer takes in attempting 
to get the big orders which lower stocks on the dealers’ 
shelves. He further warned of the hazard of our pres- 
ent quantity discount schedules which he considers 
all wrong. Dealers must concern themselves with these 
discount schedules and greater profits because today 
they must figure their net profits “after taxes.” Their 
gross profit of forty per cent remains the same as 
when taxes were only fifteen per cent as today, when 
taxes are fifty per cent. In normal times, dealers’ 
stocks build up with increased sales. But the profit is 
actually in inventory while Uncle Sam demands his 
taxes in cash. He warned against tremendous inven- 
tories especially of substitutes, which may be offered 
later on. When the turn comes and the market 
reverses and the value of inventory is reduced dealers 
without a satisfactory liquid position may get caught 
short. 

In conclusion, Mr. Garvin said that more than ever 
now is the time when dealers must help each other 
in every possible way. It is no time to try to put 
another chap out of business. Reminding of the neces- 
sity of this business in this emergency, he said many 
defense plants could not have gotten under way with- 
out the assistance of the local stationer who had the 
tools of business and management right on the spot. 
Be sure you are operating in the black. Be sure you 
get the priorities numbers you are entitled to. You 
must be solvent to do the job and serve your country 
to the highest degree. The stationer does serve defense 
and must sell that idea to the general public, he con- 


cluded. 
Need Priority Numbers 


In the question period that followed H. D. Leach, 
George B. Graff Company, stated his belief that every 
dealer who does not get priorities numbers is selling 
himself out of business because a manufacturer must 
have these numbers in order to be able to replenish 
the dealer’s supplies. 

Mr. Garvin then reminded that we have actually 
been in the war a little over two months and that 
we have not yet learned all the rules. Consequently 
we can expect changes of every nature. The questions 
of today are subject to the rules of tomorrow. One 
thing appeared clear, and that was we are going to 
have to work together whether we like it or not. When 
we really and truly cooperate we will go somewhere 
together. 

A. F. Rehban, Blake & Rehban Company, Boston, 
suggested that the manufacturers, association head- 
quarters and trade papers could greatly assist dealers 
by getting together a primer to explain the details of 
priorities in simple ABC language. Not only are dealers 
confused he said, but buyers also. 

Mr. Garvin said in reply that it would be marvelous 
if the rules and regulations were stable enough so that 
the edicts of today were in force tomorrow. As the 
situation was entirely the reverse the rules would be 
changed before the ink had a chance to dry. 

Charles H. Ramsey, Ever Ready Calendar Manufac- 


turing Company, told how his company had carefully 
recorded the ultimate destination of their products. 
When OPM told them their business was not essential 
they were able to present the figures to demonstrate 


just who used their calendars, As a result they were 








MADE IN WOOD-TO SAVE STEEL 


AT WOOD File 


NCLE SAM'S need of all available steel for war 
production has resulted in the manufacture of a new 
line of office files... ARTWOOD...created by Art Metal. 


In the making of ARTWOOD files, The Art Metal Con- 
struction Company is cooperating fully with the Government 
by converting thousands of tons of metal, formerly used for 
steel office equipment, into military products. 


In some offices, steel filing equipment must be used for safety 
and protection...and in some instances Art Metal steel office 
files will be available. However, where such protection is not 
needed, Art Metal offers this efficient wooden file .. . ART- 
WOOD ...in which Art Metal mechanical superiorities carry on. 


The ARTWOOD LINE is equipped with the famous AMCO 
cradle-type, progressive, roller drawer suspension and 
positive lock compressor. The compressor operates in a steel 
channel in the drawer bottom and is free of the guide rod. 


ARTWOOD LINE Files are available in four-drawer letter 
and legal sizes. They match up in height and depth of case 
with the Art Metal 7600 Line Steel Files. They are finished 
in standard Art Metal Olive F green and have plastic 
drawer pulls, label holders and knobs. 


ARTWOOD LINE Files with lock will be equipped with 
the standard Art Metal automatic unit lock with plunger- 
type lock cylinder, locking all drawers without key. It 
should be noted that it is becoming increasingly difficult 
to obtain locks and since shipment of locked cases cannot 
be guaranteed, ‘‘no-lock”’ units should be specified wher- 
ever they can possibly be used. 


Where our cooperation with the National Defense Pro- 
gram necessitates departures from established Art Metal 
standards in respect to materials, construction methods or 
limitation of styles, we assure all buyers of Art Metal 
products that any substitute materials or changes which 
we adopt will be the best available to try to hold to our 
regular standards for quality and service. 


ARTWOOD LINE FILES, STYLES AND DIMENSIONS 


—_—_—_—_—Outside— Inside Clear-— 
Style No Description Width Height Depth Width Height 
440 4-Drawer Letter File . .... 16% 51146 28% 12% 10% 
44] 4-Drawer Letter File with Lock . 16% 5114.6 28) 12% 10*s 
444 4-Drawer Cap File. . ... . 19% 51146 2814 15%% 10% 
445 4-Drawer Cap File with Lock . . 19!% 51146 28% 15% 10*6 
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AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET 


THIS QUESTION 


IS OF VITAL IMPORTANCE 


TO YOU! 


(). What business protecting steps should 
be taken by the typewriter dealer in the 


present emergency ¢ 


A, The typewriter dealer will be less affect- 
ed by the war than dealers in many 
other lines. But you must be alert to 

changing conditions and ready to adapt 
yourself to them. Your typewriter sales vol- 
ume may soon be curtailed by a shortage of 
machines: so, if you are not already doing so 
to the largest possible extent, you will want 
to consider further cultivation of these other 
excellent sources of revenue: 


REPAIRS—tThe curtailment of new 
writer production and an increasing shortage 
of used machines will result in serious scar- 
city. There will not be enough machines to 
fill the demand. This will bring about an 
increased demand for service work, and you 
ean build up a large sales volume by selling 
more overhauls. inspections and repairs. 
(You will find AWMCo to be a cooperative. 
economical supplier of recovered platens. 
tools and parts for all makes of typewriters. | 


type- 


RENTALS—Once you sell a machine it is 
gone from your stock. And, under present 
conditions, it may be difficult or impossible 
to replace. But by developing your rental 
business you can build up a constant source 
of profitable volume and still retain title to 
the machines. This is not only a form of busi- 
ness insurance, but it also enables you to sat- 
isfy a large number of customers who will be 
good prospects for sales after the war is over. 
(Contact our nearest branch for prices on 
rough and_ ready-for- 


currently available 


rental machines. ) 


OTHER PRODUCTS—Devote more of your 
selling efforts to these profitable items that 
are making large profits for hundreds of ag- 
wressive typewriter dealers: Sell more Mon- 
arch Adding Machines, Remington Electric 
Shavers, Invincible Ribbons and Carbon and 
Invincible Plastic Type Cleaner. 


Est. 1880 








NEW YORK, N. Y 
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able to get the stock needed to manufacture. It is 
where your goods go that counts, he concluded. 
Mr. Hayes introduced Howard S. Sanders, Stationers 
& Publishers Board of Trade, who emphasized the 
necessity of dealers maintaining a liquid financial con- 
dition in order that they might be fortified against 
sudden reversals. 
The meeting was then adjourned. 
—-<- — 
HONOR FRANK WITH DINNER ON 50TH 
ANNIVERSARY 
More than 100 friends and well-wishers turned out 
on February 4 to attend a dinner in honor of Henry 
Frank, Henry Frank, Inc., New York City, and to cele- 
brate his fifty years in the office equipment industry. 
The dinner was held in the National Republican 
Club under the auspices of the Stationers Association 








HENRY FRANK 


of New York with Entertainment Committee Chair- 
man Louis Caracci, Norwood Company, handling the 
details. His assistants in the undertaking were W. L. 
Jaques, Jaques & Company; Mort Libien, Libien Press; 
Tony Kerin, Tower-Crossman Corporation, and Bob 
Reichman, Mooney’s, Inc. 

With the guest of honor installed in the place of 
honor the evening opened with a delicious roast beef 
dinner, after which Messrs. Caracci, Libien, Reichman 
and Jack Applebaum, who is with Atlas Printers, Inc., 
made short speeches and gave a few highlights on 
Mr. Frank’s half-century in the field. To Mr. Apple- 
baum fell the honor of presenting to Mr. Frank a 
United States Defense savings bond and a beautiful 
scroll, the latter having been signed by everyone 
present. 

Mr. Frank responded and voiced his sincere thanks 
to those who had conferred the unexpected honors 
upon him. He referred to the organizing of his com- 
pany fifty years ago and in so doing reminded one of 
those present (John O’Brien) that the Frank business 
was founded in the same year that the firm of J. J. 
O’Brien & Sons first saw the light of day. 

The fact that a number of men prominent in the 
industry could not be present for the dinner but did 
not forget the event was evidenced by a large number 
of telegrams which arrived during the evening of 
merry-making. As each wire put in its appearance it 
was read by Mr. Jaques and roundly applauded by the 
listeners. 

When “going home” time arrived and Mr. Frank 
made preparations for his departure, it was the unani- 
mous opinion of the celebrants that the guest of 
honor took with him the memory of a bunch of regu- 
lar fellows who gathered together to do a grand job of 
exemplifying their affection and deep regard for him. 

—- © - 


BOSTON STATIONERS ANNUAL DINNER DANCE 


The Sheraton room of the Copley Plaza hotel in 
Boston on Thursday, February 16, was the scene of one 
of the most successful and most enjoyable of all the 
fifty-four annual dinners of the Boston Stationers 
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TO WIN THIS WAR, 

Uncle Sam is calling for more hours, 
longer work-days and harder work- 
weeks from everybody. Time is the 
precious element. Every hand and 
every eye must do more for America. 


















NEEDLESS EYE-STRAIN is 
wasteful at any time—doubly so 
in wartime. Yet longer hours tax even 
the best eyes. And tired eyes mean 
slower work, more mistakes, wasted 
hours. One way to increase national 
efficiency is to 

CE EYE-STRAIN. 


















-YE-EASE” PAPER is correct in 
tint, surface and ruling to cut reflect- 
ed glare, show up figures more dis- 
tinctly, reduce visual effort, minimize 
eye-strain and resultant fatigue. It 
helps cut down mistakes, speed up 
work, keep workers at their best for 
the all-important job of producing 
for victory. 
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NATIONAL BLANK BOOK COMPANY 


Holyoke New York Chicago Boston San Francisco 
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As great an asset as our 
natural resources ... are 
the men who “manage” to 
bring them to use. 


Nation's Business. 














Make More Executive Contacts Now 
... Show Them Jasper Chair Co. 
Leather Upholstered Chairs 


What Nation's Business said last month as quoted above 
confirms and adds to what we have been saying in our 
advertisements and signifying in our production, for a long 
time. The best tools and equipment to supply needs for 


information and decision, should be theirs. 


Up to the minute records, fast communication, all the 
advantages of modern office practice and equipment are 
now more than ever essential. And the comfort and con- 
venience of good office furniture is of first importance 

office equipment dealers do well in stressing the value of 


this service and the specific advantages. 


JASPER CHAIR CO. Leather Upholstered Office Chairs in 
great variety of design, attractive appearance, thorough 
comfort and greater convenience offer extra value. It's the 
result of better craftsmanship, quality of walnut, oak and 
birch woods, genuine leathers, etc. and is attested by the 
many installations all over the U. S. in constant satisfactory 


service. 


Think years ahead in considering the JASPER CHAIR CO. 


line. If you don’t sell-it now, this is the time to prepare. 














IN DIANA 


Geo. A. Litchfield, Mgr. 


W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West R. J. Freeman, (Eastern 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 


Phone ROGers Park 3644 Seattle, Wash. New York, N. Y. 
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Association. About 275 members, friends and their 


ladies gathered together about 6:30 p.m. for an hour 
of fellowship over cocktails. Renewing old acquaint- 
ances, meeting new friends and swapping stories was 
an exceedingly enjoyable hour. 

Just as the diners found their places President D. L. 
MacDonald, D. L. MacDonald Company, Lynn, Mass., 
asked all to stand in silence in memory of our country’s 
heroes. While the Star Spangled Banner fluttered aloft 
from the stage the gathering sang lustily their national 
anthem. The dinner resplendent with all the trim- 
mings from soup to nuts was delectable. Of course, 
Tommy Tucker and his orchestra kept things livened 
up between courses. 

After dinner a swift moving, thoroughly delightful 
series of vaudeville acts were presented. The audience 
was certainly appreciative of some very fine acts. The 
talent was far above the average. 

This was the night when all were there for a good 
time. There were no speeches and no introductions— 
just time for dancing and fun. 

The orchids go to all the various committees whose 
coordinated efforts presented the diners with this 
most enjoyable of evenings. 

—>- : 
N. T. O. M. D. A. TO HOLD NEW YORK 
SALES SCHOOL 


A sales-merchandising school, similar to the event 
held in Chicago recently, will be staged on March 28 
by the National Typewriter & Office Machine Dealers 
Association in New York. This is the same date set for 
the local association’s dinner-dance and revue and 
both gatherings will take place in the Biltmore hotel, 
New York City. 

A program of vital interest and value to all who can 
attend is being arranged. 

The constructive results of the recent “clinic’”’ held 
in Chicago emphasize the need for such gatherings 
in various districts over the country. The increased 
knowledge gained by dealers regarding how to meet 
present day emergency conditions and problems 
through the interchange of experiences and idea car- 
ries a general benefit of more definite knowledge and 
factual information needful and most valuable in 
these days of all-out war economy. 

The responsibility of arranging details and making 
preparations for the “double feature” is in the hands 
of a committee composed of Nicholas H. Fucci, Busi- 
ness Machines Service Company, who is also president 
of the local Office Machine Dealers Association; Irving 
R. Ritchie, Addressing Machine & Equipment Com- 
pany, vice-president of the local association; and 
A. H. Wittekind. A ladies committee is made up of 
Mrs. Jessie Taylor, Globe Typewriter Company, and 
Marian Farrell, National Typewriter Company, Hart- 


ford, Conn. 
— o— ee 


SQUARE CLUB HEARS ABOUT “MURDER, INC.” 


Members of the Stationers Square Club of Greater 
New York were given an unusual subject at their meet- 
ing on February 19 in the Governor Clinton hotel when 
the speaker of the evening was Assistant District At- 
torney Burton D. Turkus. 

Mr. Turkus took as his highly-interesting subject his 
recent prosecution of Murder, Inc., an eastern gang of 
killers which, because of its far-flung ramifications 
and activities was given that bizarre name by all the 
newspapers covering the trial. 

oe « . 
NEW YORK O. M. D. A. MEETS 

An unusually large number of dealers turned out on 
February 5 for the regular monthly meeting of the 
Office Machine Dealers’ Association of New York held 
in the Park Central hotel. 

The speaker of the evening was C. F. Krause, of the 
legal firm of Walton, Bannister & Stitt, attorneys for 
the association, who was present for the purpose of 
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You'll be Glad 
TOMORROW 
that you inquired 
TODAY 


.. about 


“GRAND PRIZE” 


CARBON PAPER 
and TYPEWRITER RIBBONS! 











WRITE NOW for details about the pro- 
fits to be made from this time-tested 
money-making deal! 


EVERY SALE PROFITABLE TO YOU! 
—"Grand Prize” products build loyal 
“repeat” business too! 


EXCELLENT PRODUCTS! — Backed 
by 30 years experience, “Grand Prize” 
Carbon Paper and Typewriter Ribbons 
deliver genuine value and satisfaction 
to customers . . . win and keep friends 
for you! 


A FAIR-AND-SQUARE DEAL! only 
one “Grand Prize” dealer to a territory. 
No one else cuts in on your hard work 
or profits. 

We go “all the way” to help you sell. 
All inquiries we receive from any source 
—wholesale or retail—are turned over 
to you! 

Complete line of forceful, explanatory 
sales-helps furnished free to you—book- 
lets, folders, coupon books imprinted 
with your name, and liberal supply of 
product samples supplied without cost 
to you. Your prospect list circularized 
at our expense! 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 
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" Uncle Sam and 
= NATIONAL DEFENSE 
" Come Furst, BUT 








Patent No. 2,185,985 


* We are able to amply supply the re- 
quirements of our Government Depart- 
ments and still have PRECISE Trimming 
Boards available for YOU! 


* * * 


Our manufacturing facilities have 
been enlarged to the extent that we can 
promise “your order will be on its way in 
48 hours!” 

* > * 
* In these times, service of this kind 
merits your attention. Rely on American 
to supply your needs of patented Precise 
Trimmers in any of the seven sizes from 
642” to 24%”. 


If by chance you aren't 
selling this fast moving 
line — send for details 
today, no obligation. 


American Puoto Lasoratoriss, Inc. 


28 North Loomis Street 
CHICAGO, U. S. A. 
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interpreting the federal excise tax as it affects the 
office machine dealer. Mr. Krause’s report cleared up 
considerable misunderstanding as to what machines 
are taxable and it was enthusiastically received. 

The speaker said that, in his belief, it would appear 
that a typewriter which is rebuilt of the parts which 
belong to that typewriter, and with only such parts 
added as replacements, would not be subject to the 
tax. In support of this contention he read a letter, 
received by his firm from D. S. Bliss, deputy commis- 
sioner of the Commissioner of Internal Revenue. The 
letter follows: 

“The Bureau takes the position that a person who 
purchases used business machines, dismantles them, 
repairs or refinishes parts, and reassembles them into 
the same machines, with or without the substitution 
of new parts for broken or worn elements, is not con- 
sidered a manufacturer, and his sale of such machines 
is not subject to tax. 

“However, a person who purchases used machines or 
parts, dismantles them, repairs or refinishes the parts, 
sorting them into lots, and from such lots, with or 
without the addition of new parts, assembles the parts 
into machines so that the finished assembly may con- 
tain parts originally dismantled from a number of 
different machines, is considered a manufacturer, and 
his sale of such machines is subject to tax under the 
provisions of section 3406(a) (6) of the Internal Rev- 
enue Code, as amended.” 

Plans for the merchandising and sales school to be 
held at the Biltmore hotel on March 28 were reported 
as progressing favorably. Vice-President Irving R. 
Ritchie, who is in charge of arrangements, told of 
enlisting the efforts of several additional members, 
with each given a specific job to do. He also spoke of 
the fine cooperation he is receiving from the entire 
membership. 

Following a general discussion it was voted by the 
majority of those present to send the organization’s 
legal representative to Washington for a consultation 
with WPB officials concerning curtailment of standard 
and portable typewriters and other matters of interest 
to dealers. 

Sp sdiibpccta cae 
12:30 CLUB RE-ELECTS ALL OFFICERS 

At the annual meeting of the Stationers’ 12:30 Club 
of New York City, held on Monday, February 9, the 
present slate of officers was unanimously re-elected to 
office for another year of endeavor. These officers are: 

President, Gerard D. White, Acco Products, Inc.; 
vice-president, George C. Wheeler, OFFICE APPLIANCES; 
treasurer, D. N. Briggs, Sun Rubber Company; secre- 
tary, Harold Atwood, Atwood Associates. 

At the same time the assembled members were told 
of a change of plans concerning the organization’s 
meetings. It has been decided, they learned, that the 
Monday luncheon meetings would be discontinued, the 
club hereafter meeting only once a month. This date 
was set as the first Tuesday of each month and the 
hour would be arranged to enable dealers and sales- 
men whose duty kept them busy all day, to attend the 
gatherings. 

CUSHION COMPANY REPORTS VIRGIN RUBBER 

STILL AVAILABLE 

The National Rubber Cushion Company, New York, 
N. Y., reports a supply of cushions made of virgin 
sponge rubber still on hand. When this stock is ex- 
hausted, the company states further, the entire line of 
twelve styles will be made of reclaimed rubber. 


o—ee 


NINTH AND FOURTH DISTRICTS TO COMBINE 
MEETINGS 
The National Stationers Association’s ninth and 
fourth regional districts will combine their annual 
meetings this year, the double event to be held in 
Jackson, Miss., on May 17 to 19, according to a state- 
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Shorten the Road to Victory 
Use Wood Files Instead of Steel 


DuRING THE PAST 43 YEAR 











Shaw-Walker has developed hundreds of ne 
office equipment products that have hel 


American business increase production. 


To conserve steel — to shorten the s@ 
victory and at the same time revi fic 
bottlenecks that slow up productigfi of 
materials, Shaw- Walker is today manufac 
wood filing cabinets and wood pramster 


The Wood File — The new wood filing 
cabinet looks like the steel file. Tt ¢an be plac 







The Transfer Case —This is a wartime 
transfer case. It is satisfactory for transfer use 
but it does not compare favorably with Shaw- 





Walker's ‘Lifetime’ steel transfer case. > ee: 









Wartime wood replaces Shaw-Walker’s 
Lifetime-Peacetime steel transfer case. 


HAW WALKE 


"MUSKEGON, MICHIGAN 





 Shaw-Walker’s new wood filing cabinet, 
made in letter and legal sizes. 











LARGEST EXCLUSIVE MAKE RS OF OF FICE FURNITURE AND F IL ING _EQU PME NT IN THE 














































































































—_ practical purchasing agents can appreciate 
the romance of Rock Maple when you interpret it 
to thém in terms of dollars and cents. 

Recall to them that after a century of use, many 
early American pieces of furniture made of this valu- 
able wood still exist as evidence of beauty and dura- 
bility. That’s proof that the Gunlocke Rock Maple 
Chairs he buys today will stand years of punishing 
service. That’s why they carry Gunlocke’s 10 year 
guarantee. 

Rock Maple sheds abuse that would ruin ordinary 
wood. It’s splinter-proof—good news for silk-stock- 
inged office help. It can be finished to match oak, 
walnut, or mahogany. And in the new Gunlacq to 
match steel furniture! 


Chair at right, No. 1311S 


. H. GUNLOCKE 


WAYLAND, NEW YORK 


\ 


| 


(( 
mi 


OFFICE APPLIANCES 


| 


| 





\ 


: 






i 


| 


| 
| 





yh) 








1} 








































































CHAIR COMPANY 








ad 


MARCH, 1942 


ment last month of Ninth Regional Governor C. Guy 
Lowe, Office Supply Company, Jackson. 

As a result of the decision to hold two meetings 
simultaneously it is expected that one of the largest 
turnouts in the history of N.S. A. regionals will result, 
with delegates reporting from Texas, Tennessee, Ala- 
bama, North and South Carolina, Florida, Mississippi, 
Louisiana and Georgia. 

C. P. Hanes, governor of the fourth district, is work- 
ing in full cooperation with Governor Lowe in an effort 
to present a well-balanced and instructive convention. 

ee 
CHICAGO TYPEWRITER MEETING SETS 
ATTENDANCE RECORD 

Cold weather, icy streets and continuous snow all 
combined to make Monday, February 9, an ideal day to 
stay indoors but the Chicago Typewriter Dealers As- 
sociation proved it takes more than inclement weather 
to dim its enthusiasm when a total of fifty-seven mem- 
bers and guests turned out for a meeting in the Sher- 
man hotel. 

Even President Bob Goldblatt, Star Typewriter Com- 
pany, was agreeably surprised when waiters found it 
necessary to extend the table length before everyone 
could be seated. But surprised or not, he did a first- 
class job of presiding and keeping things humming 
from beginning to end. 

A fine dinner was enjoyed with everybody being 
served additional refreshments which, it was an- 
nounced, had been provided by Bill Clausing, presi- 
dent of the International Typewriter Exchange, who 
unfortunately was unable to attend. Mr. Clausing like- 
wise provided the eighteen prizes which were awarded 
during the evening. 

As soon as the dinner was consumed Mr. Goldblatt 
called upon several of those present for extempora- 
neous speeches, the only stipulation being that they 
be of short duration. Several responded and spoke on 
conditions as they affect the industry in the Chicago 
area. After a newspaper clipping was read telling of 
unbelievable prices now being offered for typewriters 
in the British Isles, there was some talk in an “it- 
can’t-happen-here” vein. But Hazen Ames, president 
of the Ames Supply Company, Chicago, took the floor 
to deliver a sensible and brief warning that, while 
dealers may never experience get-rich-quick offers 
for their wares, it was reasonable to assume that a 
shortage is bound to exist sooner or later. Manufacture 
curtailed and demand increased, the speaker explained, 
are the two prime ingredients to bring about a short- 
ange. 

H. W. Foley, Chicago manager for L. C. Smith & 
Corona Typewriters, Inc., was one of the leading 
speakers of the evening and delivered a short address 
which won unanimous applause. Mr. Foley expertly 
dissected conditions as they are now, and may be in 
the future, in a manner to appeal to all dealers seek- 
ing a beacon light in these dark days. He told his 
listeners that his company was striving to maintain 
the best obtainable service for the dealer. But, he 
added, L. C. Smith & Corona Typewriters, Inc., is now 
engaged in a vital part of defense work which must, 
of necessity, come first. In other words, the speaker 
said, his company is going “all out’ for America and 
intends to do so until victory is assured. 

The names of winners and the prizes given were as 
follows: 

Otto Ernst, Typewriter Inspection Company, Parker 
fountain pen; Frank D. Kline, Manufacturers’ Type- 
writer Clearing House, electric toaster; Thomas J. 
Stack, Stack Typewriter & Supply Company, clock; 
Robert C. Goldblatt, Star Typewriter Company, wrist 
watch; Einar Munson, Munson Typewriter Shop, elec- 
tric lantern and set of poker chips; Thomas J. Stack, 
guest prize of a pocket knife; John Grobark, Young 
Office Equipment Company, silver cigarette case; Otto 
Ernst, special prize of combination pliers and cutters; 
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War is here. We don’t know just what will be cut 
out for us to do in the future, but right now we 
have one duty to do the job that we know best. 
That is to provide storage facilities for the vital 
records of war materials industries—industries 
such as: E. I. duPont deNemours & Company, 
Remington Arms Company, Inc., Westinghouse 
Electric and Manufacturing Company, Curtiss- 
Wright Corporation, Ingalls Shipbuilding Cor- 
poration, who are just a few of the regular users 
of Liberty Storage Boxes. 

You will be doing your part by moving Liberty 
Boxes into the hands of your armament industry 
customers without delay. 


Defense Orders Come First 
When sending us your orders give us 
all the “DEFENSE IDENTIFICA- 
TION” you can, such as: 1. Name and 
address of customer; 2. Preference 
rating; 3. Government contract num- 
ber. If impossible to furnish all this 
information, give what you can. 


If you are not handling this volume 
repeat item now, write for details. 


BANKERS BOX COMPARY 


Specializing in Record Storage Filing Sinee 1918 
536 SOUTH CLARK STREET CHICAGO, ILLINOIS 
Originators, Patentees and Manufacturers of Liberty Record 
Storage Boxes, STAX ON STEEL Transfer Files, Liberty Permanent 
Storage Binders and Liberty String Tie Binders 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. It affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 

6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 

7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 

8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 

9. Ite finish, while normally wrinkle 
green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use. ii 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 


THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults In the World 














320 FIFTH AVE.., FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 


Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 
Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 


Colombia, S. A.— Havana — Hawaii— Manilla — Panama— Puerto Rico 
Shanghai—Tokyo—Venezuela, S. A. 
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James Johnson, Shipman-Ward Manufacturing Com- 
pany, deck of playing cards; Clarence Schennum, In- 
ternational Typewriter Exchange, flashlight. 

Kenneth Gilbanks, Mid-City Typewriter Exchange, 
leather key-case; L. Sommer, Sommer Typewriter Com- 
pany, leather zipper billfold; Sam P. Polonsky, All 
Makes Typewriter Exchange, auto thermometer; Paul 
L. Busse, Young Office Equipment Company, reel with 
25-foot tapeline; Tip O’Neil, Royal Typewriter Com- 
pany, safety razor and blades; H. H. Kingery, Kingson 
Service, necktie; J. O. Waedekin, American Writing 
Machine Company, box of fifty cigars (guest prize). 

The next meeting of the association will be held on 
March 9. 

ae ee 
ROBERTS PRESIDES OVER FIRST INKED RIBBON 
ASSOCIATION MEETING 

E. D. (Ed.) Roberts, head of E. D. Roberts & Com- 
pany, Chicago, formally took over as president of the 
Illinois Inked Ribbon & Carbon Paper Association 
when that organization met at the Atlantic hotel in 
Chicago on February 9. 

Mr. Roberts was elected president at the January 
meeting which was also the occasion for the associa- 
tion’s annual party. This is his second term, he hav- 
ing served as president several years ago. 

In this connection Mr. Roberts recalled the early 
days of the organization and reminded those in 
attendance that several of the present-day members 
had taken a major part in creating a code of ethics 
which, he declared, contained sections which are of 
great importance today. 

“In these times of uncertainty,’ Mr. Roberts said, 
“it is of major importance that we work together not 
only for our individual benefit and the benefit of our 
association, but for the industry as a whole. And for 
this purpose you can do no better than remember the 
three first rules in the code we laid down so many 


years ago.” 
Mr. Roberts then read the rules which are given 
here: 


1. To raise the standard of the industry, especially 
insofar as it affects the territory covered by the local 
group. 

2. To promote a better relationship between mem- 
bers permitting of decent practices between friendly 
competitors. 

3. To co-operate in an effort to give the consumer 
every protection and consideration insofar as services 
rendered and merchandise sold are concerned. 

Following the president’s address Retiring Secretary 
Leonard D. Kenney, Leonard D. Kenney & Company, 
turned over the association records and funds to Secre- 
tary-Elect C. J. Walther, Allen Paper Company, who 
was also attending his first meeting as an executive 
of the organization. 

Before the meeting broke up Mr. Roberts announced 
his intention in a few days to leave Chicago for his 
annual trip to Florida. Harry Braham, Old Town 
Ribbon & Carbon Company, and vice-president of the 
association, will conduct the monthly meetings during 
the president’s absence. 

—_-e——_ 


LEATHER GOODS MEN HOLD CHICAGO 
EXHIBITION 

With a total of 117 companies maintaining individual 
displays on the eighth and ninth floors of the Palmer 
House, the fourth annual luggage and leather goods 
exposition was held in Chicago on February 16 to 19. 

Three prominent organizations sponsored and took 
part in the show. They were the Chicago Luggage 
and Leather Goods Manufacturers Association, the 
Luggage and Leather Goods Salesmen’s Association 
of America and the Luggage and Leather Goods 
Manufacturers of America, Inc. 

Among the exhibitors were six well-Known in the 
office equipment field due to the fact that their 
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Representative Numbers In the 
Complete Shaw's Line 







ACCOUNT BOOK 
1234x834, 200 to 600 pages — Alirulings 


$97 
and 
$98 
LINES 


FIGURING BOOK 
Size 12'4x1014 — 150 and 300 pages 


$854 
LINE 


TIME BOOK—DESK SIZE 
1414 x9 inches — 150 and 300 pages 





ACCOUNT BOOK 
14% x 9% inches — 
300, 500 and 800 pages 








PIONEERS SINCE 1831 











NUBUCK SE 


Standard of Quality 
tor More than a Cen tury 















ENGINEER'S FIELD 
and LEVEL BOOKS 


Wire sewed. Paper and 
lithographing guaran- 
teed water-proof. 


$1135 and $1136 


Pe “{ CUSTOME 
SES. ( BUILT 


$299 LINE 


MULTI-COLUMN BOOK 
Size 1414x114 — 150 and 300 pages 


@ J.G. SHAW BLANK BOOK COMPANY, 
established in 1831, was brought into the 
W-J family to make it possible for stationers 
to combine orders for Shaw's Bound Books 


with DeLuxe and I-P Loose Leaf products. 


ASK FOR DESCRIPTIVE CIRCULAR 
No. DII8IA. 


WILSON JONES Co. 


ELIZABETH 


fei iter vei) NEW YORK 
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323 N. 13th STREET 





-YOU MUST 
HELP BUSINESS 
CONTINUE 


Your job today is to help business continue 
at peak efficiency with present office installa- 
tions. Replacements of the heavier equip- 
ment is more difficult every day. 


POLAR Specialties are just the things to 
push. For instance, an unsightly table or 
desk top is transformed into an attractive, 
practical working surface with a POLAR 
linoleum desk pad or desk top—and again 
—worn spots in rugs and linoleum floors 
under the swivel chairs are completely con- 
cealed by POLAR Chest Tempered Retem- 
pered fibre Chair Mats. 


Here is a real idea. Get out your POLAR 
catalog. Look at that wide variety of prod- 
ucts you can sell now. And you can sell 
them because we can deliver them. 


Polar Fiber Chair Mats are made of 1,” 
CHEST TEMPERED, RE-TEMPERED 
FIBER which means they are tempered 
THREE times as hard as regular tem- 
pered fiber. 


NOTE 


MATS DO 


POLAR NOT WEAR OUT 














if you haven't a POLAR catalog, write today. 


POLAR MANUFACTURING CO. 


PHILADELPHIA, PENNA. 
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products are part of the stock of all stationery stores. 
These firms, the products shown and the men in 
attendance were as follows: 

Charles Doppelt Company, Chicago.—Various models 
of the Dopp-Kit, brief cases, portfolios and a new 
type of Dopp-Kit display unit for stores. Charles 
Doppelt, G. M. Kraker, M. Hirsch. 

Enger-Kress Company, West Bend, Wis—A large 
assortment of billfolds in various sizes and grades of 
leather. Lee B. Miller, H. H. Stocks, L. B. Strout, Jr. 

Frank Mashek & Company, Chicago—Brief cases, 
zipper cases, portfolios and bags for all business and 
commercial purposes, R. J. Vojta. 

National Brief Case Manufacturing Company, Chi- 
cago.—Brief cases, zipper cases, portfolios and bags. 
Herman J. Belgrad, Joe Hartzman. 

Reuben Company, Chicago—This display included 
and featured the company’s two-in-one “Converto” zip 
case. S. B. Reuben. 

Stein Bros. Manufacturing Company, Chicago.—A 
complete line of leather goods for the business man 
featuring the firm’s new line of brief cases equipped 
with plastic handles. Leo Stein, E. R. Manning, Sey- 
mour Cohen, Tom Eaton, Ernest Frank, R. E. Beekman. 

ee eee 
PHILADELPHIA O.E. A. IN 25TH YEAR 


The Philadelphia Office Equipment Association, one 
of the most active trade organizations in the country, 
is celebrating its twenty-fifth anniversary, having 
been organized a quarter-century ago. 

The association was formed in 1916 by Paul Swartz 
and C. Elwood, Autocopy, Inc., together with charter 
members William Thomas, Art Metal Construction 
Company; William Abel, American Sales Book Com- 
pany; Robert Henry, Kee-Lox Manufacturing Com- 
pany, and Lee Schroedel, Yawman and Erbe Manu- 
facturing Company. 

For a while the organization’s growth was slow but 
some yeoman work on the part of its officers resulted 
in a showing of twenty members within a few months. 
Among these were many old-timers including John 
Ramsey, Monroe Calculating Machine Company; Her- 
bert Jackson, Multigraph division of the Addresso- 
graph-Multigraph Corporation; William Montgomery, 
Library Bureau division of Remington Rand Inc., and 
John Watson, National Cash Register Company. 

The Philadelphia Office Equipment Association an- 
tedates the forming of the National Association of 
Office Appliance Manufacturers, and is the only organ- 
ization of its kind with an unbroken record of twenty- 
five active years. Its success has been the pattern 
upon which similar groups have been organized in 
Pittsburgh, New York, Baltimore, Scranton and other 
cities. 

The present officers are: 

Stephen L. Mershon, Elliott Addressing Machine 
Company, president; Guy W. Farrar, A. B. Dick Com- 
pany, vice-president, and David Ward, Ward Paper 
Company, secretary-treasurer. 

———— 

N. Y. EXPORT MANAGERS TO MEET MARCH 10 

The twenty-second annual meeting of the Export 
Managers’ Club of New York, Inc., will be held March 
10 in the Hotel Pennsylvania, New York City. During 
the day several group sessions will be held, one of 
which will deal with business machines and office 
supplies. 

<> - 

N. J. STATIONERS DINNER SET FOR MARCH 17 

The annual dinner of the Stationers Association of 
Northern New Jersey will be held March 17 so that 
members can celebrate St. Patrick’s day at the same 
time. The hour and place are to be announced later. 

- —<_-P-.  - 
N. ¥. OFFICE EQUIPMENT DINNER CLUB MEETS 

The Office Equipment Dinner Club of New York 
held its regular monthly meeting on February 4 in 
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EKeonomy Line 
Fibre Board Transfers 


cut the cost of storing important papers for 
future reference. That’s what will interest your 
customers. Tell them that and the many inter- 
esting features of the Economy Line. They are 
made of extra heavy board and have reinforced 
corners, thus making a strong, sturdy case. Re- 
movable covers--no flaps, no strings, no clamps, 
no bands—just snug fitting covers—they’re dust 
proof. Made in eleven sizes—a size for most 
any commercial need. All are twenty inches 
long and high enough inside to allow transfer of 
records with tabbed guides. Just the kind of a 
transfer you will like to sell and the kind your 
customers will like to use. Free sample to 
convince you. 


a. % 
if AS Monroe, Michigan 


New York—tThe Weis Mfg. Co., Inc., 54-56 Franklin St. 
Chicago—Associated Stationers Supply Company 
Boston—Adams, Cushing & Foster, Incorporated 
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Will put system and service within close range of 
any busy desk worker—and they will appreciate 
and value it. Right there when wanted—out of 
the way when not in use. No other kind of a 
file has these two important advantages. Keeps 
special and personal correspondence properly in- 
dexed for quick and easy reference. Made in two 
sizes—Letter and Cap. The Letter size is 308" 
high, including the easy rolling casters; 134" wide 
and 178" front to back. The Cap size is three 
inches wider. Solidly constructed of well seasoned 
wood and furnished in finishes to match other 
equipment. Use our free advertising material 
to call your customers’ attention to this useful 
business adjunct. 
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Is preferred by some on account of the lift top. 
Busfiles will keep any busy man’s special corres- 
pondence or other important papers close at 
hand for quick and easy reference, but conven- 
iently out of the way when not in use—a very 
appealing factor. Made of well seasoned wood, 
extra strong construction. Two sizes—Letter 
and Cap. The Letter size measures 30" high, 
143" wide and 203" front to back. The Cap Size 
is three inches wider. In finishes to match 
other office equipment. Guides for indexing the 
filed material, in either the Deskside or Busfile, 
must be ordered separately to fit requirements. 
‘Show ’Em and You Can Sell ’Em.”’ 
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One of the most useful and adaptable types of 
filing equipment in use today is the Box Letter 
File. Ideal for the small business that does not 
require vertical files in which to place correspon- 
dence, as well as large institutions that require 
dozens and hundreds of them for small capacity 
department files for many purposes. The Box 
Letter File has also become a much appreciated, 
usable item for the home. Made in two sizes 
Letter and Cap—two types with double capacity. 
Solid wood backs with outside coverings of 
different colors for attractiveness. A choice from 
many different kinds, made up with your imprint 
on back and on inside, gives one a wide range 
of selection. 


Monroe I) SAM Michigan 





Vas Box Files 


Are the Sturdy. Handy 
Kind for Every-day 
Small Capacity Filing 
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the Hotel Griffon, Park avenue and Thirty-ninth 
street. With President Bernard F. Nemlich wielding 
the gavel, the evening was spent in discussing prior- 
ities and shortages of materials as they affect the 
furniture business. A round-table discussion was en- 
tered into freely by all those present. 
——-— + —- 

EMPLOYEES GIVE WILLSON OIL PORTRAIT 

A happy event held recently was the presentation 
by his staff of an oil portrait of himself to H. L. 
Willson, founder, president, and managing director 
of Willson Stationers and Envelopes, Limited, Winni- 
peg, Canada. 

The ceremony took place in the large general offices 
of the company which were filled with the personnel 








THE PORTRAIT PRESENTED TO MR. WILLSON BY HIS 
EMPLOYEES 


of the offices and factories in the city. Telegrams of 
congratulation and affection to “The Chief” on this, 
the forty-first anniversary of the coming into ex- 
istence of the firm, were read from the staffs in 
Brandon, Regina, Moose Jaw, Saskatoon, Calgary, Ed- 
monton and Vancouver. The occasion was further en- 
hanced by the presence of all the members of Mr. 
Willson’s immediate family, Mrs. Willson being pre- 
sented with flowers. An informal buffet luncheon 
was served. 

The unveiling and presentation of the fine oil paint- 
ing took Mr. Willson completely by surprise, and an 
accompanying parchment brochure with the signa- 
tures of 300 employees was possibly the most moving 
and memorable part of a moving and memorable day. 
Many of those whose signatures were on the parch- 
ment had been long with the company, the terms of 
service of the five taking part in the actual presenta- 
tion ceremony adding up to 135 years. 

Acknowledging the gift, the congratulations and the 
affectionate wishes, Mr. Willson traced a little the 
history of the firm, saying its growth had been steady 
and healthy, rather than in spectacular advances. 
He spoke seriously of his aims and ideals for the 
business and for all those in his employ for whose 
well-being he was responsible, and of his hope that 
the future of the firm would continue in the tradi- 
tions established. He added some humorous comments 
on a recent hospital experience. 

The portrait will hang in the president’s office, and 
replicas in all branch offices. 

— ° —-- + 
SWEENEY NOW HARTER SALES MANAGER 

J. A. Sweeney, asssociated with the company in an 
official capacity since 1937, last month was appointed 
sales manager of The Harter Corporation, Sturgis, 
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QUALITY is more 
important than ever 


Office equipment is taking a 
beating these days—there’s 
no let-up in the pressure to 
save every precious minute, 
and it is the quality prod- 
ucts that are standing up 
under fire. 

When you sell a stapler, 





a numbering machine, a 
stamp pad or any other of- 
fice necessity, sell the best. 
It's a safe policy to stick to 
Bates Products; they have 
been the quality leaders for 
years and your customers 
recognize them as depend- 
able, long-lived and eco- 
nomical. 

The present demand for 
Bates Products from gov- 
ernment and essential in- 
dustries is growing by leaps 
and bounds. We know that 


there are bound to be some 





\ delays and shortages; but 
\ you can rest assured that 
we will do everything in our 
power to help Bates Dealers 


in these days of emergency. 








QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N. J. © New York Office: 30 Vesey St. 


Bates Numbering Machines, Bates Staplers, Bates MunKee Pads, 


Bates Perforators, Bates File Fasteners, Bates List Finders, ete. 
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dy Immediate Delivery 


in Any Quantity! 








FAIR COSTUMERS 


America's leading quality Costumers, a 
line of six styles in a full price range, in- 
cluding every wood finish and the new 
colors to match steel equipment. All or- 
ders filled at once. 





Rubber 
Chair CUSHIONS 


Both Foam Rubber and Sponge Rubber 
included in the Fair line. Handsomely 
covered in fine Frieze—to last! Plenty in 


D bE S K stock—Order now! 
TRAYS 


Good - looking, 
sturdily built, lock 
cornered for 
beauty and 
strength. Legal 
and letter sizes. 
In all wood fin- 
ishes and steel 
colors. 


TYPEWRITER TABLES 















Solid construction, fine 
workmanship and low 
cost to earn bigger : ; 
profits. Finished in i 
NS Walnut, Mahogany, : 
\ Genuine Oak and 






Steel Furniture Colors. 


| “Wood Replaces’ Steel!” 








“WE'LL WIN THE J; WAY!” 


FAIR FURNITURE CO. 








NEWARK, NEW JERSEY, U. S. A. 
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Mich. The appointment was announced by R. W. Mick, 
general manager of the firm. 

Mr. Sweeney has been connected with The Harter 
Corporation for the past six years as manager of the 
eastern office with headquarters in New York City. 
He possesses a first-hand knowledge of the office fur- 
niture industry as well as a keen merchandising sense. 
During his term of years with Harter he has gained 
a great number of friends in and out of the field, all 
of whom will be pleased to hear of his promotion to 
the important job. 


. 2 





COOK DELIVERS “MAN BEHIND THE GUN” 
ADDRESS TO ROYAL EMPLOYEES 


A spirited patriotic message was delivered last 
month to workers of the Royal Typewriter Company 
at the Hartford, Conn., plant when Vice-President 
C. B. Cook, in charge of production, addressed the 
assembled employees, his subject being “You are the 
Man Behind the Gun.” 

Mr. Cook told his listeners that he had had as vis- 
itors two high-ranking officials of the Army and Navy 
who paid a call to the Royal plant in connection with 
the importance of the work the company is doing at 
the present time. He declared that the visitors wanted 
to know if the employees realized they were making 
an engine of war in manufacturing the typewriter. 

The speaker gave concrete examples of the impor- 
tance of the typewriter in warfare and told how 
many of them were needed. He said: 

“A battleship needs sixty. A plane carrier needs 
eighty or ninety. A cruiser needs from sixteen to 
twenty-four. A destroyer needs from twelve to six- 
teen and a submarine needs four. Still more type- 
writers are needed aboard subchasers, blitz boats, 
mine layers and work ships. And,” he added, “what 
about the artillery, the air force and the infantry?” 

Typewriters, Mr. Cook pointed out, go forward with 
the attack of land forces. No order can be trusted to 
the vagaries of handwriting. When a military unit 
moves, one man is detailed to see that the typewriter 
is safely packed and moves along, too. 

“Every time we twist a screw into a carriage return, 
we are twisting Hitler’s mustache. Every time we 
grind a type bar to size we are cutting down the Japs. 
And every time we punch a hole in a new frame it’s 
a hole punched in Mussolini. 

“And,” Mr. Cook concluded, “we’re going to continue 
twisting Hitler’s mustache and cutting down the Japs 
and punching holes in Mussolini until we have ful- 
filled every part of the job we have to do.” 
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Columbus, who 
stood an 


EGG on END- = 
















couldn’ do it 
with a FILING FOLDER! 


Yet file clerks are expected to do this balancing act 
every day. Columbus solved the egg problem by 
cracking the end of the egg, thus making a flat sur- 
face for it to stand on. 


1. Simple frame fits in file 


drawer. 
And Oxford Pendaflex solves the filing folder prob- 
lem with equal ingenuity—doesn't try to stand folders 2. Pendaflex folders hang 
up in the file at all, but HANGS them! It's the new on frame always up- 
and better way, that speeds filing and finding 20%, right. 


reduces misfiling, puts any filing department on a 


plane of efficiency never before possible. 3. Every folder will ex- 


d to 1%”. 
Would you like to sell Pendaflex? pana up to 1% 
4. Slant tabs (celluloid) 


Do you want to go places with a product that has 
adjustable to any posi- 


clicked faster than anything in the office equipment 








field today? tion. 

There are territories still without Pendaflex distri- Oxford—America’s largest 
bution, and territories where distribution is not com- manufacturer of Filing 
plete. For qualified dealers, here is one of the biggest Systems Supplies EXCLU- 
opportunities of 1942. DON’T PASS IT BY! Fill in and SIVELY. 
return the coupon today! = . 








Oxoras PEND AFLEX* 


The Filing System with the Hanging Folders 





Oxford Filing Supply 


OXFORD FILING SUPPLY COMPANY 
340 Morgan Avenue, Brooklyn, N. Y. 
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Here is the most reliable source 
ro) M100 0) 0) tame Co) aE DION) blot tobe Le MB be) <3 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ey-¥, [e] 9) 3 
MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 
peststetbte-Loiabt acme) Meth e)blot-Letele mB tel <=) 
enables us to offer you the finest 
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Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO, INC. 
531 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISPACTION GUARANTEED OR YOUR MONEY BACK’ 
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PASSED AWAY. 





S. E. COLLINS 

Sidney E. Collins, president, Automatic Pencil Sharp- 
ener division of the Spengler-Loomis Manufacturing 
Company, Chicago, died Thursday, February 19, at 
the family residence, 225 South East avenue, Oak 
Park, Ill. He had been in ill health for a considerable 
time but was reported on the road to recovery when 
the end came unexpectedly. 

Born in Chicago, Mr. Collins was in his sixty-eighth 
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THE LATE SIDNEY E. COLLINS 





year and had lived in Oak Park since 1906. He is 
survived by his widow, Mrs. Grace Collins; a _ son, 
Sidney, Jr., of Wheaton, Ill., and a daughter, Mrs. 
Frances Collins Percy. 

Mr. Collins’ career in the industry he served so 
long and well is a story which embraces the names of 
scores of “old timers’ most of whom are Known in 
trade circles from coast to coast. It was often Mr. 
Collins’ boast, when recalling old friends, that when 
he got a job fifty-two years ago with the stationery 
store of Cameron-Amberg Company in Chicago, his 
first errand was to take a note to Charles Stevens, of 
the Stevens Maloney & Company but at that time 
working for the George E. Marshall Company. 

For twenty-eight years Mr. Collins remained on his 
first job, but it was a different man who left his 
company at the end of that period. In the beginning, 
as Mr. Collins loved to tell it, he began his career 
with only the faintest ideas of the business and the 
remotest conceptions of the difference between “list” 
and “net” prices. 

But during that twenty-eight years he learned faith- 
fully from his preceptors, Daniel R. Cameron and John 
Alberg, and a deeply receptive mind retained every- 
thing that entered into it with the result that long 
before Mr. Collins left his first company he could 
and did compete in matching wits with any buyer or 
seller who entered the establishment. And it is said 
of him that many of the old time sellers still remem- 
ber those encounters 

It was in November, 1918, that Mr. Collins resigned 
from the Cameron-Amberg Company where at that 
time he held the title of general manager, to join 
Spengler-Loemis as secretary and general manager of 
the Automatic Pencil Sharpener division. From the 
beginning he won success which later brought him the 
presidency. 

On May 4, 1936, forty-six years to the day from the 
morning Mr. Collins began his career in the industry, 
he celebrated the occasion by inviting to the luncheon 
table five old friends who, with him, had grown up 
with the stationery business. They were Charles A. 
Stevens, president of Stevens Maloney & Company, 
and the man to whom Mr. Collins ran his first errand: 
John F. Holmes, manager of the printing department 
of Cameron-Amberg; Al Amberg, head of the same 
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On 4 out of 5 office chairs 


it’s BASSICKS! 
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For efficiency in use, office chairs must have 
quiet, dependable casters. The Gunlocke Chair 
Bassicks—the casters you'll find on 8 out of Company knows that. So its smart models 
10 office chairs. Quieter, finer performance such as that above) are fitted with Bassicks 
makes Bassick tops in the caster field. It pays First choice for every type of office chair, 
to make sure you get Bassicks. Bassick is the preferred caster for every use. 





This smooth-rolling chair is manufactured by 
the Harter Corporation. They, too, prefer 
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NO RUBBER WHEELS FOR CASTERS 
UNTIL THIS WAR IS WON, 


BUT WE'LL DO OUR BEST TO SUBSTITUTE 





‘TIL WE SINK THE ‘RISING SUN." 














Bassick Casters 


BRIDGEPORT, CONNECTICUT 


The number one caster for every office use 
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Furnished with lock at additional cost. 


The MICHIGAN Wood File is avail- 
able in the letter and legal sizes. Fin- 
ished in green color to match steel 
files ... also in walnut or mahogany 


color. 


Manufactured strictly to Government 


specifications, assuring you of the best 


of materials and workmanship. 


Stock up now while we are prepared 
to supply you with our cabinets in 


ample quantities. 


Literature gladly furnished to our 


dealers. 


MICHIGAN DESh COMPANY 


GRAND RAPIDS 


MICHIGAN 
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concern; Harry Shaffer, of Horder’s, Inc., and Evan 
Johnson, of OFFICE APPLIANCES. 

Although Mr. Collins and his guests were unanimous 
in establishing the anniversary as an annual event, 
fate and pressing business requirements willed other- 
wise. But to each guest the get-together remains one 
of the most pleasant memories in their individual 
careers. 

Business associates and friends were deeply shocked 
at the unexpected passing of Mr. Collins. Frank W. 
Hughes, sales manager for the organization which 
Mr. Collins headed, said in speaking for the company: 

“Because of his long experience in the industry Mr. 
Collins possessed a very thorough knowledge of not 
only the retail stationery trade but also the manu- 
facturing and wholesale stationery business. 

“He was known throughout the industry and enjoyed 
the confidence and esteem of dealers all over the 
country. In his passing the company has sustained a 
very severe loss and his associates, a good friend.” 

Funeral services were held on Saturday, February 
21, from the Grace Episcopal church in Oak Park, and 
was followed by interment in Forest Home cemetery. 

+ - +f 
H. W. DAVIS 

Horace Webber Davis, president of the Eaton Paper 
Corporation, Pittsfield, Mass., and at one time deputy 
attorney general of Pennsylvania, died January 28 at 
Nassau, Bahamas. He was in his fifty-eighth year, 
and on a three-month tour with his bride of one week. 

Born in Sharon, Pa., in 1883, he was the son of 
Philip Fillmore Davis and Mary Churchward Webber 
Davis. He was graduated from the Washington and 
Jefferson college with a B.S. degree in 1905, obtained 
a master’s degree there in the following year and in 
1907 graduated from the George Washington univer- 
sity law school. Admitted to the Pennsylvania bar in 
that year he served with distinction and from 1915 to 
1917 was deputy attorney general for the state. 

In 1917 Mr. Davis became vice-president of the 
Finance and Trading Corporation of New York and 
served as chairman of the board of the Williams Tool 
Company from 1920 to 1922. He was president of the 
Ansco Company in 1922 and 1923; president of Ansco 
Photo-Products for five years beginning in 1923 and 
from 1927 to 1932 was president of Agfa-Ansco, Bing- 
hamton, N. Y. 

His career in the office equipment and supply in- 
dustry began in 1933 when he went to Pittsfield to 
reorganize the Eaton, Crane & Pike Company as the 
Eaton Paper Corporation and was elected its pres- 
ident. 

Mr. Davis was a director of the Oster Manufacturing 
Company and a trustee of the Washington and Jeffer- 
son college and of the Berkshire County Savings bank 
of Pittsfield. 

He is survived by his widow, Mrs. Florence Pertsch 
Davis and two daughters and three sons by a former 
marriage, Mrs. Nancy Davis Esmond of Lenox; Mrs. 
George P. Clayson of Pittsfield; Philip W. Davis of 
Stockbridge; Horace W. II, of New York, and Church- 
ward Davis, a senior at Yale university, and eight 
grandchildren. 

+ - 
W. H. H. CHAMBERLIN 

William H. H. Chamberlin, for the past forty-seven 
years owner and operator of W. H. H. Chamberlin, Inc., 
Syracuse, N. Y., died February 14 at his home in that 
city. He was stricken with a heart attack, passing 
away 12 few hours iater. 

In 1895 Mr. Chamberlin established his stationery 
and printing business in one room, twice moving to 
larger premises before establishing the organization 
at its present location. 

Unusually active in Masonic circles Mr. Chamberlin 
was one of five thirty-third degree active Masons of 
the supreme council in New York state. 

Mr. Chamberlin is survived by his widow, Mrs. Ida 
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FOR IMMEDIATE DELIVERY 








MADE of RECLAIMED RUBBER 


Priorities not necessary 


After extensive research and experiment, Speed offers a 
durable substitute for its famous Parr Rubber. Finger Tips and 
Typewriter Keys made of reclaimed rubber. We don't claim 
for them the 100% perfection of the original Parr Tips and 
Keys. We do maintain that they are the finest that can be 
made from the non-priority materials available—that they 
should give satisfactory service. 





The Finger Tips... 


COLOR—Black only. Available in all five sizes—i!, 11'/, 
12, 13, 14. Excepting color and quality of rubber, they have 
all features of the original Tips—Vacuum Cups, double thick- 
ness at working end, air vents. 





The Typewriter Keys... 


COLOR—Black with white characters only. Complete sets 
available for the entire list of Typewriters and Business Ma- 
chines shown in catalog price list. 


REGULAR PRICES APPLY 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd., Long Island City, N. Y. 






































Here’s One Reason for the 
Popularity of JASPER DESKS! 





No. 660—Executive 
Chippendale Design 


ERE is a typical desk made by the sixty- 


six year old Jasper Desk Co.—packed 


with real sales possibilities. Furnished in 


genuine Walnut and Mahogany exteriors. 
Smart Chippendale design. Sturdily built 


and styled for today's business needs. Panels: 


flush, 1'/, inches thick. 


Catalog Mailed on Request. 


The Office Furniture Warehouse Co. 
573 Broadway, New York, N. Y. 


Wm. H. Brown 
6708 Glenwood Ave., Chicago, III 


The Jasper Desk 


Lampany 


JASPER 


INDIANA 
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Elvira Pritchard Chamberlin; two sons, Roy P. and 
Lyle K. Chamberlin; a daughter, Mrs. Marion I. Huber; 
seven grandchildren and three great-grandchildren. 
le ole of 
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P. O. SOULIS 
Major Pearl O. Soulis, veteran dealer and distributor 
of office equipment, and owner of the Soulis Type- 
writer Company, Ltd., Halifax, N. S., Canada, died in 
that city last month. He was in his sixty-third year. 
Major Soulis, who was born in Bridgetown, N. S., 
established his office supply store in Halifax in 1898. 





ex ce a 








THE LATE P. O. SOULIS 


Long active as a soldier, he had served with the 
Canadian army in South Africa and during World 
War I. During the latter he was paymaster, record 
officer and adjutant of the Halifax military district. 

Intensely interested in fraternal and civic organ- 
izations Major Soulis was past president and a 
charter member of the Halifax Rotary club, and @2 
past potentate and charter member of Philae Temple 
of the Mystic Shrine. He also held membership in the 
Royal British Veterans’ Association, City Club, Studley 
Quoit Club, Ashburn Golf Club and the Waegwoltic 
Aquatic Club. He went in for sports and outdoor life 
and was noted as a golfer and oarsman. 

In his office supply business Major Soulis operated 
a territory which included all of Nova Scotia and 
Prince Edward Island provinces, and extended to New- 
foundland, Bermuda and the British West Indies. 

Major Soulis was buried with full military honors. 


In attendance was a brother, G. Roy Soulis, who 


for the past twenty-five years has operated an office 
equipment and supply store at St. John. Both the 
firms used the same name, the Soulis Typewriter 
Company, but were not connected. The brothers, 
however, codperated in many ways, including the divi- 
sion of sales areas in the eastern provinces——WJM 


tok + 
G. W. GREY 

Gordon W. Grey, of Fredericton, N. B., Canada, for 

the past twenty-two years in the office appliance field, 

died suddenly, February 7, at his home in Fredericton. 

For many years, he had been agent for Remington 

Rand Ltd., and as such had covered central and north- 


| western New Brunswick. 


Mr. Grey enlisted in the Canadian Expeditionary 
Force in 1914, and was in uniform until 1919, when 
he returned to Fredericton and started his affiliation 
with office equipment. He served in France and 
Belgium, and in the battle of Ypres, was severely 
wounded. He never fully recovered from these wounds, 
and his eventual death is traceable to them, although 
he had recovered enough to attend to his business 


| interests. 


Fraternally, he was active in the Knights of Pythias, 
and the funeral services were directed by that order. 
An enthusiastic amateur fisherman and hunter, he had 
been a leading member of the Fredericton branch of 
the New Brunswick Fish and Game Association for 
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ERE is the way to eliminate “‘filing 
blackouts.” Imperial’s Triangular 
Celluloid Guides impart perfect visi- 
bility. Five brilliantly colored tabs. 


Simplifies filing operations — Saves 


time — Reduces eye-strain. 
Send for Price List 


A. Roll Felder Labels B. Colored Strip Fold- 
in eight colors. er Labels in con- 
Packed 12 rolls to venient book form. 
carton. Seven colors. 
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years. He had also been a member of the Fredericton 
post of the Canadian Legion. His church connection 
was with St. Paul’s church, where the funeral service 
was held preceding the committal ritual of the 
Pythians, at Rural cemetery extension. 

Surviving are the widow, three sons and two daugh- 
ters. All at home, except one son who is a member of 
the Canadian Army Ordnance Corps, on active duty. 


—WJM 
- - + 
0. C. FROMM 

Otto C. Fromm, production superintendent for the 
Ralph C. Coxhead Corporation of New York, died last 
month in the Francis hospital, Hoboken, N. J., where 
he was a patient after suffering a heart attack. He 
was in his fifty-fifth year. 

Mr. Fromm came to the United States from Berlin, 
Germany, shortly after the World War I, and had been 
a member of the corporation’s engineering staff for 
twenty years. Prior to joining the firm he was con- 
nected with the Mercedes Calculating Machine Works. 

As a member of the Coxhead organization he had a 
part in the development of the Vari-Typer engineering 
model used by the United States Navy’s drafting de- 
partment in the writing of specifications on tracing 
cloths for blueprints. 

Mr. Fromm is survived by his widow. 

ok 
A. J. DODDS 

Andrew J. Dodds, who spent fifty-four years on the 

staff of the T. H. Payne Company, Chattanooga, Tenn., 


before retiring six years ago, died last month at his | 


home in the Tennessee city. He was eighty-two. 

Mr. Dodds was a salesman of unusual ability and in 
his time specialized on typewriters and fountain pens. 
He added to his selling ability by making a deep study 
of fountain pen manufacture and operation and while 
still in middle age qualified himself as an expert on 
writing instruments. 

He is survived by a daughter, Miss Grace E. Dodds; 
two sons, Hugh A., and S. C. Dodds; two sisters, Mrs. 


Frank Lankins and Mrs. Clarence Miller, and six | 


grandchildren. 
+ - & 
S. E. MILLER 
S. Eugene Miller, founder of the Miller-Bryant-Pierce 
Company, Aurora, Ill., died February 6 at his winter 
home in Palm Springs, Calif. He was in his seventy- 


first year and was among the best-known men in the | 


ribbon and carbon field for nearly a half-century. 


Mr. Miller was born on a farm near Hinckley, De | 


Kalb county, and forty-five years ago started manu- 
facturing typewriter ribbons and carbon papers. His 
business succeeded from the start and when he sold it 
in 1928 to L. C. Smith & Corona Typewriters, Inc., it 
was one of the largest manufacturing plants of its kind 
in the country. 

Mr. Miller is survived by two daughters, Mrs. Joseph 
Moulding of Wilmette, Ill., and Mrs. Stewart Ericson 
of Aurora. 


+ - - 
J. A. GRAY 
John Aikman Gray, for the past thirty years vice- 


president of the Willson’s Stationery Company, Winni- 


peg, Man., Canada, died at his home in that city last | 


month. Mr. Gray maintained a keen interest in civic 
affairs and was a member of the Masonic lodge, Motor 
Country club and the Pickwick club. He is survived 
by his widow and one daughter.—SJL 


G. H. IRWIN 
George Hilliard Irwin, one of the founders of the 
Toronto Sales Books, Ltd., and secretary-treasurer of 
the firm, died recently in his Toronto, Canada, home. 
Mr. Irwin was in his sixty-third year and had lived 
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LIFE SAVERS! 


TRADEMARK 


TRANSFILE FILES 


As our prodigious production effort ap- 
proaches its zenith, it is obvious metals 
will soon be quite unobtainable for civ- 
ilian business. 


But business will have to carry on. Rec- 
ords, without which no business can 
operate, will have to be filed and 
stored. 


Thus do Fibre Board TRANSFILE FILES 
loom as business life savers. Not a new 
untried substitute but an accepted 
method of filing and storing all kinds 
of records—giving complete satisfac- 
tion in thousands of offices today. 


TRANSFILE FILES are made in 13 sizes 
for standard records—and in four dif- 
ferent styles. 


And we can deliver them now! 
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in Toronto since 1900. For a number of years he man- 
aged the Canadian branch of the Chamberlain Labor- 
atories of Des Moines, Iowa, and spent a year in Cape 
Town, South Africa, where he opened a branch for 
that firm. 

He is survived by a sister, Mrs. W. H. Hunter, of 
Toronto, and a brother, Arthur Irwin, of the same 


city —SJL 
+ + & 


ROBERT WILKERSON 

Robert Wilkerson, owner of a stationery and office 
supply business in Pawtucket, R. I., died last month 
after an illness of three months. He was in his sixty- 
fifth year and resided in Providence. 

For a number of years Mr. Wilkerson was a sales- 
man for the Henderson Lithographing Company of 
Cincinnati, quitting that position about eighteen years 
ago to open the stationery store he operated up to 
the time of his last illness. 

Mr. Wilkerson is survived by his widow, Mrs. Effie 
T. Wilkerson; two daughters, Mrs. Ruth Davis and Mrs. 
Deborth L. Dickerson; two sisters, Mrs. Harry Slaney 
and Mrs. Edward Godgert; three brothers, William E., 
Adelbert W., and Charles T. Wilkerson; a step-son 
and a granddaughter. 


+; - - 
MRS. EDWARD SHAPIRO 

Mrs. Rose Shapiro, wife of Edward Shapiro, Chicago 
stationery store operator, died Tuesday, February 17, 
at the family residence, 1246 West Pratt boulevard. 
Mrs. Shapiro’s passing followed a heart attack which 
occurred a few minutes after she had retired for the 
night. 

In addition to her husband, Mrs. Shapiro is survived 
by a son, Robert, and a daughter, Henrietta. Her hus- 
band is one of the foremost men in the stationery 
trade in the Chicago area and, before opening his own 
business some time ago, spent many years in an offi- 
cial capacity with Horder’s, Inc. 


+ - - 
J. W. GREGG 

Jesse W. Gregg, president of the Pittsburgh station- 
ery firm of Coates, Gregg & Millar, Inc., died February 
17 in the Montefiore hospital in the Pennsylvania city 
following a brief illness. 

A native of Morgantown, Mr. Gregg had been in the 
office equipment and furniture business for the past 
forty-five years. and resided at 2 Ellsworth terrace. 

He is survived by a brother, R. P. Gregg of Pitts- 
burgh; and two sisters, Mrs. R. A. Wilbourn, of Owing- 
ton, Ky., and Mrs. Taylor N. Dawson, of Uniontown. 


- - + 
J. B. VENKER 

John B. Venker, president of Barnard Stamp Com- 
pany, St. Louis, Mo., office supplies firm with offices 
at 311 Olive street, died January 14, of the infirmities 
of age. He was eighty-one years old. 

A native of St. Louis, Mr. Venker had been in the 
office supply business for sixty-five years. He resided 
at 3829 Holly Hills boulevard and is survived by five 
sons and three daughters.—ATW 


’ + 
H. B. SENIOR 


Horace B. Senior, manager of the National Paper 
Box Company, Vancouver, B. C., died recently at his 
home in the Canadian city. Born in England fifty-one 
years ago, Mr. Senior went to Canada in 1923 and soon 
became active in business there. He was active in 
the Vancouver Board of Trade and a director of the 
Sidney Roof & Paper Company, Victoria—SJL 


+ - + 
MOVING JOB COSTS HARDING THREE FINGERS 
Prompt action by his assistant probably saved the 
life last month of Joe Harding when, while preparing 
to move his stationery store to a new location in Jop- 
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These “tEye-Saver” ruled forms will certainly open any 
accountant’s eyes who has not previously used MASTER-CRAFT 


forms. 

— They’ll be a glad surprise to eyes that are accustomed to 
squinting against harsh, reflected light glare. 

— Soothe the eyes with that restful, pleasing color combination 
of soft shades of brown and green ruling on buff stock. 


— Help the eyes to work faster and more accurately. 


These MASTER-CRAFT “Eye-Saver” forms are a joy to write 
on. They erase beautifully too. And the words and figures 
stand out strongly — under either natural or artificial light. 
Accurately ruled, accurately trimmed, MASTER-CRAFT forms 
are a prestige building line that increases the stationer’s volume 
—assures him large and constantly growing repeat sales. 


“Your eyes will tell the story.” 


S 


, “Built Like a 


Skyscraper” 





HAW-WALKER 


MASTER-CRAFT LOOSE-LEAF DIVISION 











Kalamazoo, Michigan 
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lin, Mo., he suffered three severed fingers which came 
in contact with a power saw. 

Mr. Harding was working on the saw in his store’s 
old location, 108 West Ninth street, where workmen 
were dismantling fixtures. His left hand came in con- 
tact with the machine which instantly severed the 
three middle fingers. 

Employees immediately applied a tourniquet and 
rushed the injured man to a doctor’s office where, 
after being given first aid, he was transferred to a 
local hospital. He is well on the road to recovery. 

The Joe Harding firm is only seven years old and 
during that period of time has made three expansion 
moves including the present one to 830 Joplin street. 
In addition to handling a complete line of office fur- 
niture, filing equipment and supplies, the company 
operates a custom fixture-building shop. 

Prior to opening his own business Mr. Harding was 
connected with the Interstate Supply Company, Jop- 
lin, for many years.—HHB 

i 
HALF CENTURY WITH REMINGTON RAND 

Frank J. Hastings, manager, media records and 
inquiry department, advertising division, Remington 
Rand Inc., Buffalo, N. Y. is this month celebrating 
the completion of fifty years of service with Reming- 
ton Rand and its predecessor companies. 

At a luncheon recently given in his honor 





and 


attended by the company’s entire advertising staff 
and company executives, he was presented with a 
pin 


diamond studded fifty-year service by &. Hf. 





GETS HIS BADGE OF HONOR.—Frank J. Hastings looks 

proud as his fifty-year-service pin from Remington Rand Inc., 

is placed on his coat lapel by S. H. Ensinger, advertising 
manager, while Mrs. Hastings looks on. 


Ensinger, advertising manager, and received congrat- 
ulations telegraphed by James H. Rand Jr., president 
of the company. 

Starting in 1892 as a “wagon boy” with the firm of 
Wyckoff, Seamans & Benedict, then exclusive selling 
agents for Remington typewriters, he was transferred 
in 1896 to the advertising department and has been 
continuously associated with the advertising of Rem- 
ington typewriters ever since. 

In 1903, the name of the firm was changed to 
Remington Typewriter Company and continued as 
such until 1927 when it was merged with Rand Kardex 
Bureau to form Remington Rand Inc. 

At the time of the merger, Mr. Hastings was assist- 
ant to Alan C. Reiley, advertising manager of the 
Remington Typewriter Company, in New York. Trans- 
ferred to Buffalo, he continued as Mr. Reiley’s assist- 
ant in the advertising division and was subsequently 
made manager of the media records and inquiry 
department, the position he holds at the present time. 

a ee 
CLEGG ISSUED “MATURITY” CALENDAR 

The Clegg Company of San Antonio, Tex., brings 
out a calendar each year that is unusual in a number 
of respects. In the first place it is issued on April 1, 
instead of the conventional date, and is a maturity 
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One Dealer summed 
up the plight of hun- 
dreds when he said, 
“We never counted our blessings until ‘Castell’ 
went off the market. 


“Consumers tried one brand,” he continued, 
“then another. The larger our inventory grew 
the slower it moved. Our shelves were cluttered 
with ‘cats and dogs’. 

“Then came news of A. W. Faber’s WINNER 
Techno-ToNE and we had our fingers crossed. 
We’re mighty hap- 
py to report that 
the A. W. Faber col- 
ors are again wav- 
ing high above the 
rest. 

“Tell the Dealers 
and Stationers in 
\merica that your 
WINNER Techno- 
TONE is doing a man-size selling job. We've 
booted the strays and ‘sleepers’ off our shelves 





and are now concentrating on a pencil bearing 
the most famous imprint in the world—A. W. 
Faber—a name that’s put PROFITS back into 
the sale of drawing pencils.” 

The “Welcome” latch is out for 


old friends. Won't you please 
write out your order now for 


INNER 7--Tone 


DRAWING PENCIL 


Backed by a National Advertising and Sales Promo- 
tion Campaign to make drawing pencil profits for you. 


q 3 d 2 for 25¢ 
WINNER Zc4x2 TONE $1.25 Dozen 
17 Degrees — 66 to 9H 

QPrABER A. 
















"ht has the A.W. FABER 
name on it.” 



























OUR FIRST JOB IS TO 





THE WAH! 


AMERICA is fighting for its life. 


All that we hold dear is at stake—liberty, 
democracy, and the right of every man to 


be his own master. 


To help Uncle Sam win this war, we have 
placed our plant and its facilities at the 


government's command. 


Orders for direct defense use will be 
filled first—and filled just as speedily, effi- 


ciently and accurately as we know how. 
Imperial has enlisted “for the duration!” 


If you do not get your shipments of 
Imperial desks and tables as promptly 
as usual, please be patient. We will 
fill your orders as quickly as possible 
—but Uncle Sam’s needs come first. 
We believe every patriot would want 


it to be that way. 


dilapenia 


DESK COMPANY 


EVANSVILLE, INDIANA 
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calendar. Each date is printed in bold, black figures 
above which are the maturity dates for notes to fall 
due for thirty, sixty and ninety days. Where such 
notes fall due on a holiday, the date is underscored 
with a red line. All legal holiday dates, both Texas 
and the United States, are printed in red figures. On 
Sunday dates, when no notes fall due, the words, “The 
Clegg Company, San Antonio,” are printed above the 
figures. 

The calendar sheets are 834 by 10% inches and are 
mounted on cardboard 914 by 1734 inches. 

The firm has been putting these calendars out for 
over twenty-five years, and they have increased in 
popularity each year. They are especially appreciated 
by banks, investment houses and firms where maturity 
dates are much in use. Each year they have many 
requests come in from all parts of the country from 
firms and individuals who have had one of these 
calendars and have found them so useful they desire 
others.—BCR 

o_o 
NEW ENGLAND TRAVELERS NOTES 

The talents of Guy Hart, as well as his willingness 
to do things for others was recognized recently when 
the board of managers of the Quincy City hospital 
tendered him a dinner in honor of his successful term 
as chairman of the board. .. . Brother Hart also re- 
ceived a letter of congratulation and gratitude from 
the mayor of the Massachusetts city. ... March 30 is 
the date set for the first quarterly meeting of the 
club’s officers and membership. . . . Among by-law 
changes contemplated is one for the inclusion of the 
auditor on the executive board. 

Congratulations are in order to two prominent mem- 
bers of the club. ... John B. Dwyer, of Acco Products, 
Inc., is now the daddy of a second son, Alan Mark, who 
arrived on January 11 and tipped the scales at seven 
pounds, twelve ounces. ... Lester J. Fisher, who graces 
Plimpton’s sales force with his presence, was recently 
married to Miss Patricia Frederick. ... Four stationery 
houses and their recently-acquired new addresses fol- 
low. .. . William L. McAdams Company, 12 Harcourt 
street, Boston. ... Paramount Office Supply Company, 
24 Custom House street, Providence. . . . Interstate 
Office Supply Company, High street, Pawtucket... . 
Bromley & Company, 49 Portland street, Boston. 

We'll all be doing it before the war ends, but our old 
friend Joe Needle, of Blake & Rebhan, is calling on his 
accounts aboard a bicycle... . Other travelers are sav- 
ing precious tires these days by a more liberal patron- 
izing of the U. S. mail and telephone services. 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 

<-> — 
GARVIN “SAVES” RECORDS FROM “FIRE” 

When Charles P. Garvin, general manager of the 
National Stationers Association, with offices in the 
Investment building, Washington, D. C., was driving 
past his place of labor on a recent Sunday morning, 
he saw smoke, apparently pouring from the place 
wherein he labors many, many hours a day. 

Now, that office is laden with records, bric-a-brac 
and such of no particular value, but Mr. Garvin hates 
to be outsmarted, even by a fire. So, putting on his 
very best speed he shot into the building, rushed into 
his office, scooped up everything in sight and went 
away from there. 

The only drawback to any chance for Mr. Garvin 
to claim a medal is this: The fire wasn’t in the In- 
vestment building, but in a nearby hotel under con- 
struction. And while nary a flame reached the busi- 
ness structure the heat did manage to break a few 
windows and blister a little paint. So on Monday all 
the records, etc., went back to their accustomed places, 
none the worse for a little airing. 
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SIKES Anticipates 
Your War-Time Needs 


Sikes will soon announce a timely desk chair development 
. specially designed and built to carry along a number 
of the Kradl-Tilt posture chair advantages. These new chairs 
will be supplied to Sikes dealers as rapidly as possible consis- 


tent with the heavy requirements of our war production. 


Please watch for next announcement before contacting us 


on these new chairs. 








tHE, DT RES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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VICTOR 


strips for 


ACTION 


Some Victor lines have been shortened — 
stripped to conserve critical or scarce mate- 
rials. 


Some Victor items have been eliminated as 
non-essential. 


Some Victor items are suffering, occasional- 
ly, from delayed shipments. 


on the other hand... 


Victor, because of its widely diversified lines 
of equipmentandsupplies, is making prompt 
shipments of many profitable dealer items 
daily — and is adding new items of fast sell- 
ing merchandise. 


In these action-packed Victor lines you will 
find a profitable solution to your problem of 
securing merchandise and equipment that 
you can sell and deliver to your customers. 


Write today for information on available 
Victor supplies and equipment. 






i 
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/ £ 
TRADE MARK | 


lend 
THE VICTOR SAFE & 
EQUIPMENT COMPANY Inc. 


NORTH TONAWANDA. NEW YORK 
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SAN ANTONIO NEWS NOTES 

As the current year gets into its stride and the ef- 
fect of the present national emergency upon business 
becomes more and more apparent, San Antonio sta- 
tioners and business equipment dealers find them- 
selves in a fortunate position, for the demands of the 
various army camps within the immediate vicinity of 
the city assure them of sales and factory deliveries, 
while the sales restrictions on private business of 
business machines and equipment have increased ac- 
tivity in the repair departments. It is generally 
agreed that 1941 was one of the best years for busi- 
ness that has been experienced here in some time, 
and in general, sales thus far this year have been 
practically equal to those for 1941. Except for diffi- 
culty in getting factory deliveries, and in replacing 
help that has joined the military forces or taken up 
government work, the local situation is fairly satis- 
factory. ... J. Andrew Smith of the J. Andrew Smith 
Company, and district governor of the Lions’ Clubs, 
which governorship takes in clubs in fifty-eight towns 
and cities in south and southwest Texas, is making 
numerous trips throughout the district in the inter- 
ests of national defense, giving patriotic talks before 
clubs and coordinating the efforts of these clubs into 
a unified national defense program. Many of these 
clubs have purchased defense bonds with surplus 
funds in their treasuries, and the present goal is to 
have every member in the district have at least one 
defense bond of some denomination. 


The local branch of the Burroughs Adding Machine 
Company is one of the many firms whose employees 
are voluntarily having deductions made from their 
salaries for the purchase of defense bonds and stamps. 
Every employee in this branch has subscribed to this 
practice. ... Earl Johnson, formerly sales promotion 
manager out of this office, has been named manager 
of the Shreveport (La.) office of this company. He 
succeeds J. B. Ferchand. . Cecil Carson, George 
Miller and Gerald Barr, floor salesmen, and Louis 
Kreusel of the stockroom, have joined the colors. Mr. 
Miller is a flying cadet, Mr. Barr is stationed in Flor- 
ida, and Messrs. Carson and Kreusel are in local 
camps. ... The Maverick-Clarke Boosters Club had 
its annual election of officers this month with the fol- 
lowing being elected to office: Jennie Aird, president; 
J. H. Keenan, vice-president; Ella Loesberg, secretary; 
and Alvina Frick, treasurer. 


Elmer Chism, formerly of Independence, Kans., and 
who has had twenty years’ experience in the repair 
and servicing of typewriters and business machines, 
has joined the staff of the service department of the 
Central Typewriter Company, of which M. R. Allen 
is manager... . Further effect of the present national 
emergency on Sales staffs is found at The Clegg Com- 
pany where John P. Green, Donald Dwyer and Jack 
Levy, all formerly connected with sales, are now in 
the service, at the San Antonio general depot. Mrs. 
Frances Billings has joined the sales staff of this 
company. ... Thomas Bilderbock of the service de- 
partment of Underwood Elliott Fisher Company, has 
returned from a trip to the Sundstrand factory where 
he took their course in repair work. ... Miss Muriel 
Alexander, secretary to F. C. Hall, manager of this 
branch, has returned to her duties after recovering 
from the flu. And Miss Grace Phelan, world’s 
amateur speed typist, was a guest of this office this 
month, spending three days here before going on to 
Austin, where she remained two days. ... Mrs. Eliza- 
beth Cary, formerly of Harper, Kans., has joined the 
office force of the local branch of Remington Rand 
Inc., as has Mrs. Ruth Kuse, who was formerly con- 
nected with the Austin office of this firm. ... Miss 
Emilie Muenster, formerly associated with this office, 
is now engaged in civil service work at Duncan field. 

. Albert Tangora, former world’s champion typist, 
and who has won several world’s championships, was 
a guest of the local office of the Royal Typewriter 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 
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Chicago, Ill. 








DARNELL CASTERS 


AND NOISELESS GLIDES 





The rapidly-widening use of Darnell 
Products in business and industry 
proves that lasting satisfaction de- 
pends on QUALITY, and true 
ECONOMY rests on performance. 


Write For 192 Page Manual 


Darnell Corp., Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO 
60 WALKER ST., NEW YORK CITY 


PURCHASE DEFENSE BONDS AND STAMPS 
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Company, appearing at some of the local schools 
where he entertained large audiences, as well as in 
the larger towns and cities in the San Antonio terri- 
tory. . . . Charles Grayson of the Royal Typewriter 
Company was in the city recently calling on the local 
manager, G. L. Davis. . This office reports good 
business during January, continuing the fine record 
for business achieved during 1941... . £ A. V. Gunn, 
who operated the Sports Sweet Shop in West Texas, 
and was a dealer out of the San Antonio office for L. 
C. Smith & Corona Typewriters, Inc., has closed his 
shop and joined the army.—BCR 
—--— ~ 

ROCKWELL-BARNES OFFERS DEALERS VICTORY 

PROGRAM 

In order that dealers may go all out to help the 
country in its national victory program, the Rockwell- 
Barnes Company, 1511 West Thirty-eighth street, Chi- 
cago, recently made public the following seven-point 
program: 

1. Discourage customer hoarding of all office sup- 
plies. 

2. Request customers to avoid unnecessary de- 
liveries in order to conserve wrapping paper, bags, 
tires, gasoline, etc. 

3. Avoid unnecessary correspondence when ordering 
from suppliers. Give customers reasonable latitude 
in making substitutions. 

4. Conserve packing by ordering full cartons where- 
ever possible. 

5. Be tolerant of any reasonable alteration in pack- 
ing that suppliers are forced to make. 

6. Codperate with suppliers in finding and reporting 
substitutes that will save essential materials. 

7. State specifically if merchandise is to be used by 
war industries. Give priority number wherever pos- 
sible. 


—>-——— 
NEW PORTFOLIO FOR OLD TOWN 
REPRESENTATIVES 

Factory representatives of the Old Town Ribbon & 
Carbon Company, Inc., Brooklyn, N. Y., have recently 
been given a special presentation folio for use in 
connection with their dealer service work. 

Beautifully bound in tan leather, the portfolio shows 
advance proofs of Old Town’s national advertising 
along with samples of local tie-in promotional mate- 
rial available to distributors. 

In addition to the advertising presentation the 
portfolio contains an assortment of photostats of 
letters from distributors. These letters were selected 
from Old Town files and permission obtained from 
the writers to reproduce them. In some cases the letter 
expresses appreciation of the specialty assistance of 
a particular representative while others tell of progress 
in ribbon and carbon sales and profits under the 
distributor development plan, and endorse the effec- 
tiveness of the company’s “Four Star” dealer program. 

—.—___- 


KROL OPENS CHICAGO STORE 


Henry H. Krol, for the past nine years connected 
with the Crown Office Supply Company of Chicago, 
has opened his own commercial stationery store at 
107 North Wacker drive, Chicago. The firm will be 
known as.the Krol Office Equipment & Supply Com- 
pany, and will carry complete lines of stationery, office 
equipment and furniture and will expand to include 
other types of commercial stationery stock from time 


to time. 
—_>- —— 


FALLON TAKES UEF BROOKLYN BRANCH 

James A. Fallon has been made manager of the Un- 
derwood Elliott Fisher Company office at 124-38 Clin- 
ton street, Brooklyn, N. Y., it was announced last 
month by W. F. Arnold, general sales manager, at the 
company headquarters, One Park avenue, New York, 
N. Y. Mr. Fallon has been connected with the UEF 
since 1906, 
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War demands greater efficiency in every office to speed up work and hasten victory. 
Modern streamlined Defender wood files equipped with the exclusive Tri-Guard prin- 
ciple are the right combination to meet today’s important problem of speeding up 
filing and finding. They combine the charm and beauty of wood with improved design 
and the best mechanical features. 


Compare this patented 3-rod Tri-Guard file with any one-rod file and see for yourself 
the many advantages of this new and different filing principle. Tri-Guard assures 
greater accuracy . . . makes work easier . . . saves time and money. 


Sold only by Globe-Wernicke dealers. 

















Defender wood filing cabi- 
nets are available in two, 








THE NEW TRI-GUARD WAY 


three and four-drawer sizes Guides slide on three rods to support as well as 
... beautiful genuine walnut, index contents of drawer. Contents cannot slump 

h ated ade Til ...indexing is always visible...easy to file...easy to 
manogany and oak nnisnes. find. Frequent adjustment of follower not necessary. 











Service 






Globe-=Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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WITH PATENT STRING FEATURE 


Yew “NICK & PULL” 


IN 22 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 


flaisdell venir ‘ 0. 


PHILADELPHIA, PA., U. 
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UNDER THE EMERGENCY 





(Continued from page 29) 


PROVISION EASED ON TAX FREE SALES TO 
FOREIGN GOVERNMENTS FOR EXPORT 


The regulations under the manufacturers’ excise tax 
law were modified on February 6 relating to tax-free 
sales to foreign governments of articles for export. 

Released as T. D. (Treasury Decision) 5115, these 
regulations will be found under Title 26, Chapter I, 
Subchapter E, Part 469, Internal Revenue. 

Formerly on the sales of normally taxable articles 
to foreign governments for export the sales were tax- 
free when proof of exportation was furnished, but it 
became impossible to obtain this proof in the cases of 
articles sold under the lend-lease act because the de- 
parture of ships became military secrets. Such proof 
is not required under the new promulgation. 

The regulations follow: 

i until further notice 


“During the period of the emergency and 
: " 





ind regardless of any contrary provisio other regula 
mn, the procedure herein established may be followed with 
spect to articles within the scope of Chapter 25 and 29 of 
the Internal Revenue Code sold by manufacture! or producers 
» foreign governments fi export W here ich procedure is 
wed, such articles, wl sold by the manufacturer or pro 
luce to a foreign governmen will be regarded as having 
ween sold for export and in due course exported 
“There must be furnished to the manufacturer or producer, and 
he must have in his possession prior to passage of title, a 
certificate of a duly authorized representative of the foreign 


government stating that the articles are purchased for export, 


ind will not be further manufactured prior to export A single 


certificate may be given to cover a articles upplied under a 
particular contract 
“The contract, together with the certificate or certificates 
given by the foreign representative, must be preserved by the 
manufacturer for a period of at least four years from the last day 
of the month in which the last delivery under the contract is 
made, and must be readily accessible fo nspection by internal 
venue officers.’ 
ae 
us 


MANUFACTURERS’ EXCISE TAX APPLIES TO 
LEASES OR RENTALS BY MANUFACTURER 


Under Section 3441 (c) of the Internal Revenue 
Code the excise tax attaches to each payment made 


under a lease. (No tax is due respecting payments or | 


leased articles if the lease or agreement was made 
and the article involved delivered prior to October 1, 
1941, however.) 

The Commissioner recently ruled: “It is to be noted 
that any renewal or extension of a lease or any sub- 
sequent lease of an article is considered a taxable sale 
of such article.” 

This applies only to office machines, and other ar- 
ticles covered by manufacturers’ excise taxes, which 
are leased or rented by the manufacturer, producer, 
or importer thereof. Leases or rentals of machines by 
dealers or wholesalers who are not manufacturers dare 
not subject to this taz. 

The provision, however, does apply to the sale or 
lease of business and store machines acquired by the 
manufacturer by repossession. 

A recent inquiry presented another type of case, 
which raised the question of taxability of oral rental 
agreements for short terms. The manufacturer indi- 
cated that the length of time ranged from a few days 
to two weeks, and that there are no written contracts 
or leases to cover such arrangements 

The Bureau held that “the lease of an article, 
whether written or oral, including any renewal or ex- 
tension of a lease or any subsequent lease of such 





For CUSTOMERS 
WH) THINK TWICE 


Every customer is twice as demanding 
today. He wants every dollar he spends 
to be a good investment. 

Sloane executive office suites give 
him what he wants. They are right in 
design. They stay in style and good 
taste. Their Permo-Weld panels are 
age-proof. The hardware is excellent. 
Joinings and finishings can take the 
heating of long wear. 

Sloane, you see, has a reputation for 
99 years of quality to keep faith with. 
Yet Sloane prices are no more...and 
adequate stocks are ready for delivery. 


Sloane also offers custom and deco- 


rating services to meet every problem. 

















96 





Sell them —Right Now 
BARKLEY Zc TAB 
DESK SETS! 















Many of your customers need these 
desk sets to speed their daily work. Quo- 
tqtions, cost, discounts, vital information, 
taxes and any other filed data can be 
kept at their fingertips. 

The Barkley Tab Desk Set is perfect in 
more ways than one—easily seen, since 
each tab is magnified in size and makes 
finding easier; relieves eyestrain; full 45 
range visibility; smooth edges, no torn 
papers or cut fingers. 

The folders are Redropo of 18 pt. red 
rope stock that withstand long and hard 
wear. Furnished with 75 special printed 
and plain inserts for personal selection. 
Lists at $3.50 complete set of 25. 


Write for complete details of 
this newest of filing tab de 


velopments today. 








C. L. BARKLEY & CO. 


ESTABLISHED 
Manufacturers 


517 S. JEFFERSON STREET CHICAGO, ILL. 
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article, by the manufacturer, producer, or importer 
shall be considered a taxable sale of such article.” 


oS 
FROM TYPEWRITERS TO MACHINE GUNS 

The following item appeared in the February 9, 1942, 
issue of Domestic Commerce, published by the United 
States Department of Commerce, Washington, D. C.: 

“Recent reverses by the United Nations armies in 
Asia make more imperative than ever the conversion 
of many consumer-goods industries to military needs. 
The typewriter industry is the latest to pledge its 
resources; and at a meeting with the War Production 
Board on February 3 the Office Equipment Manufac- 
turers Institute (formed in 1916) presented data on 
its manufacturing facilities. Technical committees are 
being set up to arrange production curtailment and 
conversion to war work. Association members plan to 
adapt their machinery to producing aviation instru- 
ments, fuses, machine gun parts, and other equip- 
ment.” 


ot) 
NEW MANDATORY RESTRICTIONS ON PAPER 
INVENTORY 


Following is the text of a bulletin addressed to pulp, 
paper and paperboard manufacturers; paper convert- 
ers, printers, publishers and all users of paper, paper- 
board and paper products, by N. A. McKenna, chief of 
the Pulp and Paper Branch, George Renard, chief of 
the Printing and Publishing Branch, and Walter C. 
Shorter, chief of the Containers Branch of the War 
Production Board: 

“Your attention is called to the recent amendment to 
the Inventory Control Section of Priority Regulation 
No. 1 which has been revised to provide a stricter 
limitation of inventories. This regulation applies to all 
manufacturers, converters, users and distributors of 
pulp, paper and paper products in any form, and ma- 
terials used in the manufacture, printing and publish- 
ing thereof, regardless of whether or not directly 
connected with defense work. 

“944.14 INVENTORY RESTRICTION. Unless specifi- 
cally authorized by the Director of Priorities, no person 
shall knowingly make delivery of any material what- 
ever, and no person shall accept delivery thereof if the 
inventory of such material of the person accepting 
delivery, in the same or other form, is, or will by virtue 
of such acceptance become, in excess of the PRAC- 
TICABLE MINIMUM WORKING INVENTORY REA- 
SONABLY NECCESSARY TO MEET DELIVERIES OF 
THE PRODUCTS OF THE PERSON ACCEPTING DE- 
LIVERY, ON THE BASIS OF HIS CURRENT METHOD 
AND RATE OF OPERATION. Unless specifically 


| authorized by the Director of Priorities, no person shall 


process, fabricate, alloy or otherwise alter the shape or 


| form of any material if his inventory of such material 


in its processed, fabricated, alloyed or otherwise altered 
shape or form is, or will by virtue of such operation 


| become, in excess of a practicable working minimum 


inventory thereof. The term “PRACTICABLE MINI- 
MUM WORKING INVENTORY” IS TO BE STRICTLY 
CONSTRUED. THE MERE FACT THAT THE RATE OF 


| TURNOVER HAS INCREASED OR THAT MATERIALS 


ARE DIFFICULT TO OBTAIN DOES NOT JUSTIFY 
MAINTAINING INVENTORIES ABOVE THE MINIMUM 
WITH WHICH OPERATIONS CAN BE CONTINUED. 
In the calculation of the practicable minimum working 
inventory of any person who imports material, either 
directly or through an agent, deliveries of such im- 
ported material to such person may be excluded.’ 

“It should be noted that this regulation now pro- 
hibits the user from ACCEPTING DELIVERY of ma- 
terials for inventories in excess of a practicable work- 
ing minimum. This means that all inventories of any 
materials whatever must be reduced to a practicable 
working minimum, strictly construed, before deliveries 
can be accepted. All users of pulp, paper and paper 
products who have current inventories of any materials 
“IN EXCESS OF A PRACTICABLE WORKING MINI- 
MUM” must refrain from accepting further deliveries 
in excess of such working minimum until their current 
inventories have been restored to a basis that will per- 
mit the acceptance of deliveries without violating this 
regulation. 

“Tt should also be noted that this regulation prohibits 


| the SELLER or SUPPLIER from making delivery of 
| material which will increase the inventory of the re- 


ceiver of that material above a practicable working 











MARCH, 194: 97 


eee mS 


WHERE 15 GOW BUSINESS GOING 
: 4 




































/ 
anil es See 

' 

j 

i eee 

+ + 
fa Ang 
ia ee 

a 
; “ey 
t toes 
oats c 
ca 


a x 
‘ : we rr 
f i bs 





In These Days of 
Material Shortages and Depleted Stocks? 


Many of your good profit items of years’ standing may soon be impossible to obtain. 
How will you replace such possible losses in inventory, sales, profits? 


One sensible, practical remedy is to follow the lead of America’s most successful 
dealers who are profiting right now because they have organized their ribbon and 
carbon departments and have intensified their ribbon and carbon sales efforts. 


We believe these two suggestions will appeal to your business instinct: 


| Ribbons and carbons will probably be among the last items in your business 
e . r . » > 
to be affected seriously by raw material shortages: 


. The increased paper work of firms directly or indirectly engaged in war 
industry multiplies the demand for ribbons and carbons. 


Given the proper ribbon and carbon line and the proper manufacturer cooperation, 
you can organize a ribbon and carbon department that will pay you immediate profits. 
\lso, after the war, today’s ribbon and carbon sales efforts will provide a backbone 
of substantial repeat business at a time when it may be most welcome. 


\s the outstanding merchandisers in the field, Columbia has organized successful 
ribbon and carbon departments for America’s leading dealers. Without obligation, 
Columbia will be glad to recommend an ideal sales and merchandising set up for 
vou. Now, when minutes count, count on Columbia. Write us. 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York Sales and Export, 58-64 West 40th St. Kansas City, Mo., Dwight Bldg. 
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QUALITY PARK PRODUCTS 
are Built to Withstand ROUGH Usage! 


When you offer your customers any of the many items in 
the QUALITY PARK Line, you know they will stand the test of 
comparison, use and construction. 

Over the years they will prove to be cheaper because they last 
longer and endure hard wear. 


<I 











| 


CHAMPION CLASP ENVELOPES 








cLeatheroid FILE POCKETS 


Made in letter and legal sizes with 134", 312” 
and 5'%4" expansion. Double thickness fronts and 
backs, glue welded throughout. 


Built for extra strenuous service. Made of No. 1 
Kraft or Manila with well gummed, deep flaps and 
seams that do a perfect job of protecting heavy 
mail, catalogs and booklets. 


Prompt shipment on orders for stock items. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory 
Quality Park 
St. Paul, Minnesota 


Chicago Office and 
Warehouse 
11-116 Merchandise Mart 
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minimum inventory as defined in the order. In view 
of this, it is suggested that any suppliers of materials 
who may have reason to believe that materials so sup- 
plied are in excess of the requirements of the user 
secure a sworn statement from the user as to the in- 
ventory position of user before making delivery. In this 
way, the seller or supplier can strictly observe the 
regulation and avoid the penalties of non-compliance. 


“All users of pulp, paper and paper products who 
have current inventories of any paper products and 
materials used in the manufacture, printing and pub- 
lishing thereof, in excess of the stipulated minimum 
are requested to report to the pulp and paper branch, 
or printing and publishing branch, or the containers 
branch, of the War Production Board, with the ex- 
planation thereof, of any. It should be noted that the 
U. S. Criminal Code constitutes it a crime to inten- 
tionally make a false statement to a government 
agency or to conceal from it any material fact.” 


o 


MINIMUM WAGE SET FOR RUBBER STAMP 
WORKERS 

Stamps and marking devices which utilize rubber to 
effect the lettering or numbering, according to Thomas 
W. Holland, administrator of the Wage and Hour Divi- 
sion, are products falling within the rubber products 
manufacturing industry as defined in the Wage Order, 
effective July 28, 1941, establishing a forty cent mini- 
mum wage rate for that industry. Mr. Holiand’s state- 
ment with respect to stamps and marking devices con- 
taining lettered or numbered rubber treads and pads 
was made in response to numerous inquiries. 

The forty cent minimum wage rate applies to all 
employees engaged in setting type or otherwise prepar- 
ing the letter forms, molding and finishing the rubber 
pads, treads, letters, etc., and assembling the rubber 
stamps and marking devices. Such assembling in- 
cludes in the case of mounted rubber stamps, cutting 
the wood mountings to size, inserting handles, attaching 
the rubber cushions and printed surfaces as well as all 
finishing, packaging and shipping operations. In the 
case of metal stamps or daters with rubber type or 
tread, assembling includes the operation of inserting 
the rubber type or tread into the metal frame as well 
as all subsequent finishing, packaging and shipping 
operations. 

o 


SALVAGE WASTE MATERIALS 


The Industrial Salvage Section of the Bureau of 
Industrial Conservation is organizing the business 
citizenry of the country to participate in the program 
of saving iron and steel scrap, non-ferrous metals, 
cotton and woolen rags, paper and rubber. The pri- 
mary suggestion is to put some one responsible indi- 
vidual in charge of salvage throughout all depart- 
ments of a business and give him authority to organize 
and start at once an emergency “clean up” campaign, 
to be followed with a permanent salvage organization. 

Harry Fellowes of the Bankers Box Company re- 
sponded to the call by having a big crate placed where 
employees not only dropped scrap from around the 
shop, but also scrap paper from home. At the end 
of each month, when the material is sold, a contest 
is held among those who contributed waste materials 
and the winner is awarded a Defense Bond purchased 
from the money received for the scrap. 


o 
BROWER HEADS FURNITURE BRANCH OF WPB 


Robert R. Guthrie, assistant chief of the Bureau of 
Industry Branches, WPB, announced the appoint- 
ment of John M. Brower as chief of the Furniture 
Branch of the War Production Board. All activities of 
the furniture industry will be brought within this 
branch. 

Mr. Brower has been chief of the Furniture Section 
of the Division of Purchases. Mr. Brower came to 
OPM last July from Grand Rapids, Mich. He is head 
of the Brower Furniture Company of Grand Rapids. 


& 
PAPER RETAILERS ASKED TO HOLD PRICES DOWN 


More than 1,000 merchants dealing in paper products 
have been asked by Leon Henderson, administrator of 
the Office of Price Administration, not to exceed man- 
ufacturers’ prices plus OPA’s merchants’ mark-ups on 








Now 
FOX will again be 


the BIGGEST name in 
CHAIR CUSHIONS! 


This newest innovation in 
cushions has no buttons— 





Quality is apparent throughout this cushion. Out- 
standing features make it today's best seller for 
Dealers. And the list price is only $1.30 for the 
inch thick or $2.50 for the two inch cushions. 


Alse 


FOX OFFERS A COMPLETE 
LINE OF 


Paratex (Curled hair) 


Felt (The FOX original and still 
a good seller) 


Rubber (while they last) 


Fox has a chair cushion for every seating requirement and 
one that will meet every demand. Check your cushion stock 
now and be sure you have enough—no priorities necessary 
on these items, so push them and boost your sales and 
profits. 
Send for complete details, prices 
and dealers’ discounts today. 


FOX 


GEO. E. & CO. 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 
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LIVEN-UP YOUR SALES 


WITH THE TYPEWRITER PAD THAT 


DEADENS 
NOISE! 





H ERE’S a sure way to increase your 
average sale: suggest a KIL- | 
KLATTER Typewriter Pad to every 
buyer of office supplies. Your customers will welcome this | 
low-priced pad that really deadens typewriter racket in | 
today’s busier, noisier offices. And once they see how effec- | 
tively it reduces sound . . . how its cushioning effect eases 
finger-tip fatigue . . they'll come back to buy KIL- 
KLATTER Typewriter Pads for every typewriter and for 
other office machines. aks 


; KIL-KLATTER is made of famous OZITE ALL-HAIR 
FELT with treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. Size 11 x 13 in. 
fits all typewriters and many business machines. 


e KIL-KLATTER is 
attractively packed 
in individual cartons 
for eye-catching win- 
dow or counter dis- 
play and increased 


KIL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 









FREE DISPLAY CARDS: With order 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a quantity of 2-color mail enclosures 


imprinted with your name 


FREE SAMPLE PAD FOR DEALERS 
ONLY will be sent if the coupon be 
low is attached to your letterhead 





AMERICAN HAIR & FELT COMPANY 
Dept. D3, Merchandise Mart, Chicago 


Send FREE sample of KIL-KLATTER Typewriter pad and informat 
about prices and discounts 


FIRM NAMI 
ADDRESS 
CITY ‘ STATE 
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several converted paper products, including gummed 
papers, plain envelopes, manila envelopes, kraft enve- 
lopes, shipping tags and glazed and plated papers. 

Mark-ups permitted are comparable to those gener- 
ally used by the merchants. 

Mr. Henderson’s request went out in letters dated 
February 10, informing the merchants that manufac- 
turers’ prices had been frozen by OPA as of December 
15, last. 

The letter also asked that the merchants send to the 
Office of Price Administration information regarding 
various grades and qualities of these products which 
they are selling. 

o 


CELLOPHANE FOR PACKAGES LIMITED 

Typewriter ribbons are exempted from government 
ban on twenty-four general uses of cellophane and 
similar transparent cellulose materials for packaging 
or manufacturing. Among industry products which 
may not utilize such materials under WPB order L-20, 
are paper and paper products including books, labels, 
tags, index cards, advertising and display material, 
carbon paper, greeting cards, stationery, fountain pens, 
pencils and leads. There is no prohibition on the use 
of material for scotch tape or window correspondence 


envelopes. 


COBALT PROHIBITED IN INK MANUFACTURE 
On February 6, WPB issued an allocation order on 


| cobalt, prohibiting its general use in all pigments after 


May 1, and restricting use until that time to forty per 
cent of the amount processed in the first six months ot 
1941. Blue writing ink will be paler as a result of this 


order. 
Cobalt is an important steel alloy and domestic pro- 


' duction is negligible. Africa is the principal source 


with smaller amounts coming from Canada. 
o 
M-15-B RESTRICTS USES OF RUBBER 
Rubber bands, erasers, typewriter platens and feed 


| rolls, sponge rubber chair cushions, and rubber type- 
| writer keys are included in the great range of civilian 


products virtually eliminated from manufacture by the 
War Production Board order M-15-B, which provided 
that beginning February 1 no crude rubber or latex 
was to be available for any save a restricted list of uses. 


o 
WAGE AND HOUR DIVISION MOVES TO NEW YORK 
On February 14, the Wage and Hour Division of the 


U. S. Department of Labor moved headquarters from 


Washington, D. C. to 1560 Broadway, New York, N. Y. 
All contacts by mail, phone or in person should now 
be made in New York. 


CHAIR IRON CURTAILMENT APPEARS LIKELY 
Word has been received concerning the possibility 
of a WPB order restricting the manufacture of chair 
irons for any use other than war demands. At present 
there is no limitation except the general one imposed 
by shortages of raw materials. 
— —>--—__— 


LEONARD REFUSES TO HANDLE AXIS 
POWERS STAMPS 


Leonard & Company, a prominent stationery and 
printing firm of Detroit, Mich., which maintains a 
department for philatelists, has notified its customers 
that the handling of stamps or adhesives manufac- 
tured by enemies of America will be discontinued for 
the duration. 

The company’s decision was made known in a writ- 
ten statement mailed out to hundreds of stamp col- 
lectors and read as follows: 

“Leonard & Company will not buy any new or un- 
used stamps of the enemy or enemy-controlled coun- 
tries for the duration of the war. We will not pur- 
chase or order specially any used stamps of these 
countries issued after December 7th, 1941, or earlier 
issues that we know were put on the market to finance 
the war. This applies to more than fifty stamp-issuing 
countries which released during 1941 over 45 per cent 
of all the world’s adhesives, using the profits for war.” 
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MANY CONCERNS NEED THESE 
USEFUL OFFICE ACCESSORIES 
TO SPEED UP WAR PRODUCTION 





Dependable Globe-Wernicke office accessories and filing 
supplies are helping the war effort by speeding up routine 
in countless offices. They increase efficiency, save time and 
get work done quicker and easier. 


The expansion of the nation’s war program provides dealers 
with many opportunities to serve your customers. Be pre- 
pared and have a reasonable stock of inexpensive but im- 
portant office accessories. Send us your order today. 








> 
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EVERYDAY FILES 
Several styles . . . indexed 
alphabetically, days of week, 
days of month, etc. Made 
in standard and legal sizes. 


AGATE 
CARD INDEX TRAYS 
Made of heavy binders’ board 
...wood bottom...steel follower 
snvd 2O’. 4820". o's, 


BOX FILES 


Meet most every filing require- 
ment. Available in several dif- 
erent sizes with many styles 


of indexing . . . inexpensive. and check file sizes. 


6” x 9” 











“TUFTEAR” MANILA FOLDERS 
These folders give long, satisfactory service and stand 
up under hard, constant use . . . rounded corners .. . made 
in all styles of standard tabbing...single or double tabs. 






















Folders may look alike, 
but there is a far greater 
difference in perform- 
ance than indicated by 
a the small variation in 
A, price between the best 
and cheapest grades. 
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Through Co-operation 


ROCKWELL-BARNES RECOMMENDS 
THIS PROGRAM FOR STATIONERS! 


OOPERATION will lead America to 
Victory ... We know that our in- 

dustry will do its share ... Here are some 
practical suggestions for all to follow: 
]. Discourage customer hoarding of all 
office supplies. 
2. Request customers to avoid unneces- 
sary deliveries in order to conserve wrap- 
ping paper, bags, tires, gasoline. 
3. Reduce correspondence to minimum 
when ordering from suppliers. Give sup- 
pliers reasonable latitude in making sub- 
stitutions. 


4, Conserve packing by ordering full car- 
tons wherever possible. 


5. Be tolerant of any reasonable altera- 
tion in packing that suppliers are forced to 
make. 


6. Cooperate with suppliers in finding 
and reporting substitutes that will save es- 


sential materials. 


7. State specifically if merchandise is to 
be used by war industries. Give priority 
number wherever possible. 


Cooperation by consumers, dealers, and suppliers with our govern- 
ment will contribute immeasurably to the NATIONAL VICTORY PROGRAM. 








1511 WEST 38TH STREET 
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REYNOLDS IN 35TH YEAR WITH ROYAL 


J. C. Reynolds, assistant factory superintendent 
at the Royal Typewriter Company’s Hartford plant, 
was recently the guest of honor at a dinner given 
by company executives to celebrate his completion 
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ONE OF ROYAL'S VETERANS.—J. C. Reynolds, assistant fac- 
tory superintendent for Royal, sits at his desk banked with ateei-Aee pealers nen 
flowers, a gift which symbolizes thirty-five years of service oe + this wat wipiants an 
with his company. pealizine z oy, Ind 8" oor Janeen iy 
first gh pattlefie~ “ pro yaucin 
of thirty-five years with the firm. The anniversary then OF nan) athe Poms Fig ist of 
makes him the oldest employee in point of service | | ares me \ 
at the Connecticut production center. pital eqvil sporion. *° hte 48 Sy 
Mr. Reynolds started with Royal as a tool and die Bu e’ramerican WY, are Dealer 
maker, progressing with keen initiative to his present yation - 3 ae ast A : po to sr pavsence \ 
position as assistant plant head in charge of pro- wet Ae ite and We verati oe you \ 
duction and personnel. appreciate wee. We eee? and a 
He is one of the pioneers in the development of you are Sto our acyiyy shall 30 ie to \ 
finishes and at present ranks among the country’s oe” ; re thing PL weather ' 
foremost specialists in that field. 5 his storm. 1 
At the dinner Mr. Reynolds’ loyalty and efforts x 3 eaack wera \ 
were lauded by C. B. Cook, vice-president in charge eae Io | \ 


of production, and B. J. Dowd, factory superintendent, 
both of whom complimented him upon the part he 
has played in the development of the typewriter. 
There were 150 present at the gathering and they all 
joined in saluting the honored guest as he was pre- 
sented with a handsome, fitted traveling bag. 
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McKEE-DAVIS 


George McKee, wholesale representative of L. C. 
Smith & Corona Typewriters, Inc., in the Cleveland 
and Detroit area, was married recently to Miss Ruth 
Davis of Cleveland, in the home of P. M. Winship, 
manager of the Smith-Corona branch in that city. 
Mr. Winship served as best man and his wife was 
matron of honor. J. Russell Seymour, company man- 
ager at Toledo, and Mrs. Seymour were among the 
guests at the ceremony. The bride and groom will 
make their home in Detroit—AK 


of 8 £8 OSES 
February 3 was a big day in the life of A. E. Van be 


Wagner, advertising manager of the American writ- 

ing Machine Company, New York, N. Y., for on that 

date he became the proud father of a baby boy. The CORRY, PENNSYLVANIA 
young man, who has been named James Arthur, reg- 

istered on the hospital scales at eight pounds, two 


ounces. All is well with Mrs. Van Wagner and the 
new arrival. 





























104 


In Modern POSTURE CHAIRS... 
Chair Action UNDER the Seat 
Provides Comfort ON the Seat 

















BOLENS— 
NFO 





Your BIG Sales Feature 


In Working Position... Perfect Relaxation ... 





BOLENS SYNCRO-TILT Chair Irons Lean back 


make possible form-fitting comfort 


and support and freedom from fa Chair back follows the contour of 

tigue—your most important advan your own body, without an uncom 

tage in selling modern ‘‘comfort fortable ‘‘up and down” rub. Chair 

engineered” Posture Chairs Seat tilts slightly forward to keep 

your feet on the floor without re 

* stricting blood circulation at the 

knees. Only SYNCRO-TILT has 

Photos Courtesy of Harter this “Synchronized” action that pro 
Corporation vides ‘‘Rocking Chair’’ comfort 


The secret of this ‘‘under the seat’’ sales feature is BOLENS 
specially engineered FIVE-WAY Adjustment to body movement 
and body fit, plus the SYNCHRONIZED movement provided for 
the chair back, seat, and arms. Every phase of Form Fit and 
Chair Action is readily adjustable for each individual occupant 

DEALERS! MANUFACTURERS! 


Look for this important sales 


feature on YOUR Chair Lines TILT Chair Iron Catalog 





in a SYNCRO.-TILT- 
equipped Chair and you enjoy ¢ 
new idea of ‘Perfect Relaxation 


Write mow for BOLENS SYNCRO- 


BOLEND PRODUCTS COMPANY 


Port Washington 


*% Modern Chair Irons for all types of Office Chairs and Stools 





Wisconsin 





* 





OFFICE APPLIANCES 


NORTHWESTERN’S SALESMAN CHART TELLS ALL 


Just how a salesman stands in his sales efforts, how 
much he produces a year and his per cent rating 
among his brother sellers on the staff are a few of 
the details which an annual salesman’s chart put out 
by the Northwestern Furniture Company, Milwaukee, 
tells. 

The chart is issued every year by Sales Manager 
Conrad Netzhammer and, in addition to containing 
details of each man’s standing, offers a few gems of 
selling wisdom. Here are a few picked at random 
from the chart for 1942: 

“Salesmen are confident, optimistic, intelligent, 
cheerful—and the nation needs plenty of these qual- 
ities. 

“1942 is a challenge to salesmen to transmit some 
of their intelligent optimism, some of their cheerful- 
ness and confidence in others. Salesmen, by just 
being their fine selves as they go about meeting thou- 
sands of people, can make this old world a better 
place during 1942. 

‘Every great age,’ said Emerson, ‘has been an age 
of faith.’ Face the problems of this war with a deep 
faith in America, a confident faith in yourself as an 
individual, a real faith in others, and a great faith 
in God.” 

And here’s another one, under a heading of “Don’t 
Sell ’Em and Leave ’Em!” 

“Any salesman who fails to follow a consistent 
program of after-sale contacts overlooks a primary 
source of profit and substantial means of building 
good will. 

“First of all there are the customer’s feelings to 
consider. Do you think he likes the idea of being 
forgotten as soon as he signs on the dotted line? 
Morally you owe him the consideration of after-sale 
interest, but aside from that there is much to be 
gained by the salesman himself, looking at it purely 
from a selfish angle. 

“Repeat orders, for instance, represent the most 
profitable of all business. It comes without the out- 
lay of time and effort which usually accompanies 
initial deals, because obviously the product has sold 
itself or the customer would not be back for more. 

“But aside from direct benefits, new sales in large 
numbers are influenced by customers who are kept 
‘sold. Remember, a good word about you or your 
product from a _ satisfied customer carries more 
weight than volumes spoken by you. Satisfied cus- 
tomers are the best salesmen our organization can 
have.” 

Among the efforts of salesmen listed in the charts 
contained in the bulletin are “Billed cooperative sales 
for the month,” “Leads furnished field men by floor 
men,’ comparative quota points and many others. 

— °—> -— 


COLUMBUS BLANK BOOK IN 100TH YEAR 


The Columbus Blank Book Manufacturing Com- 
pany, Columbus, Ohio, is preparing to celebrate its 
centennial in 1942, having started 100 years ago as the 
Siebert & Lilley Company. For fifty-one years it con- 
tinued its business under that name until absorbed 
by the Ruggles-Gale Company in 1893. Under the lat- 
ter’s ownership, the firm became one of the largest 
publishers of legal blanks in the country. Another 
reorganization came in 1909 out of which the present 
firm grew. John T. Gale, who invented 15,000 legal 
forms, directed the company’s activities until his death 
in 1931. 

The company is now one of the largest merchan- 
disers of office supplies in central Ohio, with head- 
quarters at 317-321 South High street, and specializes 
in legal blanks, particularly for Ohio and West Vir- 
ginia. It employs a sales force of twenty persons. 

Officers recently re-elected, all of whom have been 
associated with the firm for more than thirty years, 
include: Fred M. Ellis, president; N. M. Peterson, vice- 
president; H. B. Perkins, secretary-treasurer and gen- 
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* AIDING DEFENSE *® 





GRAND RAPIDS, MICH. 


Portable Adding Machines « Electrics « Standard Adding Machines 
Bookkeeping Machines « Statement Machines +» Cash Registers 


Calculators . Accessories . Supplies 


Allen Calculators 


INCORPORATED 


a 
PRESIDENT 
_—_ 


678 FRONT AVE.N. W, GRAND RAPIDS, MICH 
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EASTER 


“THE 2~ XMAS” | C7 
| 


SHEAFFER'S | \ 
| THE RIGHT GIFT 














tant to all of us now. Therein lies 








the answer to increasing your LIFE- 





Emotion makes things happen. 
That's why Sheaffer's Lifetime has 
become the lasting and useful 
token of affection... It works out 
in your life just like everyone else's, 
at birthdays, graduations, anni- 
versaries, and wherever else emo- 
tion seeks expression. The gift 
market is Your Big Market. 


Sheaffer 4-Color Advertising 
Promotes the 


EASTER GIFT DRIVE! 


Why feature low-unit, low- 
profit lines when you can sell 

Sheaffers? 
| Look into Sheaffer's discovery 
| of Easter gift opportunity! There is 
a Sheaffer 4-color Easter ad on the 
back cover of the March National 
Geographic Magazine, also on the 
first inside cover of April 4 Col- 
lier‘s Magazine. Plan your display 


Es of affection are most impor- 


TIME volume this Easter season. 


TO RECOMMEND WHEN EMOTION CALLS! 


and your selling effort now for a 
REAL Easter promotion on nation- 
ally-advertised, nationally-want- 
ed, nationally-approved Sheaffers! 


Vs 
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NOW—THE SERVICES 
APPROVE WRITING GIFTS 


Proving the rightness of Sheaf- 
fer's writing gift idea, the men at 
the top recommend that there be 
a steady exchange of gifts AND 
LETTERS between the folks at 
home, and the men in U. S. Service. 

What finer gift to recommend 
than the-dependable Sheaffer 
Lifetime—useful daily in Service, 
and in the years afterward! W. A. 
Sheaffer Pen Co., Fort Madison, 
la., Toronto, Ont., Can. 
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eral manager. T. Carl Smith is sales manager of the 
firm. Directors include Mr. Ellis, Mr. Petersen, Mr. 
Perkins, and Frank H. Gale—AK \ 
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GLOBE-WERNICKE FLIES WORKERS’ SERVICE FLAG.—Back 
in 1917 John and William Schreiber, now employees of The 
Globe-Wernicke Co., Cincinnati, did their bit by enlisting in 
the Navy and as a result were presented with a big American 
flag by proud relatives. Last month the two brothers presented 
their flag to officials of the company and it now flies over 
the G.W. plant. At the presentation (L to R) John Schreiber, 
Factory Manager Henry S. Jones, President J. S. Sprott, and 
William A. Schreiber. 
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[ten never was a time when 


time was so important! Acme 


—- 
ALLEN-WALES WORKERS TO GET SURGICAL Visite Records: ere helping taper 
BENEFITS tantly in the speed-up program by 


Surgical operation benefits ranging up to $159 have _ previding "THE SERVICES” with ac- 


been established for more than 375 employees of the — cessible, up-to-the-minute data so 
Allen-Wales Adding Machine Corporation, New York _ they can make wise decisions and 
City, through an expansion of the corporation’s group | take timely action. 
program, which already provides participating workers 
with a total of $500,000 life insurance, and provides 
hourly-paid workers with additional security in the 
form of sickness and accident and accidental death size from 5x3 inches to 11x8 inches. 
and dismemberment benefits. Inclusion of the surgical 
operation benefits in the group plan was announced 
by W. J. Pickering, president of the corporation. 
The group plan is being underwritten by the Metro- 
politan Life Insurance Company on a cooperative basis 
whereby the employees contribute fixed amounts and 
the employer bears the balance of the entire net cost. 
Visiting nurse care and the distribution of pamphlets 
on health conservation and disease prevention are 
included in the plan. 


Acme’s Visible Pocket Equipment 


provides for record cards ranging in 
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OLD TOWN COAST OFFICE MOVES TO NEW 
LARGER QUARTERS 

O. H. Davison, Pacific Coast representative of Old 
Town Ribbon & Carbon Company, Brooklyn, N. Y., 
announces that the company’s coast branch has moved 
into new and larger quarters at 609 Mission street, 
San Francisco, which include reception room, general 
office, office for salesmen, and a private office for 
Mr. Davison as well as a stockroom. In addition, there 
is a second stockroom which houses ribbon rewind- 
ing equipment and cutting equipment. 

Although manufacturing is done at the company’s 
general offices and factory in Brooklyn, the coast 
branch maintains equipment enabling it to take care 
of special sizes, etc. 

Mr. Davison explained the expansion move as 
necessitated by the increased demand for Old Town 
products. 


grains is the fastest, most 
compact, and most econom- 






ical visible equipment for every 
kind of one (or two) line Index 
or Reference Record. 





The listings are typed on 
scored Flexoline sheets, 
separated into strips and 
filed just where they be- 
long. New strips are quick- 
ly inserted — obsolete strips 
are removed—the list is 
*—- © — 
LEWIS JOINS U. S. ENVELOPE 

Dave C. Lewis, for the past ten years connected with 

the stationery firm of Tuttle, Moorhouse & Taylor, 


always up to date. 


May be purchased on U. S. Govern- 
ment Contract (Tps. No. 41062) tem 
No. 54-F-2325. 





New Haven, Conn., last month resigned to join the staff 
of the U. S. Envelope Company, also of New Haven. He LE RECORDS. INC. 
possesses many friends in the industry all of whom AVENUE, CHICAGO, ILLINOIS 





wish him the best of luck in his new undertaking. 
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TWO NEW NUMBERS 
IN THE VAN DYKE LINE 


x* x * x* 


24-INCH LIGHTMASTER 






The 
LIGHTMASTER 


No. 602 
$145 
Less tube 


For AC 
Current 





The Lightmaster—No. 602—24” fluorescent tube. A 
handsome lamp, rich in appearance, modern in design. 
Shade designed to take a 24” bulb with an extremely high 
lighting performance. It throws light forward and over en- 
tire desk area. 


FEATURES 


@ Durable morocco brown finish. 


Baked on Genuine white Liquid Plastic reflector. 


Instantaneous off and on switch. 
Uses 24” Fiuorescent bulb. 


Base with convenient pen and pencil rest. 


> AS ae ee ee 
LparaP is Paige SANS 
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NEW 
| STREAMLINE 
MODEL 


No. 1000 


$1275 


Less tube 











For AC Current 
No. 1000—America’s Most Popular Desk Lamp. Ideal for 


Offices and Homes. Uses 18", 15 watt tube. Adjustable 
shade with pen rest. Morocco Finish. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 








OFFICE APPLIANCES 


GREAT LAKES TRAVELERS NOTES 


The President’s birthday was celebrated informally 
at the Great Lakes Travelers meeting January 30. 
John Gilbert of OrricE APPLIANCES encountering Mayor 
Kelly in the lobby of the City Hall auctioning slices 
of a large birthday cake in honor of our chief execu- 
tive’s birthday bought a large slice which Karl] Kiesel, 
president of the club, cut into thirty-four pieces so 
that everyone present might participate. With the 
dessert disposed of, the members gave their attention 
to plans for the priorities meeting which is described 
elsewhere in this issue. 

© *” a 

Jim and John Rohrs, sons of Ed Rohrs, who was 
president of the Great Lakes Travelers Club last year, 
were his guests at the meeting February 20. Jim ex- 
pected to be a soldier for Uncle Sam within a few days. 

An innovation at this February 20 meeting was a 
blackboard on which were listed trips to be made by 
club members. The plan is telet other members know 
so that in view of the automobile situation they can 
double up, the additional passengers sharing in the 
car expense. This board is to be a regular feature at 
the Friday noon luncheons. 





IF YOU WANT TO SELL IT—DISPLAY IT.—That is the policy 
of the H. B. Arnold Company, Saginaw, Mich., whose store is 
shown in part here. Open display, large and well-lighted 
showcases prove the company’s point in that a customer en- 
tering can see and usually touch, a great number of stationery 
items ranging from tubes of paste and bottles of ink to strong 
boxes. Edna G. Amold and Cecilia O’Callaghan are president 
and secretary-treasurer, respectively of the firm, which was 
organized in 1912 by the late Herbert B. Arnold and is one of 
the largest stationery stores in northeastern Michigan. The 
company employs five sales people on the floor and two out- 
side salesmen. 


—. o— ee 


CANADIAN NEWS NOTES 


Frank W. Hughes, director of the Automatic Pencil 
Sharpener Company division of Spengler Loomis 
Manufacturing Company, Chicago, Ill., was a recent 
visitor in Toronto, Ont., with the firm’s Canadian 
representative, S. J. Reginald Saunders. The Broad- 
way Art Shop has opened a stationery business at 
3003 West Broadway, Vancouver, B. C. F. R. Brey 
who is head of the firm is well-known as the author 
of a work on penmanship. ... The eleventh annual 
meeting of the Stationers Association of Winnipeg, 
Man., was held recently with a large attendance. 
The slate of officers for 1942 is as follows—president, 
J. R. Francis, Reliance Ink Company; vice-president, 
D. A. Riley, Commercial Stationery & Office Supply 
Company; secretary, C. Vernon Nobbs, The Luckett 
Loose Leaf, Ltd.; treasurer, F. J. Dool, G. R. Bradley 
& Company, Ltd. N. Borlase, on behalf of the mem- 
bers thanked the retiring president for his splendid 
efforts during the year and presented him with a 
handsome gift from the members... . Wallace Station- 
ery Store, 10466 Whyte avenue, Edmonton, Alta., has 
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TO HELP YOU STEP UP SALES AND PROFITS 


peli") 


NOW APPEARS IN 





The powerful influence and prestige of Fortune Magazine, 
among leaders of industry, is now employed to further our 
mutual best interests. It’s a long-range program, designed to 
increase the leadership Ace Stapling Equipment has earned, 
and to protect your sales and profits on our products, both 
now and in the future. Currently the demand for Ace Stapling 
Machines, Staples, and the Staple Remover, is far greater than 
the supply. But, all of us know this situation will not last in- 
definitely. So, in addition to cooperating to the limit of our 
ability in the present emergency, we're paving the way now 
for a continued, substantial demand for our dealers in the tough 
competitive times ahead. 














ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 
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Au Early Office and Salesroom of Boorum & Pease Company 


At the beginning of our second century of service to the 
stationery trade we salute all those fine dealers and those 
loyal employes who made the first one hundred years possible. 
In 1842 the Boorum & Pease Company was established. 
It was a small company but one with a large vision. In 
the one hundred years that since have passed, the company 
and its facilities have grown a thousand-fold—but the vison 
of a still greater service remains as dominant as at the 
time of our founding. 


For we are old in experience, but young and enthusiastic 


BOORUM & 


PEASE 


in our confidence that all the great progress made by the 
distributors of business supplies in the last century will 
be more than duplicated in the years to come. 


And that we will play an important part in this progress; 
that our development of our products will keep one pace 
ahead of modern business efficiency; that our policy of 
servicing the dealer exclusively is his unfailing guarantee 
of continuous protection ;—these things are as certain in 
the minds of the Boorum & Pease Company organization 
today as they were with our founders in 1842. 


COMPANY 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y. 


BOSTON: 29 OTIS ST. - - ST. LOUIS: 115 $O. 8TH ST. 


CHICAGO: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM 349 BROADWAY, N.Y. 
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discontinued business. ... There is, wholesale station- 
ers report, no cause at present to fear a shortage of 
paper in Canada necessitating a curtailment of cur- 
rent requirements in the Dominion. S. C. Dye 
of Dye & Durham, Toronto, Ont., who operates a 
stationery store in the Yonge St. Arcade, has just 
passed his seventy-fourth birthday. . The Index 
Card Company has moved from 144 Front street, to 
larger premises at 102-104 Adelaide street, west, To- 
ronto.—SJL 
—- © 
ROYAL’S “OLD TIMERS” CELEBRATE 

Anniversary celebrations among eight employees of 
the Royal Typewriter Company last month com- 
memorated their totalled 210 years’ service with that 
organization. 

Leading was Walter Dagley, supervisor of factory 
maintenance and construction, who has been with 
Royal for thirty-five years. Charles Parmelee, fore- 
man of the segment and miscellaneous department 
at the company’s Hartford plant, was next highest 
on the list, with thirty years. 


At the Commodore hotel, Credit Manager W. J. 
Christie and District Auditor C. J. Sigloch each cele- 
brated twenty-five years with the company. The 


party commemorated the achievements of both men 
—Mr. Christie for his astuteness in promoting effi- 
cient advancements in credit operations; Mr. Sigloch 
for his abilities pertinent to his systematic regard for 
audit routine. 

William Pretto, assistant office manager at the 
Hartford plant; Albert Nielsen, supervisor of produc- 
tion; and Investigation Supervisor Ernest Holcomb 
each observed his twenty-fifth year with the company. 
Marking his twentieth year at Royal’s Hartford fac- 
tory was William Rothammer, general foreman of the 
portable assembling department. 
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ENDS THIRTY YEARS OF SERVICE.—Three decades of active 
service in the office equipment industry came to an end last 
month when August Hunn resigned as president of the H. H. 
West Company, stationery house of Milwaukee, Wis. II] health 
forced Mr. Hunn to seek retirement from business and with his 
entry into private life the industry loses ome of the foremost 
dealers in the country. It is expected that kis successor will 
be announced next month. 


Se 
NORTHWEST 
change of 


NOTES 
address in 


PACIFIC 


Following a recent Seattle, 


Wash., the Addressograph-Multigraph sales agency of | 


Portland, Ore., has also changed its place of business 
and taken over as a new location space in the KXL 
building of Portland, at 1117 S. W. Washington street. 
Extensive redecoration includes use of black Carrara 
marble on the facade. The more than 4000 square feet 
of interior floor space has been enclosed with ma- 
hogany trimmed walls while new type fluorescent 
lighting is used for modern illuminating effects... . 
New honors have been bestowed on Thomas M. Pelly, 
nead of Lowman & Hanford Company, Seattle, in his 
recent appointment as chairman of the important 
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“TIME” TO “LOOK” AFTER 
THE “NATION'S BUSINESS” 


Dealers replace restricted and dis- 







continued items with the Miami Line 





of autographic registers and continu- 


ous forms. This specialty line offers 






everything — Delivery — Quality — 





A com- 





Performance — and Profit. 


plete autographic register system is 





a necessity for every business today. 






New opportunities are created daily. 






Are you getting your share of this 






business and profit? 






Write us for catalogs and 
full details. 












MIAMI 
MITE 


BOOK-PAC REGISTER 
FITS THE POCKET 








The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 

















A New 


ATLAS 
Policy 


March 1942 





*FIRST TO LAST” 





The rapidly rising popularity of Atlas Stencil Files has 
proved for us, three things. (1) Wherever Atlas Stencil 
Files have been sold, they have proved surprisingly satis- 
factory. (2) Wherever an earnest effort has been made by 
dealers to demonstrate Atlas Stencil Files. they have sold 
with remarkable success. (3) Shortage of many old-line 
accessories has placed Atlas Stencil Files in the position 
of a much preferred product. 

These three proven facts have determined the policy for 
the future establishment of Atlas dealership throughout 
the United States. Beginning with the first of April all 
Atlas File sales will be made under franchise. An Atlas 
dealer, to remain an Atlas dealer. must keep his franchise 
alive. No dealer can any longer hide this “light” under a 
bushel and expect to benefit from the extensive publicity 
and advertising planned for this product. However. dem- 
onstrations synchronized with factory efforts will result 
in astonishing results for any alert dealer. 


Atlas Dealer Franchises will be issued to cooperating 
dealers under two types of dealer license agreements. ex- 
clusive and non-exclusive—both based on a yearly quota 
arrangement. 

Full details will be mailed at once to all dealers mak- 
ing inquiry. 

Atlas Stencil Files Inc. 






Atlas Stencil Files are made in sev- 
eral models holding from 50 to 1400 


stencils 


The model shown here is 
the “Johnny Showem”™ 
demonstrator holding 150 


stencils 


15% 


ATLAS FILE 


DEMONSTRATOR 
at 4 = 


m; il this 
coupon for complete 
details 








ATLAS STENCIL FILES INC. 


5200 EUCLID AVE., CLEVELAND, OHIO 


Piease send complete details on how to obtain a dealer franchise for the sale 





and distribution of Atlas Stencil Files in this territory and how to obtain a 
‘Johnny Showem'’ Demonstrator without cost 

NAME 

Business 

Address 
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evening lecture committee arranging for war experts, 
correspondents, and international figures to lecture, 
at the Washington Athletic Club of Seattle, a leading 
men’s and women’s club of the city... . The Tribune 
and Printing Supply House of Seattle has recently 
moved to new quarters at 217 Seneca street, that city. 
... J. R. Haaland has been elected 1942 president of 
the J. K. Gill Company Employees Federal Credit 
Union, which declared a four per cent dividend and 
invested its surplus funds in defense bonds at the 
recent meeting. Also elected were H. O. Johnson, vice- 
president, Lucille Myers, clerk; Claude R. Martin, 
treasurer, and Marion Heppner, director. . . . Assisting 
in extensive promotion for the sale of defense stamps 
in his city, Stan Wardin of the Peninsula Stationers 
of Bremerton, Wash., advocated more widespread buy- 
ing of this government paper to “Stamp ’Em Out.” 
... Frank A. Pritchard, Seattle manager of the North 
Pacific Bank Note Company, has been elected a trustee 
of the Manufacturers’ Association of Washington 

Rev. L. Wesley Johnson, proprietor of the Federated 
Church and Office Supply at 111 North Tower street, 
Centralia, Wash., recently announced that he was 
going out of business, discontinuing his stationery 
store which was launched to serve church officials and 
church members with office supplies, stationery and 
gift items. He stated that “due to the fact that the 
church of which I am pastor has suffered loss of our 
building by fire and since it will require my full time 
and energy to serve my church during this emergency, 
I feel it my Christian duty to close our retail store 
at this time.” He has been disposing of his large and 
variegated supply of merchandise preparatory to clos- 
ing. . . . Far more business machine operators are 
needed in Seattle’s war industries than have been 
trained. In fact the demand for Comptometer and 
Burroughs calculator operators has been so great that 
one school for training these women has a 100 per 
cent placement record and more demand than can 
be filled for skilled users of business machines. Uncle 
Sam’s new Victory Program requires a staggering 
amount of figuring, as witness the soaring of the 
national debt billion by billion. Calculations enter 
into every branch of the program, and many thou- 
sands of women are needed. Manager J. H. Maher, 
of the special Comptometer Company branch in Seattle 
stated that operators familiar with operation of the 
controlled-key Comptometers are at a premium at 
present, and qualified graduates of his Comptometer 
school in Seattle have been placed in gainful employ- 
ment. Their school is the one in Seattle sponsored by 
Felt & Tarrant Manufacturing Company, manufac- 
turers of the machine mentioned. H. M. Rosen, 
wholesale and retail typewriter and adding machine 
dealer, has recently leased 1930 Westlake avenue, 
Seattle, as a place of business. .. . Wayne M. Haines, 
typewriter dealer of Seattle, has been named to a spe- 
cial defense committee in Seattle to obtain all supplies 
for the operation of the Seattle Municipal Defense 
Commission.—CML 

*—-? 
HARDING FILM STENCIL SAVES RUBBER 

A considerable saving of rubber platens and feed 
rolls of a typewriter is claimed for its line of Tempo 
Film stencils by the Milo Harding Company, Los 
Angeles, Calif., and Pittsburgh, Pa. 

According to the manufacturer, platen and feed rolls 
of a machine, used frequently for the cutting of sten- 
cils, are often affected by coming in contact with the 
oils contained in a stencil. This contact is accom- 
plished by the oils becoming attached to the feed rolls 
and then being transferred to the platen. 

This, however, is prevented by the Tempo Film sten- 
cil because the top part of the stencil is covered by 
a film which is said to effectively prevent type-filling 
as well as keep damaging oils from the rubber parts 
of the machine in use. 











MARCH, 1942 113 














FIR 7 The world’s first practical typewriter was born 

with the name “Remington” in 1873. It revolu- 
tionized business methods, proved the emancipator of 
womanhood. It pioneered and developed an industry 
which has since grown to gigantic proportions. Great 
testimony to the worthiness of Remington is the fact 
he that now— after 69 years and World War I—Reming- 
ton is still the pioneer of the industry. 





E T Improvements through the years 
brought about by Remington— 
such as, four-row keyboard, escapement 
carriage principle, carriage return lever, 
shifting for upper case letter, automatic 
ribbon reverse, decimal tabulator, the first 
Portable typewriter—all are culminated 
today in the two finest Remingtons ever: 
Remington Model Seventeen and 









Remington Noiseless. 









FASTEST Today —in World 


War II—the needs 
of business and industry call for 
more speed in typewriting than 
ever before. Remington Model 
Seventeen and Remington Noise- 
less are the two machines geared 
to that pace ready to handle increased 
volume and stand up under day-in, day- 
OUL Operaion. Now in the emergency, Remingtons prove their worth—on 

Battleships at sea, with Troops on the march, at home, in 

Government, Business and Industry! Remington is proud of 

T wAR the part its typewriters are playing daily in our battle for free- 
A dom. And because of this role, Remington is happy to give 
“first call” to the United States and Allied Nations, having 
already regulated its production to meet the needs of victory. 







Remington Rand Inc. 
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Educational Material—a complete course in filing systems 
and supplies for your salesmen and store clerks. Designed to 
give them complete information on the design, use and con- 
struction of every item in the extensive line of ““Y and E” 


filing systems and supplies. 


2 
Catalog, Illustrated Price List and Filing System Demon- 


strator—contain a wealth of information that your cus- 
tomers and prospects will want to file for future reference. 
The pocket size demonstrator shows the actual set-up and 
operation of the “Direct Name” system helps the prospect 
follow your salesman’s presentation, step by step—holds his 


attention and prevents distraction. 


3 
Sales Helps—a complete variety of folders, blotters, and 


envelope enclosures featuring “Y and E” supply items. 
Inclosed with invoices, statements, packages, etc., used as 
calling cards, or left with prospects on cold canvas calls— 
they keep your name before the public and act as silent 


salesmen. 


4 
Consumer Educational Material—booklets designed to 


educate and assist management and file supervisors in ways 
to obtain the greatest efficiency from their files and _ file 
departments. Placed in the proper hands they build good will 


and create interest in modern filing methods and supplies. 


Intelligent use of these materials will increase your sale of 
filing supplies—and they are yours for the asking. Just an- 
other of the many profitable advantages of the “Y and E”’ 


franchise. 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET - ROCHESTER, N. Y. 


“FOREMOST FOR MORE THAN SIXTY YEARS” 
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CANADIAN FIRMS FACE RESTRICTIONS IN 1942 


Although they face restrictions in basic metals in 
1942, manufacturers in the Canadian office equipment 
industry have so far managed to successfully meet all 
demands for products, according to a statement issued 
last month by F. G. McGinn, secretary-treasurer of 
the Canadian Business Equipment Manufacturers’ 
Association. 

In discussing the activities of the C. B. E. M. A., dur- 
ing 1941 and the difficulties they may face in the 
present year, Mr. McGinn said: 

“Here in Canada, of course, we have been on an all- 
out war economy since early in 1940 and there have 
been no developments recently that would change the 
trend of events. 

“Right after the declaration of war the office equip- 
ment industry in Canada placed itself wholeheartedly 
at the service of the government and I believe our 
cooperation since that time has been deeply appre- 
ciated by the various departments carrying on the war 
effort. 

“To date the various companies have been success- 
ful in meeting the multiplicity of demands made upon 
them for equipment ,and although production may 
have to be curtailed during 1942 due to restrictions on 
basic metals, it will be the consumer who is not di- 
rectly engaged in war work who will likely suffer from 
any shortage that may develop.” 

Mr. McGinn also said that all firms connected with 
his association are emphasizing the necessity of re- 
pairing existing equipment and are all organized to 
take care of this extra demand which is bound to be 
made upon the companies’ service departments. 

—— © 


ZEPHYR-AMERICAN ANNOUNCES PRICE REVISION 


The Zephyr-American Corporation, New York, N. Y., 
has announced the following price revisions on certain 
of its lines: 

Black bakelite Autodex, $1.75; walnut and all colors, 
$2.00; ivory, $2.50; black and walnut Thermodex, $2.00; 
ivory Thermodex, $2.50; black Envoy model, $3.50; wal- 
nut Envoy model, $4.00; black Statesman, $4.25; ivory 
Statesman, $5.25; black Deskmaster, $5.50; walnut 
Deskmaster, $6.00. 

The company also announced that several new 
duotone combinations have been adopted for the 
bakelite Autodex including tan with burgandy, green 
with burgundy, blue with silver, burgundy with tan 
and burgundy with green. The khaki model will be 
embellished with imprint and red, white and blue 
colors. In the metal Autodex line the standard colors 
are gray, walnut and tan augmented by green and 
burgundy models. 

— te © 


SCHMIDT GOES TO DAYTON FOR A. B. DICK 


The general offices of the A. B. Dick Company, 
manufacturers of Mimeograph stencil duplicators and 
supplies, last month announced that Kurt W. Schmidt, 
for five years in charge of the firm’s Indianapolis of- 
fice, has been appointed special government repre- 
sentative at Dayton, Ohio. 

Prior to forming a connection with the A. B. Dick 
Company, Mr. Schmidt was for five years sales mana- 
ger of the Dorothy Perkins Company, New York City, 
and for fourteen years with the Dennison Manufac- 
turing Company, Framingham, Mass. 

—— oir 


WIDENED MARKET FOR COPY-LITE 


The Copy Right Manufacturing Corporation, New 
York, N. Y., reports that the great increase in the use 
of fluorescent lighting has resulted in a reduction in 
the price of tubes. This, it is pointed out, adds to the 
economy of using such equipment as Copy-Lite desk 
lamps in connection with line by line copy holders, 
including the firm’s own Copy Right. Because Copy- 
Lites use fluorescent tubes, any price reduction natur- 
ally extends the market potential for the lamps. 


A GOLDEN OPPORTUNITY 
FOR DEALERS 


Stepped-up production resulting from the in- 
creased defense program provides a vast poten- 
tial market. With the Cesco Line the dealer 
has every advantage—he can offer the latest 
in Record Keeping Equipment. Here are just 
a few outstanding items. 


pa———=VISIGLE RECORD sOOCKki=—"™ 
A range of Forms and Binders unap- 
proached by any manufacturer. Shift and 
Non-Shift Binders—Forms for all types 
of records. 








rc——STRIP ACCOUNTING SYSTEMS 
A new method for gathering reports, 
data and figures intensely interesting to 
auditors. Peg Boards and Binder Equip- 
ment. 











SOCIAL SECURITY RECORDS 
A series of stock forms that will fit all 
needs. Visible Systems, Strip Forms. A 
vast potential market of unlimited scope. 





FORMS AND BINDERS 
In addition to all the standard numbers, 
Cesco offers many exclusive items—all 
with unusual sales appeal. 











Send for Complete Catalog 


Acquaint yourself with the new Cesco Line— 
send for Catalog today. Exclusive agencies 
available to established dealers. Details on 
request. 
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CLEANER 


Used by OFFICES—HOMES—CAR OWNERS 


Your No. 1 Polish, Furniture, Auto 
Customers ( No. : Lacquer Cleaner 
Want These ‘ No. 3. Fabric Cleaner 
} No. 4 Foam Cleaner 
5 


Products No. Cleaner and Polish 


Every Concern Is A Likely Customer 
Offers New Business for You—Steady Repeat Accounts 


Write for Catalog No. 77—Full Details 


HAMMER MILL SALES C0. 


250 DELAWARE AVE., BUFFALO, N. Y. 











JACKSON 1300 Grade 


QUARTERED OAK 


GENUINE WALNUT 





No. 13 B 60 60x34 inches 
Inset back 


A commercial design with refinements befitting the mod- 
ern executive office, engineered for business efficiency. 
Flush or inset panel back for secretarial convenience 
center legs set 11 inches in from edge of desk, giving clear 
passage for executive shoes when turning. 

Drawers are easy running—card file partitions in top 
drawer (except typewriter desks have stationery rack) and 
many other features. Three sizes executive double pedestal, 
also single pedestal and typewriter desks and office tables 
to match. 

Feature this desk for service to engineers engaged in the 
voluminous details of production—see the JACKSON catalog 
for further description. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HERE is an old story about an Irishman who fell 

from the twentieth story window of a skyscraper. 
Every window that he passed on the way down he 
shouted out, “Don’t worry, I’m all right so far!” Some 
dealers in typewriters, adding machines, and other 
office appliance equipment at this writing feel them- 
selves in the position of the Irishman and express some 
of his philosophy as they await “freezing orders.” 
Good sports, they take all rules from Washington as 
necessary and for the best and will accept the con- 
sequences for they realize that the first and most 
important thing in all this world right now is the 
winning of the war. 

The big hope if typewriter and adding machine sales 
to civilians are sharply curtailed lies in the probable 
increased amount of repair business likely soon to 
accrue from older machines which will have to be con- 
served and kept operating over long periods of time. 
One dealer says he is cutting out sales and pushing 
rentals just as rapidly as he can. He is happy over his 
scooter delivery machine which conserves rubber and 
gasoline and gives him all the speed he needs. He 
recommends, however, a three-wheel motorcycle, that 
is motorcycle with side carrier, as even better than 
what he is using since it will carry larger loads. He 
drives his own car down to his place of business, parks 
it at the rear, and uses it for major deliveries if abso- 
lutely necessary. 

The general word all over town, however, is, “Busi- 
ness for the time being is mighty good, but if it be- 
comes necessary to restrict us all we ask is to be able 
to eat and get by until the Japs and Germans are 
given the darndest licking two marauding peoples ever 
got in their lives.” 

* * * 

Singing by the Way.—Sam Carlisle, who operates a 
stationery and office supply store in Santa Monica is 
a good example of an office appliance man who be- 
lieves in singing even though the situation throughout 
the world is alarming. Mr. Carlisle uses his spare time 
leading community sings and leads a large church 
choir. Recently, although not a native of North 
Dakota, he volunteered to lead the singing at the large 
reunion of former North Dakotans in a Los Angeles 
city park and did such a good job of it that several 
thousands who were present acclaimed the picnic the 
most successful one they ever held. 


* * * 


Record as Bowlers.—Schwabacher-Frey Company 
boys are making an enviable record as bowlers this 
year. There are twelve teams from twelve large stores 
playing in the Department Store League this year 
and the Schwabacher-Frey team stands at the top of 
the list. Last week they won four games from the 
J. W. Robinson Company, one of the largest depart- 
ment stores in the city. They are now five games in 
the lead of any other team. In three successive games 
recently they made 3025 points. In the first of the 
three they made 1044 points, in the second they made 
992 points and in the third they made 989 points. 
These five boys are also bowling in the Los Angeles 
city tournament this spring with 700 teams competing. 
These games will be played at the Sunset Bowling 
Center, said to be the largest bowling center in the 
world with fifty-two alleys. The Schwabacher-Frey 
team personnel is as follows: Wally Jones, manager of 
the cutlery department, (captain); Ray Steward, as- 
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—by SELLING A-S-E EQUIPMENT 
TO THE MEN WHO PLAN IT 


M®’ machines, management—all three must sup- 
port each other if this V program is to be over- 
whelmingly triumphant. And management to do its 
part needs equipment—equipment to be used in the 
handling of administrative and clerical operations. 

Thus, you can do your part by helping manage- 
ment do theirs—by selling A-S-E Equipment. A-S-E 
Aurora Files, DS Files, Cabinets and Blueprint Cabi- 
nets are already on the front iines of defense activities, 
giving efficient, trouble-free service to management in 
their guidance of all-out production. 

A-S-E Equipment can help you participate in the 
Victory program. And you can do your share to 
stimulate production by selling the equipment man- 
agement needs in their all-important planning. 


Awr0ra FILES « CABINETS e DS FILES 


ALL-STEEL-EQUIP COMPANY, INC. 


611 JOHN STREET AURORA, ILL. 














nd (tir Mead: a 


Mage. ns ee ea 


PEERLESS IMPERIAL 


Ribbon and Carbon me 


Nobody doing business today can escape the far-flung effects of 
our wartime changes. But PEERLESS KEY-IMPERIAL Dealers have 


every right to face the future with confidence. 


BECAUSE: 
PEERLESS KEY-IMPERIAL is strictly a Dealer's line. 


Merchandised to meet and out-compete the best that the 
direct-selling boys have to offer. 


Built to the highest known standard of quality. 


Ready on short notice to meet a thousand individual specifica- 
tions— to satisfy every consumer's demand. 


Packaged beautifully with the accent on the Dealer's 
Identity. 


Priced to give you a fair—a very fair PROFIT. 


Administered by friendly people you have known for years. 
People in whose reputation for fair play you have every faith. 
People who have the warmest friendship and faith in you. 


Does this set-up appeal to you? Then you "belong in’ 
and welcome to the PEERLESS KEY-IMPERIAL Family. 
Write today for details of our proposition. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 
General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. Washington Bivd. 828 S. Spring Street 
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sistant buyer in the commercial stationery depart- 
ment; Harold Hart and Morrie Tittman, outside sales- 
men; and Charley O’Kelly, credit manager. 

oo * * 

Monthly Meetings Disccontinued.—The Golden State 
Travelers Club has decided to discontinue its monthly 
social meeting and golf game during the period of the 
emergency, according to Blake Lockard, secretary. 
There will be an occasional noon-day luncheon, how- 
ever, Mr. Lockard states. 

* * * 

Two Men Go Into Service.—Underwood Elliott Fisher 
Company lost two active men during the month. Neal 
Riley, outside salesman, enlisted and is now at Camp 
Roberts near San Pedro. John Steponovich who was 
in charge of the Hollywood branch office has joined 
the service and is now an instructor in navigation at 
Oxnard, Calif. Ray Gordon has taken his place as 
manager of the Hollywood branch. 

* * * 

Grimes Much Improved.—Carl Grimes, president of 
the Grimes-Stassforth Stationery Company, who was 
seriously ill with flu back in December and January 
is now almost entirely well. His hearing was affected 
temporarily but is now back to normal, he states. His 
son, Carl, Jr., is still awaiting his call into the aviation 
service of the government. 

co * ¥ 

Favor in Town.—Gerald Favor, representing the 
Koh-I-Noor Pencil Company, spent several days in Los 
Angeles and other southern California points during 
the past month. 

Typewriter Mechanic Dies.—Louis Chavez, mechanic 
with L. C. Smith & Corona Typewriters, Inc., since 
1917, died January 12 after a lingering illness. He 
leaves his wife and two daughters, one eighteen and 
one sixteen. Mr. Chavez was one of the oldest mechan- 
ics in point of service in the organization. 

* * * 

Harris Attends Meeting.—C. J. Harris, Los Angeles 
branch manager for L. C. Smith & Corona Typewriters, 
Inc., was one of those who attended the conference for 
branch managers and salesmen at Dallas, Tex., a meet- 
ing called by J. B. McCormick, vice-president in charge 
of sales. The present situation in the industry was 
gone over thoroughly in various discussions, Mr. Harris 
says. 

a. + * 

Lederer in Navy.—Gus Lederer, well-known repair 
man for the American Writing Machine Company, has 
enlisted in the United States Navy. W. E. Montgomery, 
branch manager, states that business with his com- 
pany has been very good to date and that his stock of 
rebuilts is reasonably complete. 

* * * 

Schlarb Has Interesting Trip.—Joe Schlarb, outside 
salesman for the Stationers’ Corporation, Los Angeles, 
has returned from an interesting trip through Arizona, 
the chief aim of the trip being to visit a defense plant 
at Miami, Ariz., in the copper area. En route by bus 
Mr. Schlarb passed through one of the most severe 
blizzards he ever encountered in his life but a few 
hours later found himself in bright sunshine. He also 
took in a rodeo at Phoenix. The best part of his trip, 


however, was the large number of fat orders he 
brought home with him. 
* * * 
Royal Loses City Salesman.—William O. DiMuzio, 


widely known Los Angeles typewriter salesman who 
has done an outside city sales job for the Royal Type- 
writer Company for some years, passed away from a 
heart attack January 25. Mr. DiMuzio was forty-four 
years old. He leaves his wife and three children—one 
son and two daughters all in school. He was a veteran 
of the world war and was buried with military honors 
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A Better 
Work Day 

with Lessened 
Fatigue 


Facility 
POSTURE 
SEATING 


Facility posture chairs, by providing correct seating, make the day's work 
lighter. In defense plants and offices they combat fatigue and earn their 
keep many times over. Defense demands have first call on our output. 
However, we are doing the best we can to accommodate the needs of our 
established dealers without any unnecessary delay. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL. MINN. 








it Takes Less Inventory To Say: 
“We've got Your Number! 


A few pen-barrels and an assortment 
of Esterbrook’s 31 
Points sets you up to suit any writing 


low-cost Renew- 


stvle or need—to sell any customer! 
No big investment. No big inventory. 


And 


Esterbrook’s popular prices and na- 


You protect your cash-position. 


tional advertising mean fast turnover 


.steadily growing, profits! 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street Camden, N. J. 
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Handiest Tool in the Office!” 


HOTCHKISS 
PLIER STAPLER 
MODEL 52 








Comfortable grip. 













Fits in purse or vest pocket, 
weighs only 8 ounces—holds 
70 staples 14” crown, 1” or 
3/16” leg. 


Makes small tight clinch- 
great for permanent filing. 


Finished in black and nickel. 


HOTCHKISS, 
NORWALK, CONN. 
Dept. O 


“Pioneers in all that’s best 
in Stapling’ 











Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and holds in place the assembled papers 
while being inserted in typewriter. Produces a greater number of 


legible carbon copies at one writing. 
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awe 
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List Price 25¢ 


@ Insures clean, pers while 
strong copies. 


@ Assures per- 9) 
fect alignment | Saves weer on Penee caft, wed 


@ Saves wear on | carbon Gripper” Diretsinns FOF sy sae 
ribbons pageomne pen 


@ Saves wear on 
platen 


One “Carbon-Grip- 
per” in every box 
of Super-Kote and 
Keen-Rite Carbon 
Papers Without 
Charge. Write for 
details. 





Codo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
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at Sawtelle. Mr. DiMuzio was also employed at one 
time by Remington Rand Inc. 
~ + + 
Bookkeeper Resigns.—Kathryn Furrier, who has been 
bookkeeper for the Royal Typewriter Company for four 
years, has resigned her position. Before coming to 
Los Angeles Miss Furrier was employed in the offices 
of this same company in Chicago for eight years. 
* * + 


Nern Much Better.—Rod Nern, proprietor of the 
Nern Office Furniture Company, who has been some- 
what under the weather off and on during the last 
year or two, is much improved and although he misses 
an occasional day at the office he is hitting pretty 
much on all four. 

* * ~ 

Proven Traveling.—J. A. Proven, western regional 
manager for the Victor Adding Machine Company, 
has found it necessary to be out of town pretty much 
during the last two months. He has taken several 
swings around the circle. 

*” *” * 

Business Still Flourishing.—The Southern California 
Adding Machine Company, a firm that has experienced 
a remarkable growth during the last two years, is 
finding business still flourishing in spite of the fact it 
is a bit difficult to purchase used machines right now. 
Bookkeeping machines, however, are not so difficult to 
get for rebuilding, the manager states, and repair busi- 
ness is constantly on the upgrade. 


<= «¢ — 
30 FIRMS ANSWER F. T. C. COMPLAINT 


Specialty Accounting Supply Manufacturers Asso- 
ciation, 208 South LaSalle street, Chicago, O. L. Moore, 
association secretary, and thirty association members 
who manufacture and sell sales books and continuous 
form sales records stationery, have filed answers to a 
Federal Trade Commission complaint charging them 
with a combination and conspiracy to restrain com- 
petition in price and otherwise in the sale of their 
products. 

Member manufacturers filing answers are: Acme 
Register Company, Minneapolis; Adams Bros. Sales 
Book Company, Topeka, Kans.; American Sates Book 
Company, Inc., Niagara Falls, N. Y.; Autographic Reg- 
ister Company, Hoboken, N. J.; Atlantic Register Com- 
pany, Waltham, Mass.; Baltimore Salesbook Company, 
Baltimore; Bonnar-Vawter Fanform Company, Cleve- 
land; Cosby-Wirth Manifold Book Company, Minneap- 
olis; Craft Sales Book Company, Inc., Philadelphia; 
Egry Register Company, Dayton, Ohio; W. S. Gilkey 
Printing Company, Cleveland; Stephen Greene Com- 
pany, Philadelphia; Hamilton Autographic Register 
Company, Hamilton, Ohio; Hanna Register Company, 
Springfield, Ill.; Philip Hano Company, Inc., Holyoke, 
Mass.; and Lisbon Sales Book Company, Lisbon, Ohio. 

Roscoe M. Breeden, trading as Los Angeles Register 
& Printing Company, Los Angeles; McCaskey Register 
Company, Alliance, Ohio; Miami Systems Corporation, 
Cincinnati; National Carbon Coated Paper Company, 
Sturgis, Mich.; Potter Press, Waltham, Mass.; C. W. 
Potter, Inc., Waltham, Mass.; Rotary Printing Com- 
pany, Norwalk, Ohio; Schwabacher-Frey Company, 
San Francisco;. Shelby Salesbook Company, Shelby, 
Ohio; the Snapout Forms Company, Chardon, Ohio; 
Standard Register Company, Dayton, Ohio; Sunset- 
McKee Sales Book Company, Oakland, Calif.; United 
Autographic Register Company, Chicago; and Wallace 
Press, Inc., Chicago. 

The answers deny generally the charges of the com- 
plaint that the respondents, for ten years, have agreed 
and conspired to maintain an unlawful combination 
to lessen competition by such means as fixing prices, 
refraining from selling to jobbers who fail to adhere 
to the fixed prices, using espionage and coercion to 
enforce such adherence, and attempting to keep up 
an appearance of genuine competition in the submis- 
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VAPOR PRINTS 






Step up production with 
the complete POST line. 








See your dealer. 





@ Blue Print Papers & 
Cloths 


@ Positive Print Papers 
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ethene A Quick Sellin 
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@ Drawing Papers 
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3 Nn 7 FASTENER 
ORDER NOW: 


NO PRIORITIES NECESSARY 


It STAPLES, PINS 
and TACKS! 













IDEAL for Office, 
Shipping Rocm, 
Home or School 


@ Precision built for long life. 
@ Smartly designed—fully streamlined. 
@ Reserve staples can be stored in body of 


machine. 
@ Rubber base protects furniture—minimizes 


7 Bc noise. 
List © Simple construction. Few working parts. One 


Tax Included piece body. : : 
@ Finished in beautiful maroon, olive green 


and blue ripple colors. 
@ Takes No. 50 FLASH Staples. 
WRITE FOR DETAILS! 
CONSOLIDATED STAPLE COMPANY, Inc. 
1810 WILSON AVENUE CHICAGO, ILLINOIS, U. S. A. 
Eastern Office: 299 Broadway, New York City, N. Y. 
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sion of bids to Government purchasing and awarding 
officials and in the submission of price quotations to 
buyers generally while in reality acting collusively to 
prevent competition and deceive purchasing officials 
and other buyers. 

Admission is made generally by the respondents that 
they took part in meetings promoted by the associa- 
tion but they deny that at these meetings or at any 
other times they cooperated to carry out the practices 
alleged in the complaint. 

The respondents also admit that they took part in 
an “open price plan,” including a “reporting plan,” 
sponsored by the trade association, but deny that such 
plans were or were intended to be contrary to law or 
that the respondents’ activities under the plans were 
for the purpose of furthering any combination, agree- 
ment or conspiracy as alleged in the complaint. Ac- 
cording to most of the answers, prices or other data 
exchanged by the association and the respondent 
manufacturers related to past and closed transactions 
and not to current or future sales or to the confiden- 
tial details of any member’s business. 

Several of the respondent manufacturers aver that 
they made arrangements or entered into lawful patent 
license agreements with other manufacturers who hold 
patents as to claims under the patents, and that they 
agreed with the patent-holders to uphold prices, 
terms and conditions of sales of printed stationery in 
connection with specific patents. 

A number of the respondents deny the allegation of 
the complaint that the association’s membership has 
included practically all manufacturers and sellers of 
sales books and continuous form sales records sta- 
tionery, located and doing business in the United 
States. They aver that there are at least fifteen 
known manufacturers of such printed stationery and 
hundreds of Known sellers who are not and have not 
been members of the Specialty Accounting Supply 
Manufacturers Association. 

- —- 
SLOANE OPENS CHICAGO DISPLAY 

W. & J. Sloane has opened a Chicago display room 
at 34 South Wells street under the name Office Furni- 
ture Contractors. With a floor area of 6,000 feet, the 
complete Sloane line of office furniture will be ex- 
hibited. In addition to samples the company will 
carry a warehouse stock for prompt shipment to mid- 
dle western dealers. Earl E. Hanson, representative of 
the company in the Middle West, is in charge of the 
new quarters. 

The purpose of the new display is to better serve 
dealers in the Mississippi Valley area. By having the 
entire line shown the dealer can bring his customer 
to Chicago and show him quickly the various executive 
Suites in suitable surroundings. Mr. Hanson reports 
that office furniture dealers from places as remote as 
Minneapolis and New Orleans have come to Chicago 
to see Sloane displays and installations and that to 
those dealers the new arrangement will be especially 
welcome. 

<< 
SCHUBERT JOINS MASHEK STAFF 

C. J. Schubert, Jr., last month was appointed sales 
representative of Frank Mashek & Company, Chicago, 
to cover a territory consisting of certain scctions of 
California, Arizona and New Mexico. This district was 
formerly in charge of the late A. C. Appleby who died 
several months ago. 

At the same time the company announced that 
A. M. Hogle is now covering West Coast cities formerly 
in charge of C. C. Crist. 


<< - 
WILSON-JONES OPENS BOSTON BRANCH 
As a means of providing a distributing center for 
the New England territory, the Wilson-Jones Com- 
pany, Chicago, has opened a branch at 139 Federal 
street, Boston, Mass. A warehouse as well as the new 
office will be under the management of Al Coelln. 
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No. 2425 
(No. 2825 same 
except has solid 


No. 2200 back) 


Just two of many popular, square tubular, steel chairs. 
Note streamlined base with shielded casters (patents pend- 
ing). Caster swivels within the base itself. Write for catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 
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MAP TACKS AND SIGNALS IN THE WAR PROGRAM 


The opening sentence in a recent George B. Graff 
Company advertisement leads to consideration of the 
rapidly expanding market for signaling devices. The 
statement reads, “Graffco products are small, but in 
today’s all-out efforts they can perform a giant role.” 
Map tacks and signals today have assumed an im- 
portance far greater than ever before. 

Map tacks, for example, that until recently largely 
graced the maps of sales and advertising executives, 
telling a story of product distribution, salesmen’s ter- 
ritories, key accounts, etc., are today a vital factor in 
our far-reaching plans for civilian and military 
defense. 

In the former field every air raid warden has a map 
of his particular sector, every post and district warden 
a map of his combined sectors, every chief warden a 
detailed map of the entire city or town under his 
supervision. The purpose of these maps is to give 
split-second information in times of emergency. 
Hydrants, water mains, gas mains, sewer connections, 
fire boxes, police boxes, schools, shelters, canteens, 
hospitals ... all these and many more must be clearly 
designated. In most instances map tacks are on 
the job. 

Local report centers, where heads of fire and police 
departments, Red Cross, health and utility depart- 
ments are on duty, must keep a minute-to-minute 
visible record of the location of incidents and the 
whereabouts of equipment at all times. Here again 
map tacks with their multi-colored heads and 
numerous combinations perform a mighty service. 

The increasing demand for map tacks is not sur- 
prising when one investigates the sale of maps them- 
selves. From an item of minor importance maps of 
all descriptions have become one of the fastest selling 
numbers in the stationery trade. Many stores have 
found it necessary and profitable to open map depart- 
ments ... to introduce special fixtures to display and 
stock merchandise. Map windows are the center of 
intense interest as well as the inspiration for many 
sales. Stores report that suggesting map tacks at the 
time of a map purchase frequently results in extra 
business. 

Nor are map tacks the only signaling device play- 
ing an important part today. With production geared 
to ever-increasing quantities signals of all kinds help 
to maintain efficiency in system. Increased pay rolls, 
raw material orders, shipping data ... signals con- 
tribute much toward swift, smooth operation. 

Practically overnight many industries have trans- 
formed their plants for production of materials far 
different from their normal output. In these cases, 
by introducing the proper signal system, dealers have 
performed a welcome service, aiding both industry and 
themselves. 

The vast program ahead indicates that this is only 
the beginning. Speed, speed and more speed is the 
watchword. An intelligent installation of signals now 
can save many precious hours so necessary in the 
present crisis. 

© 
ROBINSON REPRESENTING WHITE & WYCKOFF 
IN WEST 

Charles E. Robinson was appointed West Coast rep- 
resentative for White & Wyckoff Manufacturing Com- 
pany effective February 1. After spending some time 
at the company’s headquarters in Holyoke, he made 
his first contacts with the trade in his new capacity 
at Salt Lake City. His territory includes the three 
coast states, also Utah, Nevada and Idaho. He plans 
to make displays in sample rooms in such leading 
cities as San Francisco, Los Angeles, Portland, Seattle, 
Reno, Boise, and of course Salt Lake City. 

Mr. Robinson made an excellent record when in the 
employ of W. H. Kistler Stationery Company, Denver. 
He left to travel the West for a leading pencil manu- 
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PATRIOTISM 


Patriotism means more than singing the Star Spangled 
Banner and waving the American Flag. It means doing our 


bit without counting the cost—accepting personal sacrifice 


as personal privilege. It means putting Country before self 


—National Need before individual desire. 


The price of Liberty is high—but not too high for those 
to whom it is dear. Americans of the past paid nobly for 


Freedom. We, too, must pay if we are to remain Free. 


Freedom depends on Victory. Victory depends on the 


proper equipment for our fighting men. Steel, brass, cop- 





per, aluminum are vital in the construction of this equip- 


ment, All other uses for these metals are secondary. 


We all share in the sacrifices involved—manufacturer 
and distributor alike. Columbia appreciates the immediate 
and whole-hearted response of its dealers in their ready 
acceptance of this situation and their desire to join with 
us in meeting its conditions fully. Not to do so would make 


us unworthy to do business in a country such as ours. 


=’ COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 








In response to many requests we are repeating the advertisement PATRIOTISM which appeared in the February 1942 issue. 








Offices of Bull Dog Electric Products Co. | 
| Installed by Walter J. Duncan, Inc., Detroit 
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‘ Furniture designed by Leopold Craftsmen 
Built at their shops in Burlington, lowa 























anything else. 


superior to anything else offered. 

They are not out-classed by the 
much higher priced chairs, and deal- 
ers can make a substantial profit on 
each one they sell. 

Either perforated steel, linoleum or 
solid wood seat on the No. 626; the 
No. 7206 has a genuine posture style 
seat and back. 

The base is a veritable bridge-like 
structure, equipped with UHL Steel 
—— : Ball & Socket Feet. 


Ask us for more details and prices 


| Catalog on Request 


THE TOLEDO METAL FURNITURE CO. 
| 1738 HASTINGS STREET TOLEDO, OHIO 








DEALERS! You Can Safely Recommend 
Se Scrat: 


You will encounter very little competition on these 
articles because they are distinctly different from 


The No. 626 High Desk Stool and the No. 7206 


High Desk “Postur-Chair” are considered far 


No. 7206-28 
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facturer. That connection he held until he resigned 
in January. He is well acquainted with stationers’ 
problems and will be in position to render personal 
service to many of his customers. 
—- - 
HALVERSON PROMOTED BY ATLAS STENCIL 
As this issue goes to press it is learned that the 
Atlas Stencil Files, Inc., 5200 Euclid avenue, Cleve- 
land, has made an important promotion. H. M. Hal- 
verson, who has been associated with the company 
since its founding, becomes sales manager. Fred G. 
Knapp, of Cleveland, will handle company advertising. 
It is expected that a full report of the appointment 
will be available for the April issue. 
ot - 
POSTAL SCALE MANUFACTURER IN 
ENLARGED QUARTERS 
Masco Corporation, 277 East Erie street, Milwaukee, 
has moved into larger quarters in the same building. 
In seven years the company has made three moves 
starting with a space of 400 square feet and now hav- 
ing a total of 4400. J. G. Bamberger, who is in charge, 
has developed all scales made by the company since 
the first model. Including the enameling business he 
does under contract for several manufacturers, his 
business last year showed a ninety-seven per cent in- 
crease over the year preceding. 
—<— P< 
OLD TOWN ADS TO FEATURE “DAWN” CARBONS 
A nation-blanketing advertising schedule begun by 
the Old Town Ribbon & Carbon Company, Inc., Brook- 
lyn, N. Y., will feature the firm’s recently announced 
line of Dawn curlproof carbon papers. In addition to 
advertising matter in The Saturday Evening Post, 
Time, Newsweek and Business Week, the schedule also 
calls for insertions in a number of trade and purchas- 
ing agents’ publications. Coincident with the adver- 
tising program Old Town is also pushing its new book- 
let “The Secret of Beautiful Letters,” which is de- 
scribed elsewhere in this issue. 
_ >? - 
WINFIELDS ANNOUNCES NAME CHANGE 
Winfields, Inc., office supply and equipment house 
of Grand Junction, Colo., last month changed its 
name to The Intermountain Printing & Stationery 
Company. In announcing the name change officials 
of the firm said: “We feel this new name more ade- 
quately describes our type of business to the territory 
we serve. There will be no change in personnel, man- 
agement, location of lines of merchandise.” 
—-¢ 
POST OPENS HOUSTON BRANCH 
The Frederick Post Company, Chicago, last month 
announced the opening of a factory branch at 1215 
Capitol, Houston, Tex. This new outlet gives the Hous- 
ton territory a complete line of Post blue print and 
kindred sensitized products and drafting and engineer- 
ing supplies. To facilitate prompt service and quick 
delivery a complete stock will be maintained at all 
times, it was reported. 
—- 
NORTHWEST TRAVELERS’ ROSTER OUT 
The Northwest Travelers Club has issued a new 
roster which is now being mailed out to the member- 
ship. The booklet alphabetically lists all members, 
gives their addresses and their company connections. 
It is accompanied by the club’s revised by-laws 
*—- 
A. W. FABER CHICAGO ADDRESS 
Business mail for Ralph Maneval and Ben Powell of 
A. W. Faber, Inc., will reach them at 222 West Adams 
street, Chicago. The address is the same as before the 
branch office was closed, but under the new arrange- 
ment no stock will be carried. The new telephone 
number is State 2788. 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
B 
FOR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
® 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
e 
ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time MONEY! 


“Paper Work” 


Controls Production! 


Today the typewriter and copyhoider 
are accepted as a matter of course. But 
without them, multiple mass production 
would be tremendously retarded. 

Specifications, letters, instructions, 
reports, bulletins, ete., are some of the 
‘paper work’’ that precede ACTION. 

And to ‘‘multiply’’ or speed up this 
ACTION while conserving Steno-Typist 
eyesight and energy, most Military 
Projects and Vital Industries use the 
World's Leading Notebook and Copy- 
Work Holder—CopyRIGHT. 


Dealers are invited to co-operate 
in supplying essential groups. 


COPY RIGHT MFG. CORPORATIO! 


53 PARK dw - e NEV Rt 











TYPEWHITERS 


ALL MAKES 


Rough 
Re-conditioned 
Rebuilt 


UFFICE MACHINES 


Rough and 
Rebuilt 


“EXTRAFINE”’ PLATENS 
and Feed Rolls 
Enameling . . . . Nickel Plating 


Tools .... Supplies .... Parts 
100% Service 


SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality Supply House” 


325 North Wells Street Chicago, Illinois 
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MODERN 
Design 
in 
Leather 


Vv To create leather pieces is no easy 
task these days . . . it requires a 
high degree of designing skill 
adequate production facilities and 










able craftsmen. Above all it de- 
mands the use of materials of rec- 
ognized quality . 

Ehrlich leather pieces have all 
these quality features ‘‘built-in''— 
That is why Ehrlich furniture is easy 


to sell 
e Write for fully illustrated catalogue 


EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N. Y. 















TWO NEW ITEMS 


Genuine Walnut or Mahogany 


lil 


No. 50. Telephone Cabinet. No. 51. Telephone Table. 
Size 16x20x30 inches Size 16x20x30 inches 


Six new waste basket designs have been 
added to the line to augment the No. 
20 and 40 baskets which have been so 
popular with the trade. 


Get your copy of our new folder. 


NUCRAFT Furniture Products 


501-505 Monroe St. N.W., Grand Rapids, Michigan 
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Other Lands Section 
Continued from Page 39 


honest Britishers working for the common weal, to 
whom these facts and figures and items of confidential 
information, mean no more than money to the cashier 
over the bank counter. We have begun to feel quite 
certain that these men would never dream of taking 
advantage of the information they receive. 

* * + 

Furthermore, just as the attack on Pearl Harbour 
united the American nation, and no one here doubts 
but what it did more to unite it than anything else 
could possibly have done, so these government con- 
trols and restrictions are doing a tremendous lot 
towards uniting our own trade and have driven hard- 
fighting competitors into each others’ arms, to become 
brothers in misfortune. 

So you will find it! You will dislike it in the first 
stages, but you will realise that you have got to take 
it and like it. Surprising as it may seem, you will like 
it. These recent events have made us wonder what 
the outcome of it all will be, what sort of an office 
appliance trade will emerge from this turmoil and 
whether your side will be able to go forward under the 
Lease-Lend arrangement by sending us over office 
machinery which we so badly need here, or whether 
you have got to keep it yourselves owing to your grow- 
ing demands and restricted output. 

* * * 

We wish you luck with your forms and figures, and 
controls. We assure you it is not really so bad as it is 
painted and that it is the only way to trade reasonably 
under present day conditions. The trade over here 
should know, because it has already had two and one- 
half years of it and it says “Take it as we have and 
good luck to you, America.” 

*~ - aa 

At an executive meeting of the Office Appliance 
Trades Association held on December 29, the toast was 
“The U.S.A. As An Ally.” A further toast was Miss 
Betsy Gilmore, daughter of Mr. E. O. Gilmore of Un- 
derwood Elliott Fisher Ltd., on her recent marriage in 
the U.S.A. to a member of the British Purchasing 
Commission.—SSE 

co i > 


THE BRITISH BROADCAST 
(Continued from last month) 


L.S.: What a hope! The Eagle Squadrons—those 
U. S. boys. Their British comrades admire them, and 
that admiration is mutual. More important, though, 
there’s understanding—and it’s mutual. 

K.S.: Jim says ‘Howdy Pal!’ Jeff says ‘What ho, old 
bean!’ And they understand because they’ve talked 
things over. 

L.S.: Betty is a shorthand-typist who leaves a Glas- 
gow office to drive an ambulance three nights a week. 
Hasn’t she got ideas—experiences—to exchange with 
stenographer Doris, in Galveston, Texas? 

K.S.: Question? 

L.S.: Yes? 

K.S.: Suppose I’m a steno or secretary in Galveston, 
and my name isn’t Doris, but, well, Tony. Maybe I’d 
like to know a thing or three about Betty of Glasgow. 
Can do? 

L.S.: Certainly. 

K.S.: Ah! Boy meets girl—girl meets boy. That’s 
nice! Well, America, Mr. Spicer told you that Bridge- 
builders over here were already writing to their 
opposite numbers in the States; 100 of them. Not very 
many, but a start, a sort of initial blue print of our 
‘Bridge-of-Understanding.’ These good folk wrote 
their usual letters, but let us have them, unsealed. 
They’re here now, and we'll say ‘Hullo’ to a few of 
their opposite numbers. Mr. Spicer, will you pick three 
letters from that pile? 
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PRIORITIES 


You seldom appreciate air and water until they become scarce. 
So with the basic commodities prescribed by our Government for 
its all-out Defense job. ‘Tis a plain case of making the best of 
things . . . and that’s where our tremendous plant, facilities and 
branch organization will be helping you no end! 


Mirtac « VotceER, Inc. 


PARK RIDGE NEW JERSEY 


These convenient branches to serve you faster and better 
CHICAGO BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 
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THRIFT 
SPEED 
ACCURACY 





os FAULTLESS 
Automatic shift VISIBLE RECORDS 


No wearing parts 
Flat writing surface Giimiee UN 5 ie sie o's eh em 


Automatic sheet lifter . SPEED-UP POSTING ee wae Ue? ee ee 
@ ELIMINATE BLIND FILING... 


STATIONERS LOOSE LEAF CO. 


524 NORTH BROADWAY MILWAUKEE... NEW YORK 237 LAFAYETTE STREET 
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Hor AVERT Ribbon or Carbon Paper \eed 


Build your ribbon and carbon paper business 





soundly. Fill every order for any customer 


: CARBON 
from the one “Complete Line’’—the line built 
I PAPERS 
. . . 
for and sold through dealers only. Keep your Cleangrip 
: } . Whitedge 
profits high—your customers highly pleased. Clean Pull 










Cameo 
American 


Send NOW for Samples of CLEANGRIP Sais be die Wchina da 


finishes 











CLEANGRIP has extra resistance to curl. It’s CARBON 
a double value carbon paper—customers de- ROLLS 
Tailor’s Marking 
mand by brand name. Users know that Photo Offset 
. 2 . : e Billing Rolls for 
CLEANGRIP handles more easily—more quick- Elliott Fisher Machines 
‘ E ae Billing Rolls for 
2 ly—and therefore more economically. Write Dasesnete Postion Ma. 
a = . ° chines 
R. ks aL for samples and prices. Restekne' Metle 
t ‘s N Tally Rolls 
ORDS ETER Teletype Carbonized Rolls 


Rolls for Elliott- 
Addressing Machines 


Special Rolls 


H. M. STORMS COMPANY INKED 


RIBBONS 


Stormtex Silk 
Stormtex Cotton 


tR#20t “ann 


Makers of the “Complete Line” of Carbon Papers and Inked Ribbons 


— ’ T Cs eo 

561 Grand Avenue Brooklyn, N. Y. saeniieiite 

Reliance 

Ribbons for Addresso- 
graph Multigraph 

Speedaumat AR sm 

Dupligraph, ete., ete. 









































A COMPLETE LINE OF STEEL OFFICE EQUIPMENT—Sold through Dealers only 
PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
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L.S.: Right you are. The first is from Miss Olive 
Lane, Station Road, Sidcup, Kent. 

K.S.: Miss Lane greets Miss Jessie Naylor, of Cas- 
per, Wyoming. 

L.S.: The second is from C. Thacker, Bunny, Not- 
tingham. 

K.S.: Mr. Thacker greets Otto Kretchmer, of New- 
ark, New Jersey. 

L.S.: The third is from R. Slater, 12 Shear Brow, 
Blackburn, Lancashire. 

K.S.: And Mr. Slater greets John Morley, of Louis- 
ville, Kentucky. Now, here’s a fourth letter, Mr. Spicer. 
It’s addressed to Harold S. Knight, of Burlington, Ver- 
mont, and it’s written by a man with a famous name. 
Our London Bridgebuilder, Thomas Edward Franklin, 
is a lineal descendant of your great American states- 
man, Benjamin Franklin. 

Well, Bridgebuilders, those four letters and the other 
96 will be mailed to-day. When they reach the United 
States, look at the postmark and you'll find it says, 
‘London, November 25.’ 

Listen, America. There are other letters on the desk 
—250 of them. Each one in a different handwriting, 
each one bearing the same address. 

L.S.: ‘To a friend in the U. S. A. Name—unknown.’ 

K.S.: 250 folk over here—Builders. But they can’t 
build until those names are known. What about it, 
America? 

Still undecided? Listen to a young lady, whom I'll 
call ‘Miss Britain.’ She’s one of the 250, and she wrote 
such a charming letter that I asked her to come along 
and record a bit of it. Listen! 

Voice: ‘Believe me, my unknown American friend, 
I do want to know more about your United States. 
And particularly about you. Thinking about this idea, 
I’ve come to realize that it’s not just interesting and 
pleasant—it’s important. Now please don’t think that 
because I want an American Bridgebuilding partner, 
I’m a writer. I’m really not, you know, and at times 
I have difficulty in saying what I feel. But in this 
case, I think, someone said it for me a long time ago: 
“With all thy getting, get understanding.” Good-night, 
my unknown friend.’ 

K.S.: Is there a Senior assistant in an American 
stationery store who thinks Amy Spurling, of Upper 
Norwood, London, is worth having as a co-builder in 
our Bridge of Understanding? It was her voice you 
just heard. 

Mr. Spicer, you’re a stationer? 

Doe! Lex. 

K.S.: Naturally, then, although you’re speaking to 
America, you’re speaking particularly to American 
stationers? 

| a. ea 

K.S.: Everyone, from the president of the largest 
wholesale house to the messenger boy in the smallest 
shop? 

L.S.: Everyone. 

K.S.: Well, president and messenger boy are listen- 
ing. They want to be Bridgebuilders. What now? 

L.S.: Write to Mr. Garvin, secretary of your National 
Stationers Association. He’s a Bridgebuilder along 
with Mr. Bayless, and he’s eager to make you one. 

K.S.: What’s his address? 

L.S.: Mr. Garvin, 740 Investment building, Wash- 
ington, D. C. Tell him about yourself—about your job. 

K.S.: And at work to-morrow, tell the others to 
write too. It’s a big bridge, America, an awful lot of 
builders are needed. By the way, are all stationer 
opposite numbers allotted by Mr. Garvin in Wash- 
ington? 

L.S.: No. We send him some British names and he 
sends us some American. 

K.S.: I see. Don’t look now, Mr. Spicer, but I’ve got 
on my listener’s cap again. Yes, I’m Joe Doakes, of 
Salt Lake City, Utah. I’ve been listening to this pro- 
gramme from London, and I think it’s a swell idea. 


) 























MESSAGE FROM A FRIEND: 
Typewritten work goes easier, looks 
better, costs less in the end on 


EATON’S BERKSHIRE TYPEWRITER PAPERS 


That's why the most substantial 
stationers everywhere feature them! 





TON. 


EATON PAPER CORP. mmymre. PITTSFIELD, MASS. 
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The Porfect Bag. 


So advanced in construction with it's Steel Backbone—so 
stylish and serviceable is this brief case, that it has been 
called—tThe Perfect Bag. 

MASHEK Cases are designed by skilled craftsmen to meet 
practical requirements. They always have been leaders 
in features and fine quality and are first in choice with 
dealers and owners. 


FRANK MJASHIE Keco CO 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 
“If it's made with leather, MASHEK makes it Better’ 
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You won’t find Graffco Signals in a bombing plane 
—in tanks or army rifles, but somewhere down the 
line they play a vital part in speeding up their 
production. Just so long as Graffco products are 
needed for this purpose, that’s where they will go. 
Obviously regular business may be affected by in- 
creased wartime demands. Throughout the emer- 
gency dealers can depend on Graffco for all 


possible cooperation. 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. CAMBRIDGE, MASS. 














STYLE AND 
COMFORT 
COMBINED! 


xk * 


No. 230 
Wing Back 
Chair 


Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 
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«* 330 EAST OMIO ST.,.CMECAGO, IEE. 
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But—lI’m a garage mechanic, not a stationer. So 
what? 

L.S.: So get busy! Speak to your friends in the 
automobile industry. Write to your trade organization. 

K.S.: And the first thing you Know, you'll hear 
‘Bridgebuilders—The Automobile Industry.’ 

L.S.: That’s our plan and our hope. 

K.S.: And it goes for all people—doctors, farmers, 
nurses .. .? 

L.S.: Every trade, industry and profession. 

K.S.: Well, America, what do you think? Rotarians 
over here like it. Bridgebuilders—Rotary International 
in Great Britain will be on the air soon. And Amer- 
ican stationers think our Bridge-of-Understanding is 
worth building. They’ve been working on the founda- 
tions for a year, and to-night, side by side with their 


| British partners, they’ve started on the first span. 


L.S.: 200. The originals. I’m proud they’re sta- 
tioners, and I’m proud, too, Mr. Bayless, that you and 
I are two of the 200. Let’s make it 2,000 in the nerzt 
year. Others are starting to-night. We want them to 
build with us, but we don’t want their effort to be 
greater than ours. We’re going to it over here. We 
know you'll go to it, over there. 

K.S.: Mr. Garvin, secretary, the National Stationers 
Association, Washington, D. C., 740 Investment build- 
ing. Thank you for what you’ve already done, and 
thanks in advance for what you’re going to do. Thanks, 
too, to you, Mr. Lancelot Spicer. 

L.S.: Good night, Mr. Bayless, Mr. Garvin, and sta- 
tioners of the U.S. A. 

K.S.: Good night, eavesdroppers. I’d rather call you 
Bridgebuilders. So if you’ll build from the West, we’ll 
build from the East. We’ll build and we’ll meet half- 
way ...on our Bridge-of-Understanding.” 

Many builders are needed to build that bridge, and 
everyone’s help is required. Will YOU give a hand? 
The bridge is being constructed on both sides of the 
Atlantic and is designed to meet halfway, so whoever 
you may be reading these notes, whether you are a 
British stationer or an American stationer, remember 
that your help counts. 

Join the circle now and become a Bridgebuilder. 


Future Broadcast Programmes 


Future programmes in the “Bridgebuilders” series 
will be broadcast by the B.B.C. each Monday at 7 p. m. 
Eastern Standard Time (Tuesday, 1 a. m., British Sum- 
mer Time) on wavelengths of 31 and 49 metres. 

*—-—¢ ~ 
STANDARD OFFICE COMPANY IN NEW LONDON 
HOME AFTER BOMBING 

The Standard Office Supplies Company, of London, 
England, which was routed out of its old premises by 
enemy bombing some time ago, is now fullv established 
at 57 Farringdon road, London, E. C. 1. The firm re- 
ports “business as usual.” 

—- © - 
LONDONERS OFFER FANCY PRICES FOR 
TYPEWRITERS 

Typewriter dealers in America might well believe 
themselves in an Utopia if they could pick up their 
morning paper and read in the “Wanted” column 
advertisements like these: 

“Top prices paid. Any make, any condition. Four 
years old, $200. Twenty years old, $75.” Or: “Type- 
writer wanted. Pay up to $250 for suitable machine.” 
Or: “Rebuilt, $150 cash.” 

But that is the situation facing typewriter men in 
London, England, according to a dispatch written re- 
cently by Charles A. Smith, of the International News 
Service, and printed in the December 26 issue of the 
Hartford, Conn., Times. 

Mr. Smith explains that typewriters are scarce and 
so are skilled mechanics to work on them, with the 
result that if a person is lucky enough to own a 
machine he must nurse it along because even minor 
repairs take from six to eight weeks, barring accidents 
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FOR YOU M r, D EALE R: Steady advertising such as this helps YoU 


sell more Higgins products. It is one of our 1942 series running in: SCHOLASTIC 
INDUSTRIAL ARTS + SCHOOL ARTS + AMERICAN ARTIST + SCHOOL MANAGEMENT 
NATION’S SCHOOLS - SCHOOL EXECUTIVE + SCHOOL BUSINESS AFFAIRS - NATIONAL SECRETARY 
PENCIL POINTS « PROFESSIONAL ART MAGAZINE + THE ARTIST and MECHANICAL ENGINEERING 


HIGGINS PHOTO PASTE — the handy 
substitute for RUBBER CEMENT 


With rubber cement increasingly hard to obtain, Higgins 
Photo Paste offers a convenient substitute. This well- 
known white paste is quickly and easily applied and 
results in the least crinkling of the paper of any type 
of aqueous paste. Order it from your dealer, today 


TU LELELLL be eAY AAT 


271 NINTH STREET, 


KAOOKLYN, N. Y. ll aa 4 Mh seen 
: SS SARITA 


Photo faste 


HIGGINS 
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3-OZ JAR 16-OZ. JAR 32-OZ. JAR 
TUBE 5-OZ. WATERWELL 





























BURNS COPYHOLDERS Have AIl Seven 
Important Features—Sell For Only *16°° 









NON-SLIP HOLDER 


Count them—the seven important features 





ADJUSTABLE 
pn BAR that make the Burns Copyholder unsur- 
Sam passed in quality and performance. Only 





STURDY STEEL in price does the Burns Copyholder differ 


CONSTRUCTION 


materially from expensive copyholders. 
BLACK SATIN 














FINISH 
— It’s easy to see why these copyholders are 
SINGLE, DOUBLE, making cash register music for dealers 
OR TRIPLE SPACING throughout the land. Top quality and 
FINGERTIP moderate prices are an unbeatable combi- 
LINE-GUIDE nation. 
FIRM, NON-SKID CONTROL 
BASE tt 
Other Burns models sell for as little as 





$3.30. Order from your wholesaler. 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS * CHAIR & DESK PADS 
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You'll find INDIANA DESKS where- 
ever there’s Real Work to be Done! 























No. 1414: 66x 36”—Smart 








(Design, Quality 
Painstaking Construction. 
FF rite for catalog. 





Materials. 





INDIANA DESK COMPANY 


JASPER 


INDIANA 











New Indiana 


Chair Co. 


No. 2001 in 


genuine walnut 


Special value in genuine leather upholstery, deep 
buff grade or, at slight additional cost, in top 
grain snuff. Various colors . . . sturdy construction 
. .. Spring seats. An unusually fine chair at mod- 
erate cost. See our catalog. 


New Indiana Chair Co., Jasper, Indiana 


























U. S. Pat. Off 


In Every Respect 


A Superior 


Product! 


Light is uniformly distrib- 
uted over a wide area in 
just the right measure of 
light needed for COM- 
FORTABLE SEEING—and 
unless a lighting fixture 
can produce a UUOM- 
FORTABLE SEEING CON- 
DITION it is neither 
efficient nor desirable. 


MIDCO'S efficient prin- 
ciple of light control in- 
sures COMFORTABLE 
SEEING and is an exclu- 
sive feature on all MIDCO 
the Perfectlite models. In 
all other respects MIDCO 
conforms to the Lighting 
Industry's highest stand- 
ards for portabie lighting 
units. 


MIDCO offers a com- 
plete line of portable 
desk lamps in a variety of 
finishes and prices 





MIDCO the Perfectiite Clamp-on mode! No 
1006 Fully adjustable with horizontal a .« 
vertical double arm triple swing 


Send for lighting chart, folder on 
complete line, prices and discounts. 


Midwest Naturlite Company 


440 N. Wells St. Chicago, Ill. 
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and bombing raids. The writer’s personal experience 
is illuminating. His fairly new portable was damaged 
when its owner’s apartment was hit by a bomb and 
was sent to a factory for repairs. Several weeks later 
Mr. Smith received a polite note advising him that 
his machine lay amidst a mass of ruins—the factory 
having received a direct hit from a bomber. “The 
compensation,” the note declared, “will be adjudicated 
after the war.” 
— io ————— 


GARCIA COMPANY CHANGES NAME 


Word has been received from Havana, Cuba, that 
the name of the importing firm of Enrique Felipe 
Garcia has been changed to Felipe e Hijo. The ad- 
dress, Basarrate 156, remains the same. 


— oa + —- 


NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


The Frank Zellers of Des Moines, Iowa, left about 
the first of February on an automobile trip with the 
intention of returning about February 25. The Zellers 
stopped for a few days at New Orleans and when last 
heard from, were at Miami Beach, where Frank wrote 
that he had acquired a nice coat of sun tan, and that 
they were enjoying the beach, and taking in the 
horse races... . On their return trip the Zellers plan 
on visiting the Kenny Hedeens, in the city of Brotherly 
Love, where the Hedeens, former Iowans, are residing. 
... Dave Besnick, formerly of Wahpeton, is now with 
Miller-Davis Company of Minneapolis. Art Fark of 
Miller-Davis, enlisted early in February with the 
United States armed forces to do his bit in “Nipping 
the Nips.” 

On March 16 and 17 the seventh regional district 
will hold their annual convention at the St. Paul hotel 
in St. Paul, Minn. Charley Regan of South St. Paul, 
district governor, announces that a program of real 
interest to dealers and travelers alike has been ar- 
ranged. This program covers thoroughly such sub- 
jects as priorities, inventories, sales problems, financ- 
ing and personnel. These talks and discussions will 
be given by men both in and out of the stationery 
industry, and those in attendance are assured that the 
time will be well spent. The entertainment features 
will be streamlined to coincide with the war effort, 
and while not so elaborate as in the past will be 
ample, and in keeping with the times. Many dealers 
from the Wisconsin area have signified their inten- 
tions of attending, as have dealers from the Dakotas 
and Iowa. ... Al Sundberg, the Duluth divot digger, 
and Fred Schaefer are wrestling enthusiasts during 
the winter months, and both are quite adept at 
snooker pool and billiards. Merrill Hasty has 
taken up bowling as a pastime and does he shoot a 
mean 137. ... The Sengbuschers have a bowling team 
as do the S. J. Olsens of Milwaukee. The A. & E. Sup- 
ply Company team won the Straightaway League 
championship in Duluth for 1941 and are at present 
fighting it out for the 1942 championship, both in 
this and the junior league The junior league team is 
made up entirely of A. & E. employees while the 
Straightaway has some outsiders with the team. 
Fred Johnson, smiling salesman, who represents A. & 
E. in downtown Duluth is one of Duluth’s top bowlers, 
generally in the money in district, state, and A.B.C. 
bowling tournaments. ... Bob Valleau is back on the 
job again as good as new after having spent several 
days in the hospital for a check-up. Bob says he is 
as fit as a fiddle and rarin’ to go L. Edward 
“Sticky” Friedman reports business in the Des Moines 
area as exceptionally good in his line Herb Mor- 
gan wants to join the Marines, says he likes the 
bright-colored dress uniform the Marines wear, which 
is why he is going to choose this branch of the service 
if called. 
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A. 
<= CHALLENGED 


. and it’s a challenge not only to the man 
in uniform but to everyone of us. This “let 
George do it” philosophy must go! 
depends on an united effort. 


Success 


As a carbon and ribbon dealer you can help. 
This industry’s supply of raw materials is sure 
to be curtailed, so help by preaching economy 
Carbons and ribbons are 

often 


to your customers, 
that 
their wearing-life is actually finished. 


two items are discarded before 


This type of co-operation won't hurt your 
profits. There’s plenty of new business around 
and more to come! 


U.S. Typewriter Ribbon Mfg. Co. 
Filbert at Tenth St. 
Philadelphia, Pa. 


E §$ r A » 2 I > @ & DBD aes FS © 


HERE’S THE BEST AND MOST 
EFFICIENT FINGER PAD 


ON THE MARKET TODAY! 
THE 











MADE 2 WAYS 
* STANDARD 
Ly AND HEAVY DUTY 


ADJUSTABLE 


This is the finger pad that has been 
adopted by many nationally known mer- 
houses, banks and industrial 
concerns. It’s the only finger pad that 
DOES NOT sweat or stop circulation. 
It's adjustable to any finger size and may 
be worn on either the side or end of the 
finger for different types of work. The 
JUSTRITE FINGER PAD helps pre- 
vent the spread of disease and complete- 
ly eliminates the objectionable features 
found in others. 


cantile 





These illustrations show the simplicity of 
the JUSTRITE FINGER PAD. We re- 
commend the standard for general office 
use and the heavy, duty tyce with fabric 
backing for factory work being especial- 
ly suitable for screwing on bottle caps 
Full protection is given against sharp 
corners pins and other sharp objects 


awe an 


This sensational finger pad- now made two ways- 





meets the individual needs of your customers. 
Stationers the country over are selling JUSTRITES. 
You should too! Order your supply NOW 





Made by the manufacturers of the most 
complete line of marking devices in America 





THE LOUIS MELIND CO. 


362 W. CHICAGO AVE 
CHICAGO 


39 CORTLANDT ST 
NEw YORK CITY 





















American SPEED SET Model 43 on Special 
Platform for Bank Numbers. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 
BRANCH — 105 WEST MADISON STREET, CHICAGO, ILL 

















WARSHAW 
FILING SUPPLIES 


Even though sources of paper supply are 
not too constant and reliable, we are still 
making and selling that same "more for the 
money" quality filing folders which your 
customers have used for many years. 
WARSHAW'S full automatic machinery as- 
sures perfect scoring and round cornering 
always. 

You will be wise to keep your stocks as 
well filled as possible. Write us, today. 


THE WARSHAW MFG. CO., INC. 











1 MAIN STREET BROOKLYN, N. Y. 
GUIDES GUMMED INDEX TABS 
FOLDERS MENDING TAPE 
INDEX CARDS PROTEX STICKONS 












OFFICE APPLIANCES 


Calendar of Industry 
Activities 


March 16 and 17. N.S. A. seventh regional meeting, 
St. Paul hotel, St. Paul, Minn. (Governor) Charles 
Regan, Globe Publishing Company, Inc., St. Paul. 


« » 

March 20 and 21. N.S. A. eighth regional meeting, 
Muehlbach hotel, Kansas City, Mo. (Governor) Walter 
C. Guy, Arkansas Printing & Lithographing Company, 
Little Rock, Ark. 

« » 


March 23 and 24. N. S. A. tenth regional meeting, 
Denver, Colo. (Governor) William Mason, Jr., Out 
West Printing & Stationery Company, Colorado 
Springs, Colo. 

« » 

March 26 to April 1. N.S. A. twelfth regional meet- 
ing in California. Exact dates and places not yet 
announced. (Governor) E. H. Wobber, Wobbers, Inc., 
San Francisco, Calif. 

« » 

April 3 and 4. N. S. A. regional district meeting, 
Portland, Ore. (Governor) J. L. Cooke, Cooke Sta- 
tionery Company, Salem, Ore. 


« » 


April 10 and 11. N. S. A. fifth regional meeting, 
Toledo, Ohio. (Governor) L. S. Crowl, Blade Printing 
& Paper Company, Toledo, Ohio. 


« » 


April 30 and May 1. Illinois Booksellers & Station- 


'ers Association convention, Abraham Lincoln hotel, 


Springfield, Ill. (President) Homer S. Jacquin, Jac- 
quin & Company, 321 Main street, Peoria, Il. 


« » 

May 13 to 15. Wholesale Stationers Association of 
America annual convention, Royal York hotel, Toronto, 
Canada. (General manager) H. C. Whittemore, 250 
Fifth avenue, New York, N. Y. 


« » 

May 17, 18 and 19. N.S. A. ninth regional meeting, 
Jackson, Miss. (Governor) C. Guy Lowe, Office Supply 
Company, Jackson, Miss. This meeting will be held in 
conjunction with the fourth regional convention. 


« » 
May 17, 18 and 19. N.S .A. fourth regional meeting, 
Jackson, Miss. (Governor) C. P. Hanes, The Office 
Equipment Company, Inc., Tampa, Fla. 


« » 
June 18, 19 and 20. N.S. A. first Eastern Conference, 
Atlantic City, N. J. (N.S. A. General Manager) Charles 
P. Garvin, 740 Investment building, Washington, D. C. 


« » 

October 5, 6 and 7. National Stationers Association 
convention, Palmer House, Chicago. (General Man- 
ager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

aaa 
OFFICE MACHINES FORM BIG ANNUAL INDUSTRY 

In the February 6 issue of the New York Herald- 
Tribune appeared an interesting news item in which 
was reported the fact that office and store machinery 
in the United States form a $150,000,000 industry. 
Included in this total is the value of nearly 1,000,000 
typewriters, 175,000 adding, calculating and bookkKeep- 
ing machines, 62,000 numbering machines and 40,000 
autographic registers, the report stated. 

















CELLULOSE STENCILS — 











SPEED-0-PRINT CORPORATION 
cHtecneese ©, ttt See tes 


SPEED-0- PRINT 


A VITAL LINK 
Re cai cont. tame 


Automatic 

Feed Model 

(post card to 
legal size) 


el $39.50 


Hand Feed 
Model 


Speed-O-Print is the practical and 
(post card to 


economical way to produce 
legal size) 


multiple forms. It’s no wonder 
$29.50 


modern business, big and small, 

chooses THIS rotary stencil dupli- . Fi 7 
cator ... for speed, accuracy and i | Combination @ 
eS , Stand and 3 





| STEEP 0 -PRINToRORT 
| So ee eee llc wlll 
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For Our Country 
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Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


John Veltman, Jr., formerly a member of the traffic 
department of the Royal Typewriter Company’s home 
offices, is doing squads east for Uncle Sam at Fort 
Eustis, Va. He is attached to an anti-aircraft divi- 
sion at the fort. According to Royal’s recently pub- 
lished roll of honor, Pvt. Veltman is the 305th member 
of Royal’s staff to don a uniform of America’s armed 
forces. 


Roy Sainberg, whose father, Bob, is president of Sain- 
berg & Company, New York City, is attached to an 
Anti-Aircraft division stationed at Honolulu and as 
such went through the bombing of Pearl Harbor. It 
was some time after the raid that Mr. Sainberg re- 
ceived word that his son escaped being a casualty. 

Milton Washer, Jr., of the Washer Office Supply 
Company, San Antonio, Tex., has turned the business 
over to his sister, Mayme Ray, while he dons his army 
uniform and goes into training at Fort Riley, Kans. 
While her brother does his bit for his country Miss 
Washer will do her best for the firm’s customers. 


Howard W. Gunlocke, treasurer and general man- 
ager of the W. H. Gunlocke Chair Company, Wayland, 
N. Y., is Lieutenant of Infantry Gunlocke now. A 
member of the R. O. T. C. for many years, Lieut. Gun- 
locke was called to active service on February 8 and 
was sent to Fort Benning, Ga. 


Norman Saksvig, speed typing demonstrator for 
L. C. Smith & Corona Typewriters, Inc., and one-time 
winner of the world’s amateur championship, has put 
away his typewriter and exchanged his civilian garb 
for an ensign uniform in the United States Navy. Mr. 
Saksvig has been assigned to the Great Lakes Service 


school. 

Ralph B. Wilson, Jr., son of one of the founders 
of the Wilson-Jones Company, has been recalled to 
military service for “the duration.” He had just com- 
pleted his enlistment training and was ready to re- 
join his associated in W-J when the new call sent him 
back into uniform. Mr. Wilson’s friends will remember 
him pictured in “Loose Leaf Notes,” showing him as a 
youngster breaking ground for tthe firm’s first factory 
in which his father pioneered the business. 
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FOR THE DURATION 


@ Just how short we are on critical materials 
shows up in the daily battles for A-l priority 
ratings, for our armed forces must be given 
quickly, everything that they need. 


© For the duration, steel is out for non-essentials, 
that is why the ST. JOHNS line of wood office 
tables is so much in demand. 


e ST. JOHNS office tables are of simple functional 
design and made of non-essential war mate- 
rials. Write for their catalog today showing this 
and other quality office tables that have been 
designed and manufactured in keeping with the 


nation s war program. 





No. 28 Table Description 


@ Selected Northern Oak in Office 

Golden or School Brown finish. 
Plank edge top, 12” thick with 
extra frame underneath to prevent 
warping. Legs are 2%”, 6-foot 
length has 3144” legs. Drawers are 










dovetailed front and back with SIZES: 
framed-in 3-ply bottoms. 5 and 32 x 60 inches 
6 foot sizes have two drawers. 34 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 
New York Office, 573 Broadway, N. Y. C. 
Chicago Office, 666 Lake Shore Drive, Chicago 


DIXON "42 ADVERTISING 
PACKS A WALLOP! 


Dramatizes Results of 
Research: Longer Lasting 
— 50% Less Energy! 


OFFICE SABOTEUR 


STOPPED! 















Advertising behind “The Advertised Pencil” is 
as newsy as tomorrow's headlines! Dramatizes 
Ticonderogas as a defense aid! Drives home the 
“longer lasting, 50°7 less ene ‘rgy story — more 
vital than ever during war! Watch for it in Life, 
Time. Saturday Evening Post, Liberty. How’s 
your supply of Ticonderogas? 
Pencil Sales Dept. 98-J3 
JOSEPH DIXON CRUCIBLE CO. 
JERSEY CITY, N. J. 
a el 
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MEILINK SAFES 


Bodyguard For Every Business 
Keeping An Endless Vigil Against Fire and Theft 


that dealers face today. In 
view of these circumstances 
we will constantly strive to 
cooperate with both the 
trade and the federal 
government in supplying 
MEILINK SAFES. 


et iter \cie) nee) G ioleme) ile) NEW YORK 


LEARN 


DICTATING CYLINDERS 


Py in this INTERESTING 


BOOKLET 


% 


doh elelabbere| 
the results 
of a series 
of impartial 


. ee tS 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y 
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GREATEST CHAIR VALUE IN HISTORY 


STEEL Utility CHAIR 
SELLS ON SIGHT 


Frames are heavy steel— 






seats and backs made of } 


plywood—large swivel cas- 


ters—backs are built to No. 900 
conform with body and are list 
adjustable. price 
ici, as shown 
inches. Fin- 
ished in 
BROWN with seh 
walnut seat without 
and back— casters 
GREEN with 
oak seat and $49 
back 
No. 950 
less 
discount 


COMFORTABLE } 
DURABLE 6 


Can also be had upholstered, thick, soft padding covered with 
leatherette at slightly higher cost. Order No. 900U. 


METALSTAND Company 


1615 Melon Street, Philadelphia, Penna 


























SCALE & MFG. CO. 
TRINER 2714 W. 21st Street 
CHICAGO ILLINOIS 


Hair-line 
<— Over- 
Under 
Weight 


i Indication 








it? tees 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-pustage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 

Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 

No. 84 illustrated above is of 1 Ib. capacity by ™% 
ounces (other numbers up to 4 lIbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 
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War orders are given preference 


— HOWEVER, 


a limited proportion of our manufacturing facilities is being 
used in the manufacture of Rufbak Chair Mats and Full Front 
Desk Mats. 

COLORS—-Black, Maroon, Brown can be furnished, marbleized 
colors as well as solid. Green mats require chromium oxide, 
therefore for the duration of the war, green colors are elimi- 
nated. 


—— . ™ 
" # nN 
- ‘ ~ 





No advance in prices as listed in stock chart-price lists Nos. 
RB142 and FF142. If you do not have stock chart-price lists 
RB142 and FF142, copies will be mailed on request. 


A limited number of Standees Standing Mats can be 
manufactured. 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. 

















“KILITAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8S. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
Samples made to your specifications 











bearings. 


Kilian Manufacturing Corp. | 


1728-1736 Burnet Avenue Syracuse, New York 
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Ordinary stencils permit oil to penetrate to the typewriter 
platen and feed rollers, causing “swelling.” As a result, 
these vital parts deteriorate and require replacements— 
if you can get the rubber parts, 


With TEMPO Film Stencils, it’s a different story! The FILM 
protects these vital parts—prevents oil penetration—saves 
expense of repairs and loss of time in tie-up of equipment. 


Find out for yourself with TEMPO’s Trial Offer Plan—no obligation 
—just clip the ad, attach your letterhead and mail, 


~ MILO HARDING COMPANY 
ee 
™ 436 West Pico Boulevard, Los Angeles yeaa i be tea 
617 Commonwealth Annex, 
Pittsburgh 








DEFENSE 
PRODUCTION 
NEEDS 


AIcoO 


SHOP TICKET HOLDERS 


You can sell, in quantity, for immediate delivery 
these AICO Shop Ticket Holders. Sold only through 
stationers, they are being used by every industry 
handling defense production. They keep vital informa- 
tion, specifications, orders, blue prints, right with the 
job, protected from dirt and grease, yet always visible. 


The standard size, No. G-13, has a celluloid front 
and holds an 8'2 x 11 inch sheet. Special sizes and 
styles can be readily supplied to your customers’ speci- 
fications, when accompanied by priority affidavit. 


Write now for complete details and quantity prices. 


AEE propucts 


Manufactured and Guaranteed by 
503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 



















AIco-GRIP TABBING 
LOOSE LEAF INDEXES 
pESK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 
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OFFICE APPLIANCES 








, } 
your Leather Goods Department under present conditions; 
and what is the situation regarding deliveries? 


Cnswo0rs .. 


detail work, and the creation of thousands of new jobs will 
require new, efficient Brief cases, Portfolios, Ring Binders, 


etc. 


shortage of some raw materials, and delays in obtaining 
others; we urge dealers to keep stocks filled at all times. 


> Greater than ever before is the need for arelialle source of supply.” SF . 


B 
co 


= 


STEIN 
MFG 


231 S. GREEN ST. 


eo @ 
What is the outlook for 


Tremendous increases in 


There isan imminent 


| 


ROS. 





CHICAGO, ILL. 














When You Need FASTER ‘’Systems’’ Work 
the answer is.... 


REX-0-92<24 Model MF 


Fluid Type Duplicator 
with New 
““QUICK- 
CHANGE’’ 
Master 
Clamp 














Wartime pressure on office ‘'Sys- 
tems'' work will never get you 
"down" if you have a new REX- GF 
O-graph Model MF, with its new 
"“QUICK-CHANGE" Master Clamp. 
It's a great time-saver! Clamp is 
opened by simply reversing the 
crank. Drop the Master Copy in 
the "'V''-Slot, and start turning. 
Bright, accurate copies come out 
INSTANTLY! When the required number has been printed, reverse 
the handle again and the Master drops into the receiving tray. 
it's really FAST, efficient, economical! Available also for paper 
sizes as large as 14” x 17!/,” 
Write for Bulletin NOW on Model MF and on the compiete 


* REX-O-graph Line of Fluid and Gelatin Type Duplicators a 
and supplies. Handied by best dealers everywhere. 


REX-O-graph, Inc., 3727 N. Palmer St., Milwaukee, Wis. 


Offices in Principal Cities 
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A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 





Smooth, Durable, Rocking Action Equipped with 
Double Tension Springs Made from Highest Qual- 
ity Wire Specially Treated and Tempered for this 
Purpose. Easy Height Adustment with Positive 


Lock. 


Over Twenty Years’ Experience in Building Office Chair Irons. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 


anv ee 
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DEALER TURNS CROSS-WORD PUZZLE MAKER.—George 
Hatfield, owner of the Hatfield Office Machine Company, 
Winona Lake, Wis., is the author of the remarkable cross- 
word puzzle presented here. The puzzle is cleverly done in 
that it includes twenty-nine words pertaining to the office 
machine industry, and names of many typewriters and other 

































































































































































machines. 
: 2 2 $s {6 7 9 to [it 12 
13 '% i ' 7 
i) 19 2° ai 22 
23 a4 jas 26 
23 2 3 
3 5 6 7 
9 0 2 
43 4S 46 7 
49 50 
SI 52 53 5 |S 
57 58 159 t 2 3 
64 5 68 6 
- ! 72 73 7 
1S 6 7 78 
79 80 I 82 83 
84 5 8 vi] 
89 0 CT) 
92 ¥ 
Horizontal Vertical 
] Exorbitant interest l Aloft 
» Machine with Magic 2. Special L. C. Smith 
Margin 3. Upper case (abbr.) 
9% Ink-bearing medium 4. Notched bars 
13. 12 point type ». Maker of Monarch 
14. Boy’s nickname 6. Norse deity 
15. Vat for fodder 7. Combustion product 
17. You (old form) Ss. Lithium 
18. Machine with ball- of) sellows 
bearing type bars 10. Near to 
20. Boat paddle 11 Exist 
22. Near 12. Contract promising 
23. Signal with head payment 
24. Very small 16. Gaze 
25. Small typewriter 18. Look fixedly 
28 Indefinite article 14 Parts which make 
29. Graceful aquatic bird impression 
51 Recreational tract of | Right (abbr.) 
land 22. 10-key calculator 
33. Chum 23. Philippine canose 
34 New Testament (abbr.) 2 Pair (abbr.) 
3 Reasoned 26. Dismantled 
36. Old line adding machine 27. Shoe with separate 
38 Machine with special tongue 
striking ring }0. Hesitate 
9. Small adding machine 2 Verb modifier 
42. Negative 36. Typewriter made in 
43. Imitate Illinois 
15. That male 37. Male offspring 
if. Perches 38. Which was to be proved 
1% Low Dutch (abbr.) 10) Make low gurgling sound 
19. Machine with Champion 41. Also 
keyboard 14. Impression cylinder 
51. North America (abbr.) 15. Foreign typewriter 
53. Sphere 17. Streets (abbr.) 
54 Distress call 0 Feminine name 
17. Algonquian Indian 51. Special quiet action 
60 Ream (abbr.) machine 
61. Small type Moving section of 
63. Bushel (abbr.) machine 
64. That is Double reed instrument 
65. Bright color §. 10-key adding machine 
66. American overseas force 58. Small 
of 1916 4 Paid notice 
6S Constellation 62 Geological age 
70. Noisy breathing = ‘ ieghentes 
72. Of like kind 67. Frenzy 
74. Articles for carrying f exists 
small typewriters 71 Subterranean bud 
7 Metal piece for locking 73. Portable with floating 
screw in position hift 
77. International language 7 Greek tter 
78. Check (abbr.) 76 .Greek letter 
79. Attachment for indenta- = ne irbne 7 dea, —_ : 
tions +4 tene wneel 
82. River in Germany ). HeEZE 
84. Past Male child 
85. Made “Pike” model 81. Woody plant 
adding machine 82 Mountain in Thessaly 
87. Mother ; ; : 
88. Parts struck in typing Meas sacl sala at 
10. Belt 86. Possessed 
92. Seeks legal redress % Therefore 
93. Factory rebuilt Royal 1 House of Representa- 
94 Had courage for tives (abbr.) 
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RELI... RELIABLE 


for BARGAINS in 
Kough iia Rebuilt 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 
MACHINES 


303 W. Monroe St. e 


CHECK WRITERS 


MIMEOGRAPHS 


EDIPHONES 


MULTIGRAPHS 
DICTAPHONES 


Write for latest price lists 


RELIABLE Typewriter 
~& Adding Machine Corp. 


Chicago, III. 




















Public Acceptance 
of our upholstered 


line is now a 
proven fact 








‘ 


BECAUSE 
MATERIAL, 
CONSTRUCTION, 
CRAFTSMANSHIP 
and FINISH 
are first 
class in every 
respect. 












DuPont Fabrikoid is used for upholstery covering, because of its 


exceptional qualities of durability and fine appearance. 


Order 


two of these excellent chairs for inspection and display. We 
are confident of your enthusiastic approval and ensuing sales 


success. 


Jasper Seating Company 


JASPER, 
INDIANA 
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DOPP-CRAFT 


SUN-TAN COWHIDE CASES - - 
SMARTLY STYLED & STURDY 


The above handsome case is typical of the complete DOPP- 
CRAFT line. This sturdy case has 6 inside gusseted pockets, 
an outside zipper pocket, disappearing handles and Talon 
zipper on three sides. Available in Smooth Sun-Tan and 
British Brown Top Grain Cowhide, also Top Cowhide embossed 
in Shark Grain. 

Send for illustrated catalog of complete line. 


CHARLES DOPPELT & CO. 


Fine Leather Goods 
Makers of the famous DOPP-KIT 


412 N. ORLEANS ST CHICAGO 
Opposite Merchandise Mart 











Not FACTS! 


Jumbled facts in office files 
slow up Defense work, 
prolong victory, help the 
enemy! The remedy is: Y 


efoto). «3 


STAINLESS STEEL 
FILE SIGNALS 


Make Facts Easy to Find 


Attached to file cards, ledger sheets, 
etc., they marshall any group of facts 
for instant reference. 


Easy to attach, relocate and remove. 
Will not tarnish in dampest condi- 
tions. Of thin gauge, they add prac- 
tically no bulk to records. Twelve 
non-chip colors. Types for every filing 
need. Card of samples on request. 


TTHETEL 


THE H. C. COOK CO. 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION" 
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OFFICE APPLIANCES 


PUBLISHES 1942 PLASTICS CATALOGUE 

To meet the need for an authoritative, timely, and 
completely informative source of information about 
plastics, the Plastics Catalogue Corporation, has just 
released the second edition of the Plastics Catalogue. 
It is the most comprehensive compendium on plastics 
past and present, that has ever been published. 

More than 600 pages of documented facts, bolstered 
by new charts, and informative illustrations, make the 
book an indispensable source of information and ref- 
erence for anyone connected with, or interested in, 
the plastics industry. 

Divided into ten main sections, treating of every 
phase and aspect of plastic development and the plas- 
tic industry as of today, the catalogue includes for the 
first time an exhaustive treatment of plastics in 
defense. 

Here is the first complete story of the role of plastics 
in the defense program. A story of plastics as a factor 
in the vital business of war, and of its positive contri- 
butions to America’s defenses in the air, on land, and 
on the sea. This section includes a competent and 
informative discussion of the plastics industry as 
affected by priorities, and these pages constitute an 
invaluable source of information for plastics manufac- 
turers and suppliers, for the duration. 

The materials section this year comprises almost 150 
pages of concise information, compiled by experts and 
designed to include every new development of any 
significance in this field. There are twenty-five articles 
in this section alone, including special treatment of 
Phenolic-asbestos compositions, Polyterpene hydro- 
carbon resins, and shellacs. 

The plastics engineering section has been expanded 
to almost three times its original size. Flow sheets 
showing at a glance the manufacturing procedure in- 
volved in producing each type of material, supple- 
mented by photographs and illustrations, combine to 
make this section a storehouse of important technical 
information. 

The section on production operations include a 
complete and up-to-date discussion of every aspect of 
this vital phase of the industry, including pre-forming, 
compression molding, injection molding, transfer 
molding, continuous dry extrusion, continuous wet 
extrusion, casting phenolic resins, and every other 
type of operation known today. 

The machinery and equipment section is complete 
with new photographs of every type of press used in 
the industry, and every type of machine, plant equip- 
ment, and assembly device that figures in the manu- 
facture or processing of plastics today. 

The sections on laminates and vulcanized fibres, 
plastic coatings, and synthetic fibres and rubbers, 
have all been extended to include new developments 
up to press time. 

The “Plastics Properties Chart” has been revised 
and amended, and is now a self-contained unit of 
value to the plastics manufacturer whose many prob- 
lems may be resolved by a reference to this chart. 
The “Solvents and Plasticizers Charts’ have been 
brought up to date. 

The index and directory section reflecting the 
growth of the industry this year, has been expanded 
to almost three times its original content. It includes 
complete lists, alphabetically arranged for quick and 
easy reference, of all molders, laminators, fabricators; 
names and addresses of manufacturers; trade names; 
personnel and equipment; as well as a selected bibliog- 
raphy and a list of educational institutions devoted 
to plastics. It is priced at $5.00 and obtainable on 
request to the publisher at 122 East Forty-second 
street, New York, N. Y. 

: ee eae 
KENDRICK-BELLAMY LEASES NEW HOME 


The Kendrick-Bellamy Stationery Company, Denver, 
Colo., is preparing to move to new quarters at 1637 
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LEATHER 
OFFICE FURNITURE 


Rich, luxurious comfortable and durable furniture 


enables an executive to give 


his business quarters that final touch expressive 
of his own individuality. With it all, Bright num- 


bers are kept within the 
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‘STEER: STRONG 
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TUBULAR Coin WRAPPERS 


Stationers! It's your Line—Exclusively! 


RW) 








"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 


reach of the buyer's purse. 
They have the eye appeal 
that gets the sale. Check 


In the Bright catalog you 
will find a variety of 
styles and designs to suit 


work. 


Write for liberal discounts and sales help on: 


up on the extra profit op- 
portunities for dealers 
in this quality line. 


INCORPORATED 





BUSINESS NE 





L 


TING THE WIT AL 
MEE EDS 


oF THE HOUR 


most of your trade. The 
prices will attract you as 
well as your customers. 


BRIGHT CHAIR COMPANY 


127-133 BLEECKER STREET, NEW YORK CITY 
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W rite for 


Catalog, No. 3! —Full 


MUTSCHLER BROS. CO. 


NAPPANEE, 





INDIANA, U.S.A. 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 








HANNIBAL,. MO. 


THE C. L. DOWNEY CO. 








POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 







HEAVY PAPER : 


A CORPORATE SEAL 
POCKET SIZE na Zi 
ae ae 
a — 
—— se Pe: 
FURNISHED IN 3 SIZES “X 


FREE LEATHERETTE POCKET CASE with EACH SEAL 














MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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Once a customer buys a BOSTON 
SELF-FEEDER he clings to it like a 


BOSTON “BULL DOG” 


One of the world’s 


Tough and 













. ” toughest assign- 
Faithful— W/ ” ments would be a 
job of selling a 

That's BOSTON ‘substitute’’ for the 
BOSTON Self-Feeder 

No. 4. It cuts out 


Self-Feeder 
No. 4 


the waste by feeding 
the pencils mechan- 
ically-right to the 


cutters, eliminating 
off-center sharpen- 
ing. A STOP pre- 


vents cutting after 
a point is made 


) SELF FEEDER }\ 
NO4 


C. HOWARD HUNT PEN COMPANY, CAMDEN, N. J. 


|p LOM EO} \! 


PENCIL SHARPENERS 





















-29 Styli-for 
Every Need! 


Ball points, loop 
wheels, shading, etc. 





@ Technygraph - styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 
Our four-page broad- 
side shows Techny- 
graph Styli in actual 
size in their fast-sell- 
ing Rainbow hues; 
please write for your 
copy today! 


STYLI TIPS ARES 
CADMIUM-PLATED 








Technygraph, TECHNY, ILLINOIS 








OFFICE APPLIANCES 






Universal 
Profit Maker 


Because tests show 
the superior features 
of Nev-R-Kurl Carbon 
Paper, offices from 
coast to coast have 
given dealers con- 
stant repeat orders 
and unusual profits. 


NEV-R-KURL 
CARBON PAPER 


@ Absolutely a non-curling Carbon Paper. Lays flat when 
it's hot, humid or cold. 



























@ Never trees or wrinkles when inserted into machine. 
Smudgeless. 


* Actual experience and tests show 35% to 50% more copies 
obtained from each sheet. 


@ Universal because same sheet is efficient on standard or 
noiseless typewriters, billing or bookkeeping machines. 





LAPHILLIPS 


President 


Uncle Sam 
MUST Come First! 


We are certain you will agree that all 
the branches of our government must 
be kept supplied today with the “essen- 
tials of good business” so as to keep 
everything flowing smoothly to our 
fighting forces. 


They are keeping us working at top 
speed to supply them, through our deal- 
ers — please try to understand that we 
want to do and will do all we can for 
our dealer friends in every instance — 
but let’s keep ‘em flying first, last and 
always! 


xk * 
THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
Manufacturers of Steel Office Equipment 
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California street, where the building is being com- 
pletely remodeled and redecorated for occupancy about 
April 1. The firm is located at 801 Sixteenth street, a 
site it has occupied for many years—BART 


ee 
WAR SUPPLEMENT IN NEW ROYAL STANDARD 


A special war supplement, depicting the importance 
of the typewriter in military and civilian war effort, 
is included in the year’s first Royal Standard, house 
organ of the Royal Typewriter Company, New York, 
N. Y. 

Photographs and art work comprising the maga- 
zine’s main section point to the nation’s need for 
typewriters not only in military uses but also in 
coordinating more efficiently the efforts of war in- 
dustries. 

Addresses by E. C. Faustmann, Royal’s president; 
M. V. Miller, vice-president in charge of sales; and 
C. B. Cook, vice-president in charge of production, 
deal with the vital part typewriters are playing today 
in the winning of the war, and how imperative is 
the need for these machines at battle and industrial 
fronts. Emphasis is also placed upon the research 
work being done today at the Hartford factory, en- 
abling Royal to substitute, without sacrificing effi- 
ciency or durability in their machines, other mate- 
rials for metals which can now be released for use in 
the manufacture of planes, tanks, guns and many 
other vital war implements. 

ea ee 


OXFORD FOLDERS DO BIT FOR NATION 


File folders manufactured by the Oxford Filing Sup- 
ply Company under the title of the 700 line will be 
dressed in khaki for the duration as a means of help- 
ing Uncle Sam conserve the vast quantities of chlorine 
formerly used to bleach certain grades of paper pulp. 

Although Oxford still has on hand some stock in 
the original manila color this will be replaced by the 
new brown colored type when the present stock is 
exhausted. With each box of the khaki folders the 
company will enclose a printed slip explaining the 
situation to customers. 

At the same time the company announced a discon- 
tinuation of its fourteen-point extra heavy folders in 
the 700 line as soon as the supply is depleted. This 
will help to conserve stock for use in the eleven and 
eight-point thicknesses. The fourteen-point type, how- 
ever, will be continued in the 100 line. 











Austin, Minn.—As a means of acquiring much-needed additional oper- 


iting space, the Austin Office Supply, formerly located at 114 West 
Mill street, has recently moved to new quarters in the Mower County 
News building, 206 North Chatham street. The progressive company, 
which is owned and operated by R. E. Strand, an office equipment man 
of many years’ experience, specializes in bookkeeping and filing supplies, 
office furniture and office machines. 

Brockton, Mass.—John H. Wyatt, Inc., 170 Main street, has incor 
porated with a capital of $20,000,—200 common shares of $100 par value. 
Incorporators are John H. Wyatt, Marion E. Wyatt and John R. Gillespie 

Des Moines, lowa.—The Office Equipment Company, Inc., has recently 
moved from 418 Tenth street to new quarters at 415 Ninth street. The 
firm serves central lowa and for the past thirty years has distributed 
the A. B. Dick Company Mimeograph and Mimeograph supplies 


Fort Wayne, Ind.—The Fred G. Wyneken Office Equipment & Supply 
Company has recently moved from 1124 South Harrison street to 222 West 
Berry street.—AK 

Millersburg, Ohio.—The Holmes Office Equipment & Supply Company 
has been incorporated by the Ohio secretary of state's office with authority 
to issue 250 shares of no par value stock. The incorporators are Carl A. 
Hopkins, Elizabeth Hopkins and William Rose—AK 

Springfield, t1.—The Springfield Stationery Company, formerly located 


in the Mine Workers’ building, has opened a new retail store at Third 
and Adams streets. The company, which is owned and operated by J. A. 
Peck, specializes in Corry-Jamestown steel files and desks, Imperial desks, 


Smead filing supplies, Postindex equipment and Old Town carbon and 
ribbons 

St. Louis, Mo.—The Waters & Waters branch, Neidich Process division 
of the Underwood Elliott Fisher Company, has moved to new quarters 
on the second floor of the Chamber of Commerce building, 511 Locust 
street. The branch was formerly located at 112 North Fourth street. 
The new premises provide 6000 square feet of floor space 
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CARBON 
| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
OgPrT. mw 
11-13-15 Vandewater St.. 
New York, N. Y. 




























° a 1 Quick Sales! 
| Steady Profits! 
Satisfied Customers! 


For Year-Round Stability 
Stock the 


NATIONAL LINE 





National Brief Cases give the dealer a leath- 
er goods product of year-round, universal 
appeal. Men, women and school children 
. . . Travelers and stay-at-homes ... are 
all potential customers. Cash in on this 
constant market by stocking the National 
Line. 

High quality merchandise priced for quick 
turnover and large volume, the National 
Line gives the dealer assurance and con- 
fidence that he is more than meeting all 
competition. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 














148 





DEFENSE COMES FIRST!!! 


From Lethal weapons—to Letter Files our Govern- 
ment's needs must come first and foremost. 


Next in line come the needs of all prime and 
sub-contractors comprising the American Arsenal 
of Defense. 


In order to insure an unbroken continuity of 
supplies for our fighting forces and our Allies, all 
vital needs are authenticated by Priority Cer- 
tificates or Certifications. 


It is of absolute importance that all dealers 
obtain priority certificates for all defense orders 
so that we may give such orders the prompt de- 
livery they demand and also replenish our stock 
of the critical material needed therefore. 


For the duration of the Emergency, Priority Or- 
ders will receive immediate attention. Any addi- 
tional merchandise will be allotted to our dealers 
after Defense orders have been filled. 


Insure delivery with the proper Priority Cer- 
tificates. 








OFFICE APPLIANCES 





HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Ideal for fastening voluminous correspondence 
“mr swatches of paper, leather and fabric, for 
staplir of catalogs, programs, etc Adjustable Full details 
je for accuracy. ACME No. | can handle three in our 
ngths: %, 5/16 and %” without mechar Silverstreak 
can be especially equipped to take 4%” Folder. 





ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2-—SURESHOT—SIMPLEX—MIDGET 














| THE $00-F_~ 


AN ARISTOCRAT IN 
AUDITORIUM SEATING , 


QUALITY AT LOW COST) — 
en f e 


BE 
\TH 
BLE 





Write for details « also 
catalog of complete line 


NORCOR MANUFACTURING CO. . GREEN BAY . WISCONSIN 


= ry = eZ 
‘COR ZAC. 


x 





Yowr QUESTIONS 


ANSWERED free | 


Subscribers to Office Appliances have tree access to 
a competent service bureau which is prepared to 
answer almost any question relative to ofice equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


| The Office Appliance Company: 20 North 
| Wacker Drive, Chicago, U. S. A.:::::3:: 


| ScenesRhana anata 

















AID TO BRITAIN 


BUY BRITISH GOODS 


be 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ery merchandise. We shall be pleased to mail you a copy 


post free each quarter if you will complete the form below. 





_ BRITAIN DELIVERS THE GOODS _ 
SEND US THIS COUPON 


To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER. 

34, Bridge Street, HEREFORD, ENGLAND (Late of Grand Build- 
ing, Trafalgar Square, London, W. C. 2 











Please send to the address below Free copy each quarter of 


the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 
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Specify — 


> Waldon Rotets Enaraw 
A, WORLD’S QUALITY STANDARD 


a They Correct Mistakes in Any Language 


— lasting Pr LarictadtlMniel ¢ your Customers 


WELOON RoBERTS RUBBER Co. eo 6. oe Newark, New weRSey,. wv. S. A. 








C) hi  - Vi | . Attention Dealers 
NOAKMMNL | 


eT TATA | SYNONYMS SATIN EINISH 


MoE SMOOTHNESS ) ee since ee | EXECUTIVE rinvons 


Only the genuine 
Threadline excels in 
— Meet the maximum expectations of users of silk ribbons. 


SATIN FINISH EXECUTIVE Typewriter ribbons were in- 


d d fi ful titi t ilk 
Order from the Ji/g Jia /144)) “ahtun tor sbarpenas ot wae oneal on GE 
bility. 









Originators Downers Grove, Illinois SATIN FINISH EXECUTIVE Ribbons have been success- 
; . , fully sold by enterprising dealers in competition with silk 
SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO on the basis of equal sharpness, equal wear, something un- 


known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no simiiar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the. demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 





Zh 


FAST WORK Gi 


\ 















- at the mail desk—with accuracy 
in postage that saves many dollars 
in a year. 


RANSON 
POSTAL SCALE 
sess saree eae ole 
No. 1546 gece tg oA ee post- 





age for air mail, class mail and ; 
merchandise up to Vs ds. Grad- Be-~ 52 
uated - <a vee Se 3 2 
Scales from poun to pounds, at 
See Your Jabber oe MEY fe LITTLE. 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 1941 








Ask for Bulletin No. 5 ha 


Hanson Scale Co. 
525 N. ADA ST., CHICAGO 











WONDER /OCK WILL 
Securely Lock Every Kind of Drawer! 


File, Desk or Door and affords positive theft-proof protection. 


Offers a combination of uses never obtain- 
able before in any one lock. Instantly ap- 
plied without tools. No holes to drill— 
no nails or screws to drive. Two drawers 
can be locked with one WONDER OCK 
Can be used in every office, factory, store 
and home. Furnished as illustrated, lock, 
two keys, brace plate and ratchet, packed 


= a / 
MARKILO 
IA MULL EA 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc 


wit \ Made of acetate (flame resistant) transparent cel No. 10 
/, * \ulose. We build to fit your particular need. Write ; ot OND BR OCK 
i’ 2 us for details. List price $2.50 l 


¢ ; a ; ~ Liberal di t 
Markilo Company. Mfrs. an on. 53 W. Jackson Blvd. Chicago 












one in a carton 











3633 S. Racine Ave Chicage. U.S. A. 
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OFFICE APPLIANCES 





NON-RUBBER 


Typewriter 
Keys 
~ 


The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Write for our interest- 
ing proposition. 


Speed Key Mfg. Co. 22.,cclumtus Piece 

















BUILD good-will and insure repeat orders with the preferred 
Daco line. Write today for catalog A, available to all deal 
ers, with mplete price list 

@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms 


yoNS 
DACO 


@ Bank and Insurance Forms 


Manufacturing Specialists for a 
Quarter of a Century 





9 FEDERAL COURT 


“Andy Units of Stool” 
STEEL ‘FELED 


Typewriter Tables . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 


If it's ZIPPER-CASES — 


we Deliver!! 


RING BINDERS . BRIEF CASES 
CATALOG CASES .. . PORTFOLIOS 


Send for 
Complete Catalog! 


, RAT Company 


114-124 S. Clinton St. 
CHICAGO 















THE DACO CARD s INDEX CO. 


BOSTON, MASS. 





-FREE/- 


CLIPBOARD DISPLAY FIXTURE 


A practical way to display all five sizes. Ideal 
for counter or window. This is a solid wood dis- 
play. A permanent fixture for your store. 


With Service Clipboard Deal No. 10 


Service 
6 No. 200 Clipboards 6!/."xl1” $5.75 dz. $ 2.88 
6 No. 203 S. “ae 5.75 2.88 
24 No. 204 9 "x12" 6.35 12.70 
12 No. 205 9 “xI5!/,” 7.20 7.20 
6 No. 206 > "ar 7.80 3.90 
54 Total $29.56 


Less usual liberal discount. 


1 DISPLAY FIXTURE FREE 
Ideal for counter or window. Solid wood 
—permanent fixture. 


SEND IN YOUR ORDER TODAY 


SERVICE INDUSTRIES, INC. 
2025 S. Calumet Ave., Chicago 











VEIT MANUFACTURING CO. 





for CONSTANT REPEAT PROFITS! 








1945 E.Kirby DETROIT, MICH. 


FOLDERS GUIDES FILE POCKETS SYSTEMS INDEXES 











GENEVA, ILLINOIS 
The Automatic 


SPEED-MO incins rec 


that offers a size and model for every need . . . with these 
12 FEATURES: Silent 12. Can be re-inked 


Sweat Proof indefinitely; no 


Dust Proof seraping before 
Lint Proof re-inking 

Sag Proof 

Long Lived The Automatic Inking 
Clear, Sharp Surface Releases Ink 


Onty on Pressure of 
Stamp. Surface is self 
Cuile taking? Sealing Against Evap- 
h Inki oration. Send for cat- 
Full, Rie nking alog No. 141 showing 
vad on Rubber many types of stamp 
amps pads 
Large Natural 
Reserveir elim - 
inates frequent 
re-inking 


Rivet-O Mfg. 


Company 

94 Jason St 

ORANGE, MASS 
or Louis Melind Co 
Western Rep., 362 W. Chicago Ave., Chicago, Ii!. 


impressions. 


- Sf FP NOVSwn- 











WE’RE DAILY SHIPPING OUR FAMOUS 


LELLULUGE 


DUPLICATOR STENCILS TO DEALERS 
Over 1200 Stationers have sold this fine product and 
know its excellent quality. Brings ever increasing re- 
peat business wherever sold. 

7 
A sample with our prices and proposition for inquiry 
on your letterhead. 


FIBROI 


STENCIL CO. 


FIBROIN BLtoGc., BOX siss 
JACKSONVILLE, FLORIDA 
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NATIONAL 


SPONGE RUBBER 
OFFICE CUSHIONS 


12 STYLES—ALL SIZES 
ALL COLORS 








PROMPT DELIVERY 
NATIONAL OFFICE CUSHION CO. 


110 GRAND ST. NEW YORK, N. Y. 











THEY ANSWER 


EVERY NEED 





The most complete line available, they assure you 
more sales, better profits. All sizes, shapes and 
styles. 21 colors. Plain, numbered, lettered or special 
markings. Display in Moore Display Cabinet « 5000. 
It's free with your order for 5000 assorted Moore 
Metihed Maptacks, Your jobber can supply you. 


Write for free copies—'How to Black-out your Home“ gE 
re MOORE PUSH-PIN CO. PaILADELPHIA PENNA. 


CUSTOMER APPEAL! 


o SCIENTIFIC FIRE-PROOF CONSTRUCTION 
© BEAUTIFUL EXTERIOR -INTERIOR FINISH 
LIGHT, DURABLE, AND EASY TO HANDLE 


95 


LIST PRICE 





WALZ 


MANUFACTURING 
COMPANY 
co WRITE FOR FULL DETAILS 


531 NORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 








Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange,N. J. ‘. 


- 
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PELOUZE POSTAL SCALES 
Simply place the letter on the plat- 
form, read the dial and affix the 
postage. The dial tells the cost 
in cents on 
all mail mat- 
ter, includ- 
ing rates by 
zones. 











STANDARD 
Two sizes—2 Ibs. 
& 4 Ibs. 
Adjustable Beam 








A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS WRITE FOR CATALOGUE 


PELOUZE MFG. CO. —- 2 E, SHO, 5 


| 
| 
CHICAGO, ILL. | 








CARBON ROLLS 


FOR ALL PURPOSES 


Register—Elliott Fisher—Adding 
Machine—Teletype — Bookkeep- 
ing—Tally—Tailor — Continuous 
Form—Stencil. 


Write for information 
and prices. 


ALLIEN 


CARBON & RIBBON MFG CORR 
165 Duane St., New York, N. Y. 





Ask about the 1942 
Allied 
“2 for 1" sales plan 
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VICTOR 
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cf 
10-KEY OR 
FULL KEYBOARD 


i... the adding machine line famous for 


leadership, volume sales, and big profits. If you 
haven't a Victor franchise now, investigate. Write 
today to: 


VICTOR ADDING MACHINE CO.,3990 N. ROCKWELL ST., CHICAGO 
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W The MODERN Hectograph! 


rs) Consider of WRITO! 


Better Results—more and better copies with immediate 

reuse! Has Longer Shelf Life—quaranteed indefinitel 
; against deterioration. Will not crack, dry or spoil! 

Odorless and non-sticky. Duplicates on any kind of paper 

without tearing. Saves you money—WRITO weighs less, 
T so you get more per und. 


PURE—can be melte and 


reused. 
Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 
Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition. 
ROSS LABORATORIES, Inc. 
4021 N. Hermitage Ave., Chicago, Ill. 


the advantages 



























BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


PASSBOOK CO. 


CLEVELAND, OHIO 





AMERICAN 


AKERS BLDG. 


OFFICE APPLIANCES 





ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 





and forms. 


DEALERS—Don't overlook 
sales opportunities in Roll- 


— 
bi} 
eS ing and Library Ladders. 
Write for literature and 
= prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 

















“LEB.” 


BINDER CLIP 


No. 2 No. 5 No. 6 No. 10 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN AND DENISON MFG. CO., 133-137 W. 23rd St. 
New York 

Niagara Paper Clips 

Cado Punchless Binders 






Cado Fountnbrush 

Cado Quick Drying Ink 

DeLuxe Thumb Tacks Klutch Clip Binders 

Cado KeRak and KeTags Klutch Clip Boards 
Cado Fastener and Folder 

















THE NAME IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


' TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON omen a a 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 





















World’s Most Amazing 
7 STAPLE REMOVER 


ie New PRESTO Staple Re- 0 
mover quick] easily re- ne 
staples from of the 
hecl letter report and 
| other paper No torn papers Four 
; No broken ngernails rhe 
- Presto i made of colorful PRESTO 
a plastic and hardened steel ofi 
Fi priced low assuring wide Pr it 
Z ise in office chool and home Makers 


Write for full facts 


METAL SPECIALTIES MFG, CO. 
3200-08 Carroll Ave. Chicago, Ill. 


25¢ 





SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
torm. Sold on 10 day a 
free trial basis. Nation- 

ally advertised! Write Simply tip 


for details nowl = Lond 





3468 N. Clark St. 


Meilicke. Systems, Inc. Chigsse, ill. 














SALESMEN 


ey 
Ln a are the shock troops in the army of 
business. Their equipment must be 
the best. Sell them 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 


Order your stock from the 


Beach Publishing Co. 


7338 Woodward Ave. Detroit, Mich. 














CRAIVIER 


The Complete Line of 
P. OSture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 
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AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationery merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 





SEND US THIS COUPON === --- 





To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Building. Trafalgar Square, London, W. C. 2. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name ; ssi ss iceeedaiasaiice pbtedeisaeanionsa 
(Please attach your business card or letter-head) 


Address 


Date 








EFFICIENT 


Clarotype cleans typewriter type 
quickly and thoroughly. It gives full 
value from top to bottom of the 
bottle . . . and the dauber lasts. 
Clarotype is a product that repeats 
because it gives efficient service. 












The Clarotype Company, Inc. 
16-C Hudson St. New York 








iy) 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 








Map and 
Plan 
Steel Units 


In every draught- 
ing room or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


Write for 
information. 


Browne-Morse Company 
Muskegon, Michigan 
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DAYTON STENCIL 
WORKS CO. "ois" 











MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES .. . Colored 
Inks available. Samples and 


prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 
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A WAR MESSAGE 


to 


ALL EMPLOYERS 


x From the United States Treasury Department * 


Winninc Tus War is going to take the mightiest effort 
America has ever made—in men, in materials, and in 
money! Every dollar, every dime that is not urgently 
needed for the civilian necessities of food, clothing, and 
shelter, must, if we are to secure final Victory, be put into 
the war effort. 

An important part of the billions required to produce 
the planes, tanks, ships, and guns our Army and Navy 
need must come from the sale of Defense Bonds. Only 
by regular, week by week, pay-day by pay-day invest- 
ment of the American people can this be done. 

This is the American way to win. This is the way to 
preserve our democratic way of life. 

Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 


enrolling them in a 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 
It provides, simply, for regular purchases by your em- 
ployees of United States Defense Bonds through system- 
atic—yet voluntary—pay-roll allotments. All you do is 
hold the total funds collected from these pay-roll allot- 
ments in a separate account and deliver a Defense Bond 
to the employee each time his allotments accumulate to 
an amount sufficient to purchase a Bond. 

The Pay-Roll Savings Plan has the approval of the 
American Federation of Labor, the Congress for Indus- 
trial Organization, and the Railroad Brotherhoods. It is 
now in effect in several thousand companies varying in 
number of employees from 3 to over 10,000. 

In sending the coupon below, you are under no obliga- 


tion, other than your own interest in the future of your 


country, to install the Plan after you have given it your 





MAKE EVERY PAY-DAY...BOND DAY! 


consideration. You will receive—1, a booklet describing 
how the Plan works; 2, samples of free literature fur- 
nished to companies installing the Plan; 3, a sample 
employee Pay-Roll Savings authorization card; and 4, 
the name of your State Defense Bond administrator who 
can supply experienced aid in setting up the Plan. 

To get full facts, send the coupon below 
—today! Or write, Treasury Department, Sec- 
tion B, 709 Twelfth St., NW., Washington, D. C. 


HOW THE PAY-ROLL SAVINGS 
PLAN HELPS YOUR COUNTRY 


| It provides immediate cash now to produce the finest, 
deadliest fighting equipment an Army and Navy ever 
needed to win. 


2 It gives every American wage earner the opportunity for 
financial participation in National Defense. 
3 By storing up wages, it will reduce the current demand 
e for consumer goods while they are scarce, thus retarding 
inflation. 


4 It reduces the percentage of Defense financing that must 
be placed with banks, thus putting our emergency financ- 
ing on a sounder basis. 


- It builds a reserve buying power for the post-war purchase 
ob of civilian goods to keep our factories running after the 
war. 


6 It helps your employees provide for their future. 
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U.S. Defense BONDS « STAS —7 


This space is a contribution to NATIONAL DEFENSE by OFFICE APPLIANCES. 


GPO 16—25943-1 Form No. DSS-BP-2 
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HEVER QUALITY LE ER.GBAPH DRY STENCIL 


@ TRIED AND PROVED CELLULOSE FORMULA 


Heyer has had many years experience in the 
manufacture of stencils, both cellulose and non- 
cellulose, for all stencil duplicators. Out of this 
large background of practical knowledge has come 


this new and better stencil formula. 


@ GOOD FOR ALL CLIMATIC CONDITIONS 


Lettergraph Cellulose Dry Stencils contain no 
moisture, and are not affected by its presence or 
absence. They work equally well in warm or cold 


climates, 


@ FOR TYPING, HANDWRITING OR DRAWING 


Just the right degree of softness assures perfect 


typing and stylus work, and these stencils stay just 


right fora long period of time. 


@ TOP-PRINTED FOR CONVENIENCE 

Typing scales are clearly printed in a pleasing 
contrast color right on the face of the stencil. 
Makes the typist’s job easier. assures faster work 


and better results. 


@ FOR BETTER SERVICE TO ALL DEALERS 


Due to the overwhelming demand for these new 
stencils, there may be delays in supplying all 
dealers immediately. It is suggested that orders be 
placed only for current requirements. as this will 
enable us to render a better service to all of our 


dealers, 
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ts a WAR of Machines... 


ALL KINDS OF MACHINES! 





Fortunately for the United States 


its mechanical office equipment 





1s without equal the world over! 


I. WOULD be utterly unthinkable to attempt to make war 


machines without the aid of business machines. 


Office workers without typewriters, without accounting machines 
without adding and figuring machines, are at just as much of a 
disadvantage as foot soldiers facing tanks. 

Lucky for us we are so well equipped! 

The United States has more Underwood Typewriters in daily 
use than all the typewriters in the rest of the world put together. 
‘The United States has more accounting machines in daily use than 
all the accounting machines in all the rest of the world put together. 


] 
' 


The United States has more adding machines in daily use than 


all the adding machines in the rest of the world put together. 
In the war of machines this is one of the points where 


STARTS with an advantage. 


UNDERWOOD ELLIOTT FISHER COMPANY, ONE PARK AVENUE, NEW YORK 


Sales and Service Everywhere 





Just HOW important are typewriters these War today is more and more a With billions of extra dollars for war mater 
davs? Sometimes Underwoods are installed and in matter of production and pr tals going intocirculation, accounts receivable 
operation before a new working force gets its desks duction lives on figures and accounts pavable grow and grow. Ledger 
and chairs. In many an office hard at work on cot the kind of calculations t roOsting f hs week after week. Bills 
tracts for urgently needed war materials, Under the Underwood S tra and orders multiply. And so do all the jot 

wood Typewriters are helping the staff keep pac« Adding-Figuring Macl that make a { kful for [ 

with the constantly quickening industrial tempo provides s \ ng tt | Accounting Mac es 


UNDERWOOD ELLIOTT FISHER 
Helps Speed the Nation’s VICTORY! 








